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SAVE 30% 


On Your Register Cost With 


AIR CONTROL’S "2" No. 20 REGISTERS 
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The Register That Has Everything 
PERFORMANCE! STYLING! 


Complete 4-way Control! of the Air Pattern — Adjust- 
able Vertical Front Fins and Horizontal Back Fins 

Balancing Damper controls air volume Without Chang- 
ing Air Pattern Increased Free Area. Costs 30% less 
than any other fully adjustable 4-way control register. 


Beautifully contoured styling with two-tone Chameleon 
Beige decorator finish that blends with any interior. 
Sculptured plastic operator knob. Available in a com- 
plete range of standard sizes, with fins factory-set for op- 
timum multi-flow pattern. See your jobber today! 











First in fuel units... 


>: 








Years more drive shaft life 
with Sundstrand Fuel Units! 


Common troubles, like shaft noise, “run-out,” seizing, and rapid 
wear, are practically out of the picture. These big, 7/16” shafts are 
blanked from specially selected bar stock. They are precision-ground, 
induction-hardened . . . subjected all the way to rigid inspections. 
Every shaft must check round within 2/10,000 of an inch in the 
extremely sensitive Shefheld gage, or out it goes! What's more, extra- 
long bearing area is designed into the pump to further protect this 
almost wearproof shaft. No wonder so many leading engineers 
specify Sundstrand Fuel Units! 


AMERICAN ARTISAN, Marcu 1956 


SUNDSTRAND 
HYDRAULIC 
DIVISION 


of Sundstrand Machine Tool Co., 
2210 Harrison Ave., Rockford, Illinois 


Made in Canada by John Inglis, Ltd., 
14 Strachan Ave., Toronto 


Made in Sweden by Sundstrand Hydraulic 
Division AB Stockholm 
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QUALITY CONSTRUCTION 


Throughout = Factory Wired and 
Tested 





DEPENDABILITY 


10 Year Guarantee on Heat Ex- 
changer 


EVERYTHING! © et erie 


Operates on all Gases 


Available in three sizes: ey : ae 
oe SPACE savin 


125,000 ie gl Dimensions only 
B.T.U. Inputs ae 14”” x 20” x 60° Hi. 


Designed and Manufactured by Syncromatic, a.Leading Creator of Modern Heating Equipment for 25 Years. 


AND IN ADDITION!!! UNBELIEVABLY LOW IN INITIAL COST. 


For Full Details Write 
a yncromalic Lerporation 


WATERTOWN, WIS. 
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Thumbing Through 
This Month's Artisan 


. we pay an 
to Terre 
Haute, Ind., where we verify 


informative visit 
some established merchandis- 
ing principles when a Dealer 
Test Shows Value of Sales 
Promotion. Sponsored by a 
prominent manufacturer of 
heating and air conditioning 
equipment, the test 


increases of 


records 
a typical 
dealer in a typical city, which 


sales 


y attributed 
to a carefully planned sales 
promotion program. We fol 
low 


can be reasonably 


the careful consideration 
of all points in the selection 
of a typical U.S. city which 
is free of abnormal influences 
which might affect the 
results, and of 


final 
a dealer who 
1S adequately equipped to 
handle the campaign and the 


resulting sales increases 


Thermostat 


and W 
A b Ml 


a cond 


D 


Te m pe ratnre Dy) »p 


find out 


authors S 
Bareither 


by 
D 
the 


tion described 
Konzo and H 
as the result of necessary 


installation heater coil 


the 


of a 


in room thermostat 


the 


to 
sensitize bimetal element 
for temperature control, De 
fined basically as the lag of 
room temperatures behind th 
the 
the droop con 
attacked 
through 
Effects 


evaluated 


temperature within ther 


mostat itself 


dition 1S by the 


authors thermostat 


relocation on room 


comfort are for all 


feasible thermostat locations 
and some helpful suggestions 
are presented for overcoming 
a problem many heating deal 


ers have encountered 


Roof 


we inspe ct 


a big job and a big stride 


for the sheet metal industry 


| 


WAG UAE 


Se ee ne one re nen em 
to ae] on Oe Z 


Sens - 


AT-A-GLANCE 
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— in St. Louis, where Sheet 
Copper Sets the Pace in Air- 
port Roofing Design. We see 
how the versatility of copper 
was employed to combine 
utility and attractiveness in a 
complicated roofing design 
which features a series of 
parabolic arches. Batten seam 
construction was used to meet 


| the structural demands of the 


% 
ODF TANK GAUGE 
gives exact reading level 
of oil in tank 


at point of delivety/ 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 


of oil in tank at all times! 


Saves costly, 
time consuming trips to basement and 
.. Per- 


mits delivery without disturbing cus- 


unnecessary unreeling of hose . 


tomer and eliminates spills as there 
is a “stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 

TYPE ODF-11/p Fits 
1%)" tank opening 


TYPE ODF-2 Fits 2” 
tonk opening. 


*OIL DEALERS’ 
FRIEND 





TELLS WHEN OIL 
1S NEEDED 


aawvitaz 
Te 
ccs 


Ie 








- 


e«eHOW MUCH 
1S NEEDED 








Weather-tight plastic dome 
calibration assembly. 
Easy-to-read indicator. 
Shows exact reading level 
at all times. 

Made of quality oil, 
weather and corrosive 
resistant materials. 
Durable, heavy-duty 
construction. 





«e+ WHEN TO 


Bex FILLING 


<a No complicated mechanism. 

>, Simple and quick to install. 
G7 Lowest cost remote reading 
.y a 4% gauge on market. 


Ft 


a \ 
KRUEGER, SenZey GAUGES 


GREEN BAY + WISCONSIN 








On gvord—24 hours a day 





| of 


job, said to be one of the 
major roofing jobs in the 
Midwest and employing 
12,000 pounds of cold rolled 
copper. We see how solder- 
ing was held to a minimum 
by locking the seams in the 
direction of water flow and 
we note how the contractor 
wrote provisions for future 
expansion into the plans. 


Loads 


and 
prepare for the approaching 
boom in residential air con- 
ditioning with S. W. Reid, 
who suggests Why and Hou 
to Reduce Heat Gain Loads 
in residences. Underlin- 
ing the need for dealers to 
begin now to set themselves 
up as responsible authorities 
in year ‘round comfort, by 
showing customers how to get 
the most for their air condi- 
tioning dollars, the author 
suggests methods for reduc- 
ing the cooling load of a 
home an alternative to 
oversizing the equipment. 
The importance of such fac- 
tors as building orientation, 
insulation and others is il- 
lustrated in factual charts and 
tables. 


we 


as 


Good Heating Market 
In Modernization Work 


We'VE ALL been reading in 
the daily newspapers about 
the tightening up of mortgage 
money and how it will be re- 
flected in the house building 
field by reducing the number 
housing starts during 
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Whatever type home installation you are making, you can 
increase your profits by using WILLIAMSON pre-fabri- 
cated duct, pipe and fittings. It’s the most comprehensive 
line offered . . . designed to make your jobs faster and 
easier, yet maintaining the high tailor-made standards 
you have established. WILLIAMSON, first in the industry 
with a combined line . . . for both cooling and heating... 
assures you the most modern duct, pipe and fittings 
available. Check the numerous WILLIAMSON advantages 
... then act today for pre-fabricated profits! 
The Time-Wasting Way 

Compare eee 

SIMPLIFIED DESIGNING AND ORDERING — Every 
system part numbered for quick identifi- 
cation. Factory forms and sample plans 
for guidance. 

SPEED SHIPPING, CUT UNLOAD AND LOAD TIME— 
Everything you need from one source 
Com-packed for individual job. No loose 
fittings. Easy identification. 

SAVE WAREHOUSE SPACE AND INVENTORY TIME— 
Cartons standard size for simple stacking. 
Marked at factory for identification with- 
out opening. 

PROTECT FROM DIRT, DAMAGE AND DISTORTION— 
No loose fittings. Sturdy cartons keep all 
parts in shape . . . in transit or in ware- 
house. Perfect fit assured. 

TRANSFORM SHOP TIME INTO FIELD TIME— Mini- 
mum time in shop. Keep more jobs going 
at same time for faster turn-over. No 
painstaking cutting required. 

PERMIT FASTER, EASIER INSTALLATION — | nexperi- 
enced men can do basic layout. Experi- 
enced craftsmen finish job. Save as much 
as 8 hours on average job. 

ACCURATE COST ESTIMATE, ASSURED PROFIT—I[n- 
sure healthy profit margin. Know costs 
before you bid. No chance for losses during 
installation. 

STREAMLINED TAILOR-MADE SMOOTH LOOK—With 
your final touch, match the finest tailor- 
made jobs. Parts engineered for low 
friction, perfect fit. 


eines Ba. *,, 
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1956. Perhaps you haven't 
heard why there is less money 
available for mortgages. I 
have learned that the real 
reason is the high credit de- 
mands from all sectors of the 
economy. There is just so 
much money available for 
making loans of all types and 
often loans made for a short 
period provide a higher rate 
of return. Thus, when the de- 
mand is heavy for short term 
money to finance automobiles, 
furniture and appliances, the 
money available for mort- 
gages drops. If your business 
has previously been in the 
new house field and you see 
a slide coming in the num 
ber of houses to be buili in 
your area this year, then why 
not think about the moderni- 
zation market? The loans 
made for this type of work 
are for comparatively short 
terms and there seem to be 
plenty of lenders ready to do 
business for modernization 
work where improvements 
tend to add value to the 
property 


Sees Bright Future 
For Controls Industry 


PEOPLE are becoming more 
control conscious each year as 
evidenced by the findings 
quoted by Paul B. Wishart, 
president of Minneapolis 
Honeywell Regulator Co., at 
a recent meeting I attended 
Mr. Wishart said that the 
automatic controls business 
for the home heating and air 
conditioning fields was grow 
ing very rapidly and could be 
expected to follow the exam- 
ple already set in the auto- 
matic heating field, which has 
increased 400 percent in the 
past 10 years to reach a total 
of 17,000,000 installations 
This information is valuable 
in that it points out the need 
for dealers’ salesmen to be 
alert to the opportunity for 


Mleriting trust-\< 


a, 
“\ Nu. Way oil burners 


Meriting trust. That’s how Webster defines “de 
pendability.” That’s how customers describe 
Nu-Way Burners. Dependable components are used 
throughout, production run after production run. 


Dependable motors. Dependable transformers. De- 
pendable pumps, Every purchased part is built by 
suppliers of known quality reputations. No sub- 
stitutes. Only the finest materials, In fact, some 
people think we carry this fanaticism about quality 
too far. Maybe we do. All we know is— our 
customers seem to like this “obsession” we have. 
They know they can trust Nu-Way to build burners 
that won't let them, or their customers, down. That 
is the basic fact to remember about Nu-Way 
Burners — they're dependable. They merit your 
trust. Nu-Way Corporation, Dept. AA-356, Rock 
Island, Illinois. 
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replacement control business 
whenever any modernization 
of the fuel burner is being 
contemplated. 


Make Cooling Prospects 
Out of Heating Sales 


AT A RECENT press confer- 
ence, Cloud Wampler, presi- 
dent, Carrier Corp., told us, 
“The fact is that Carrier's 
Unitary Equipment division 
is not basically interested in 
entering the residential heat- 
ing business as such. But it is 
tremendously interested in 
year ‘round air conditioning, 
present and future, and the 
new winter ‘‘Weathermaker”’ 
is a necessity in this connec- 
tion. Every man who pur- 
chases one of these units to- 
day is a first rate prospect for 
complete air conditioning two 
or three or five years in the 
future.” 


More Aluminum for 
Curtain Wall Panels 


THE ANNUAL report from 
Aluminum Co. of America 
shows that 1955 was the 
“strongest year’ in its history. 
Of the 700,000 tons produced 
in 1955 more was used by 
sheet metal contractors than 
in any previous year. The 
scheduled capacity for 1956 is 
792,500 tons. It looks like the 
sheet metal field will continue 
to find more uses for this 
lightweight material in the 
erection of curtain wall 
paneled buildings. 


Service Men Can Build 
Cooling Prospect List 


SUMMARIES of 1955's pro- 
duction of all types of equip- 
ment are now becoming avail- 
able. I was interested to hear 
from Kinetic Chemicals Div., 
E. I. du Pont de Nemours & 
Co. that about four million 
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saves money with the LOCKFORMER 


Surer-Spee pI) 


Rolls Pittsburghs and other 


| 
! 
seams at speeds up to : A hundred dollar savings in labor is just as important to a 
75 feet per minute | small shop as to a large one...and it takes a surprisingly 
! short time for the Super-Speed ‘'20” to save that 
! amount, or more, over existing equipment or methods. 
Speeds up to seventy-five feet per minute cut seam 
making time in half; on a job you formerly needed all 
morning to fabricate, you’ll now have two ‘‘free”’ hours 
for other work. The whole job is speeded up, the 
labor cost drastically reduced! Whether you’re 
replacing old equipment or adding new, by all means 
get the facts on the new Lockformer Super-Speed ‘‘20’’. 
Write for full information, today! 


One Man With A Super-Speed "20" Makes More Pittsburgh 
Locks Than Forty Men With Twenty Brakes 
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room air 
been 


three 


have 
produced in the last 
years. A 
ducted by this company also 


conditioners 
survey con- 


indicated that only one home 
in 22 is equipped with me- 
chanical air conditioning 


equipment 


It's my opinion that home 
owners with window air con- 
ditioners are just getting a 
taste of summer comfort and 
should become excellent 
prospects for central systems. 


Now would be a good time 


to have men 


Service report 


every time they answer a 
heating service call and notice 
that the home owner has a 
window unit. The names of 
such would make 
an excellent marketing list for 


future use 


customers 


Small Businesses Offer 
Good Cooling Potential 


[I LIKED the 
by Edwin E 
Union 


comment made 
Hokin, president, 
Rubber 


Co., when he announced what 


Asbestos and 
he believed to be the pros 
pects for air conditioning 
equipment sales for 1956. He 
said, “There will be a sub 
stantial increase in the instal 
lation of commercial package 
type 
lieve this, too, and feel that 


air conditioners.’ I be 
members of our industry can 
earn more profit by instruct 
ing their salesmen to look in 
to the sales potentials ot 
barber shops, beauty parlors, 
small retail stores and doctors’ 


offices 


No Early Prospects for 
Atomic Home Heating 


THERE'S BEEN much to-do of 
late about the 
atomic of 


prospects of 
solar generated 


heat replacing conventional 
fuels in the near future. But 
my investig 


earthed any outstanding dis- 


ations haven't un- 


Y/Y DISTRIBUTION 
SYSTEM IS THE 
ONLY WAY A UNIT 
CAN DELIVER ITS 
RATED OUTPUT! 





GOOD installations result in a 
minimum of trouble-calls; a 
eatepratecittesMiey MRentt-i ce) eel-) amie att) (olen 
tion. A GOOD installation is, 
therefore, LOWEST IN COST 
and HIGHEST IN PROFIT. 

IT’S A FACT that better in- 
stallations result from use of bet- 
ter materials. IT’S ALSO A 


FACT that to be sure of better 
materials, you should always 


"Standardize with STANDARD" 
PIPE. ELBOWS, DUCT & FITTINGS 


Contact your STANDARD jobber today! 


STAN DAR] 


FURNACE SUPPLY CO., 


Phone REgent 1744 


amOae 
@xctrcie 


P. O. Box 1312 
OMAHA, NEBRASKA 


714 South 72nd St 
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coveries that would make this 
practical. Now I learn that a 
recently conducted poll 
among some of the men who 
should know the 
this question shows _ that 
neither of the two media 
can be expected to enter the 
residential heating field for at 
least another 10 years. Th: 
survey was conducted by Min- 
neapolis-Honeywell Regulator 
Co. and reported by Kenther 
L. Wilson, 
controls 


answer to 


manager, heating 


division, who sum- 
marized the experts’ opinion 
thus: ‘“‘Nuclear power and 
solar energy will not be eco- 
nomically feasible for home 
heating purposes for at least 
a decade.” 


Cites Cost of Training 
New Employees 


THERE ARE 
costs 


hidden 
operating 
any business, and the alert 
dealer trys to remember to 
keep them all at 


many 
involved in 


a minimum; 
however, there are some costs 
that just seem to happen and 
not much is done to keep 
them down. One of these costs 
is that of training new em- 
ployees and in a recent letter 
from the Industrial Psycholo- 
gy Research Center, 
that the 


I learned 
average investment 
in a rank and file employee 
is about $300 and that a 
supervisor or management 
trainee will cost between 
$1000 and $5000 before he 
has been 
his job. It certainly 
make the right 


handle 
pays to 


trained to 
guess when 
selecting a trainee. 

The research center sug- 


gests that when selecting 
trainees steps should be taken 
to be sure that the following 
traits be predominant in the 
individual selected: ability to 
think logically, have  self- 
confidence, be energetic, be 
in good physical condition 
and have outside activities. 
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No. 74 


Design — a low-cost, 
quality air condition- . 
ing register. 


Pu” 


No. 76 - 


Design — Fin type 
face, air conditioning 
register with multi- 
shutter valve — very 
popular: 


Pyyyrry sym a 








TRIPLE-AIRE Registers 
and Grilles for commer- 
cial installations, provide 
every combination of 
deflection desirable. 


——— 
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CHOICE OF LEADING COLOR AUTHORITIES 


NOW STANDARD FINISH 
ON H&C REGISTERS-GRILLES-DIFFUSERS 


The color of this finish, which replaces our regular 

Prime Coat, was selected by the country’s leading color 
authorities as the one most universally harmonious 

with all interior decorating schemes. You'll find it makes a 
decided hit with practically all of your customers. 

And for those who prefer to decorate the registers or grilles 
in the same color as the surrounding walls, 

this new finish affords an excellent base . . . so, it is 


sure to please them all. 


For every type of installation, domestic or commercial, 
H&C has the ideal register, grille or diffuser. See them at 
your H&C Jobbers. Ask him for a copy of our current 
Catalog ‘‘A’’. 


RENE A ~~ a 
WwW) XS PURO 

‘ AR aS 
i. ANAS S WN 


| 
4 


=aer 
same 


[ee ££ 
rreri it im 


> wesee 
5 us 


No. 401 Sidewall Diffuser (Perimeter) blan- 
kets wall of average room. Has volume contro! 
valve. 


HART & COOLEY ‘MANUFACTURING co. 


PRODUCT OF THE WORLD'S LARGEST and MOST PROGRESSIVE PRODUCERS OF REGISTERS and GRILLES 
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When picking your next 


foreman or sales manager, 
keep the above qualifications 
about 


the weakest basis 


in mind and forget 
seniority 


of all for selecting a man. 


Receives Award From 
Metal Trades Group 


My congratulations to Cloud 
Wampler, president, Carrier 
Corp., just been 
awarded the National Metal 
Trades Association's Achieve- 
Award for 
Relations. In presenting the 
award to Mr. Wampler, Earle 
S. Day, president of the asso- 
“This 


award is made to the individ- 


who has 


ment Industrial 


ciation — said, annual 
ual who has made outstanding 
contributions to further the 


establishment and preserva- 


tion of equitable working 
conditions in industry.” 
Special recognition of Mr. 
Wampler’s achievements was 
made by Walter G. Koch, 
award committee chairman, 
who explained that the award 
was presented to Mr. Wamp- 
ler for his ‘‘contributions 
under the American economic 
the field of in- 
dustrial management and hu- 


system in 


man relations; development 
of sound employee-employer 
communications, industria! 
education, and management 
leadership programs; pro- 
motion of training programs 
for apprentices, supervisors 
and engineers and for the 
improvement of managerial 


skills ; 


leadership and the encour- 


and technical civic 
agement of employee par- 
ticipation in furthering the 
well-being of their communi- 


ties and the nation.” 


Plan to Build 
Plastic House 


World 


been a 


the end of 


there 


SINCI 
War Il 


rapid expansion in the ase 


has 


12 


4 
a" 


BE SURE you use... 


GALVAN 


7 


+4 ; 
wae Gg 


TOGETHER 


* It's the precision 


production that counts 


VAT. 


MANUFACTURING COMPANY 
NEW ALBANY, INDIANA 
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of plastics. R. C. Evans, 
director of marketing, Mon- 
santo Chemical Co., writes 
me that his company has 
completed plans for build- 
ing an entire six room house 
of plastic The 
house will be primarily for 
experimental purposes but 
quite adaptable to modern 
living. The “house of to- 
morrow’, as it is called, has 
a master bedroom 16 X 16 
ft, living room 16 X 16 ft, 
two smaller bedrooms 8 X 
12 ft and a dining room 10 
“< 16 fen & &M 36 Rt 
kitchen, two baths, an entry 
hall and a 6 X 8 ft storage 
room. 

The furnace and cooling 
equipment is located in a 
partial basement 16 X 16 
ft. Laundry equipment is also 
located in this area. Crawl 
space type of construction 
is provided for conditioned 
air duct distribution. The 
ducts will be of flexible cor- 
rosion-resistant plastics. The 
side walls of the house will 
be of wall panels 
using glass reinforced plastics 


materials. 


curtain 


in a variety of colors and 
degrees of translucency. 

It looks to me that in ad- 
dition to the many skills 
now demanded of the sheet 
metal worker, he is going 
to find other techniques are 
needed to be able to handle 
the variety of work expected 
of him. New techniques may 
have to be developed for 
such jobs as welding plastic 
sheets into duct fittings, trim- 
ming and fastening exposed 
equipment such as diffusers 
and and sealing 
plastic joints in the curtain 
wall panels so that the panel 
not be 


registers, 


section joints will 


noticeable. 


Clyde 9. Bara 


EDITOR 
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@ Sound sales judgement is on your 
side, when you install the Luxaire 
complete Year ’Round Air Condition- 
ing Unit. 

When you install it as a complete 
cooling and heating package, you fur- 
nish both the heating plant and the 
cooling section in a single, compact 
cabinet that requires less floor space 
than many standard furnaces. You 
make but one installation, which pro- 
vides balanced distribution of both 
cooling and heating from the same, 
centrally located unit. Installation is 
easier and less costly, because you use 
the factory engineered, complete Lux- 
aire Air Conditioning Unit. 

Many Luxaire Year ’Round Air Con- 
ditioners are installed without the cool- 
ing section, to be used for heating 
only, temporarily. Dealers making 
such sales find that they make more 
money than when they sell an ordi- 
nary furnace. 

When you install a Luxaire Year 
’Round Unit for heating only, you also 
provide yourself with the basis of an 


LUXAIRE YEAR "ROUND 


Upflow Year ‘Round Unit 
with Gas Burner installed: 
140,000 Btu Input with 
3 Ton Air or Water Cool- 
ing; also with 100,000 
Btu Input and 2 Ton Air 
or Water Cooling. 


5 Ton Upflow Year ‘Round 
Air Conditioner with 


= 
wy 
: *| 175,000 or 140,000 Btu 


Input Gas or Oil Heating 
a and 5 Ton Water Cooling. 


even more profitable sale of either the 
Air Cooled or Water Cooled Cooling 
Section, to be added later. Who, on a 
blistering hot, soaking humid day, 
can resist the desire to add the cooling 
section, right away .. . especially, if 
the empty cabinet space and properly 
sized ducts are already provided. With 
the Luxaire Year "Round Unit in- 
stalled for heating only, your Cooling 
Section sale is ready-made! 

No new feature can match Luxaire 
Year ’Round Air Conditioning for 
improving the live-ability, the sale- 
ability, the value of a home. No line 
surpasses Luxaire in completeness, 
flexibility or competitive price. 

Get aboard! See your Luxaire job- 
ber now, for the most attractive year 
’round profit plan in the business! 





* 
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NMOW/ 


Enjoy 
Year ’Round 
Profits 
with the 
Complete 
Line of... 




















AIR CONDITIONING UNITS 


Upflow Year ‘Round 
Unit with Oil Burner 
installed: 112,000 Btu 
at Bonnet with 3 Ton 
Air or Water Cooling; 
also with 84,000 Btu 
at Bonnet and 2 Ton 
Air or Water Cooling. 


2, 3 and 5 Ton Complete 
Combination Heating 
and Cooling Units! 

* 

Basement or Utility Room 
and Counterflow Models! 
* 

Both Air and Water Cooled 
Condensing Units! 

* 


Burn Either Gas or Oil! 















































As illustrated, the Lux- 
aire Water Cooled Circuit 
easily slides completely 
within the combination 
cabinet. Cooling Coil only 
of Air Cooled Circuit is in- 
stalled inside the cabinet. 
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Year ‘Round Unit with 
Air Cooling, showing Re- 
frigerant Tubing leading 
from Cooling Coil inside 
Cabinet to remotely in- 
stalled Air Cooled Con- 
densing Unit. 


Counterflow Year ‘Round 
Unit with Gas Burner in- 
stalled: 140,000 Btu Input 
with 3 Ton Air Cooling 
only; also with 100,000 
Btu Input and 2 Ton Air 
or Water Cooling. 


Counterflow Year ‘Round 
Unit with Oil Burner in- 
stalled: 112,000 Btu at 
Bonnet with 3 Ton Air 
Cooling; also with 84,000 
Btu at Bonnet and 2 or 
3. Ton 
Cooling. 


Air or Water 








JOIN 
THIS 
MONEY 
MAKING 
TEAM 
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ENGINEERING 








PRODUCTION 
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with Ingersoll-Airline you get... 


SALES ASSISTANCE 

BIGGER PROFITS 

EASIER INSTALLATION 

PRODUCTS BACKED BY THE MAGIC NAME 


BORG-WARNER 





Practically everyone produces good conditioned air equipment, but 
only Ingersoll helps you reap a bigger money harvest. Learn about 


Ingersoll’s profit-building plan from one of our representatives. 


Name 





Address 





City 








INGERSOLL CONDITIONED AIR DIV., BORG-WARNER CORP. 


7s Vine St . 
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SAY J. P., YOU SELL TWICE AS 
MANY FURNACES AND AIR 
CONDITIONERS AS ANYBODY ELSE 


? > 
Fy: HOW D0 YOU DOT? Weyl, Sam: - 


Sr 











lots of em. But when I make a call, the folks already know me 

. . . they've seen these Armstrong ads in the leading consumer 

magazines, and what a difference that makes! Why, I even take aS 

a copy of the latest issue of Parents, Household, House Beautiful, 

Living, or one of the other magazines Armstrong advertises in, and show the Arm- 
strong ad... my ad... . to the prospect. This way I never worry about a cold call, 
Armstrong's already softened ‘em up! And that’s not all. Armstrong's “prospect- 
catching” promotional material makes it even easier to sell furnaces and air condition- 
ers. Cold calls? Bosh! I build a fire under ’em with all this Armstrong ammunition, 
sales ammunition. And Sam, when you use these and all the other Armstrong extras, 
you just can’t help makin’ dough in this business.” 


“Say , 1m with you! I’m gonna call that Armstrong wholesaler right 
away!” 


And why don’t you? Your Armstrong wholesaler can give you the whole 
money-making Armstrong story. Call or write today. 


Yep, it sure is nice bein’ an Armstrong dealer. 


fuel Cook ab all thee aldiandijer... 


A complete line of furnaces Prospect-catching promotional 
and air conditioners «\* material 


Wholesalers who do your Service and product meetings 
stocking for you in the field 


National advertising in top Dealers heating and air 
consumer magazines conditioning schools at the factory 


al > 


And you're selling quality equipment 





E Armotrong Furmaces 


AND AIR CONDITIONERS 
COLUMBUS 8, OHIO 


ready to assist you... all-ways 





Cut costs and get 


a good-looking installation every time! 
... with MircoR’ Style K Gutter 


You install top quality materials when you use Milcor 
Style K Gutter on your jobs — and you do it at a real profit! 
This is because Milcor Style K Gutter is precision-made of 
tough galvanized steel. Each piece fits easily and quickly to 


the next — installation time is substantially reduced. 


Inside Mitre . . ‘ ° ° 
Prices and information on the complete line of Milcor 


Style K Gutter and Accessories are available from your jobber 
or the nearest Milcor branch. 


End Cap ‘ . A Gutter Spikes 
< > and Ferrules 


- 3 Milcor — the 
End Piece with = Outside Mitre 


R . 
“a retevaaleli-ii—mailal— 


ros ME ClUhii =) amr late. 


Slip Joint ~~. | <a : 
Connection  ~ Slip End Cap y-Weotet-3-t-1e]al-3-) 


INLAND STEEL PRODUCTS COMPANY 
DEPT. C, 4023 WEST BURNHAM STREET . MILWAUKEE 1, WISCONSIN 


BALTIMORE ¢ BUFFALO ¢ CHICAGO e CINCINNATI @ CLEVELAND @® DALLAS e DETROIT 
KANSAS CITY ¢ LOS ANGELES e MILWAUKEE ¢ MINNEAPOLIS e NEW YORK e ST. LOUIS 
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WHAT'S HAPPENING 





Sees 1956 As Big 
Aluminum Year 


R. S. Reynowps, Jr., president of 
Reynolds Metals Co., predicts that 
more aluminum will be used in 1956 
than ever before. “The principal rea- 
son is the record supply, made possi- 
ble by the steadily climbing output 
of domestic producers,” he said. 
“During 1955, they supplied an esti- 
mated 3.1 billion lb of new primary 
production, exceeding all expectations 
and setting a new record for the 
fourth successive year. The supply 
outlook for 1956 is another new high, 
with added facilities bringing - pro- 
duction up to 3.3 billion lb. Alu- 
minum shipments to American indus- 
1955 


percent higher than in 1954 and are 


try during were about 35 


increasing month after month.” 


Urges Controls 
Over Welfare Funds 


“CONGRESS SHOULD ACT now to pro- 
vide legal controls over welfare funds 
their 
Moody, 


president of the Southern Coal Pro- 


including full disclosure of 


financial affairs.” Joseph E. 


ducers Association said at the West- 


ern Labor-Management Relations 


Conference held recently in San 


Francisco. More than 300 business 
men attended the West Coast con- 
ference. Mr. Moody said 


Eisenhower's proposals for welfare 


President 


fund reforms deserve the support of 
business men, but actually represent 
“no more than a step in the right 
direction.” 

He proposed that welfare and pen- 
sion funds be removed from collec- 
tive bargaining as “not a proper sub- 
ject for renewed negotiations every 
year or so.” He also pointed out that 
union membership or non-member- 
ship “must not be a criterion for any 
worker’s receiving benefits from a 
fund to which he is otherwise en- 
titled.” 
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Builders See Slight Drop 
In 1956 Home Construction 


THIRTY home 


builders 


REPRESENTATIVE 
from all sections of the 
country met recently at the National 
Housing Center in a round table dis- 
cussion with government housing and 
monetary officials on the outlook for 
1956 residential construction. The 
builders predicted that over-all build- 
ing in their areas would be only 
moderately below 1955’s very high 
levels, according to Thomas P. Coo- 
gan, chairman of the meeting. “Prob- 
lems of financing, costs, land and 
lower profit margins will result in a 
small but noticeable decline in 1956 
home building activity,” he stated. 

The metropolitan areas on which 
these builders reported accounted for 
about 30 percent of all U. S. home 
building in 1955. The 1955 produc- 
tion in these areas was slightly more 
than 10 percent higher than the 1954 
production. For 1956, a 7 percent 
cutback was anticipated. 

Most frequently mentioned reasons 
for the cutback were financing diffi- 
culties and credit restrictions. “Tight 
“dis- 


counts’, “lack of financing at reason- 


money,” “cost of money,” 


able rates.” “lenders are holding 


back” 


tioned. 


were among the factors men- 


The builders reported that home 


prices have moved up significantly 


Ship More Oil Fired 
Equipment in ‘55 

THE O1-HEat Institute of America, 
Inc. reports that for the first 11 
months of 1955 shipments of resi- 
dential oil fired warm air furnaces 
were up 6.7 percent over the cor- 
responding period in 1954. Burners 
shipped separately for conversion 
from other fuels and replacements, 
according to OHI, were up 13.8 per- 
cent over the same 1] months in 1954. 


in the past two years. Between 1954 
and 1955 the typical increase re- 
ported was some $1500, bringing the 
typical home price to $14,500. In 
1956 prices are expected to move up 
again, but somewhat more slowly, 
with a $500 increase in the typical 
price anticipated for the year, re- 
flecting the larger house size and the 
increasing cost of producing the 


(Continued on page 22) 


Steel Capacity 
At Record High 


THE STEELMAKING capacity in the 
U.S. increased more than 2.5 million 
1955, to a 128.4 
million tons annually, according to 


tons in record 
the American Iron and Steel Insti- 
tute, and the institute predicts that it 
will rise much higher at a rapid rate. 
Steel companies have scheduled ad- 
ditional expansion and improvement 
programs which total about 15 million 
tons of ingots and steel for castings 
during the next three years, and some 
companies have formulated plans 
even farther into the future. Blast 
furnace capacity went up 1,514,130 
net tons during 1955, and is now 
record 84,485,230 tons 


annually. In the past 10 years steel 


rated at a 


and iron companies have spent more 
than $7 billion and an additional $1.2 
billion will be spent this year. Last 
year’s increases in steelmaking capac- 
ity took place in 15 states. The largest 
gain occurred in Pennsylvania, where 
the combined capacity rose 987,670 
tons. New York, formerly the sixth 
state, became the fifth largest steel 
state. Pennsylvania, Ohio, Indiana 
and Illinois remain the four largest 
steel producers, in that order. Michi- 
gan is sixth, followed by Maryland 
and Alabama. 




















See how easy it is to make 


wiring connections in the Series 
a N IT Al s N | 753 ... both line and low 
voltage terminals are easily 


accessible in this “clean-cut” 


CONTROL SIMPLIFIES WIRING ~~" 


In the new Penn Series 753 air conditioning control center, all functions 
are centralized in one compact unit. There are 14 low voltage terminals 
for both heating and cooling . . . so all wiring is simplified by centering 
it into one unit. There is no need for additional connection or junction 
boxes. Also reducing wiring problems are the built-in high and low pres- 
sure Cut-out controls. 

And, there are advantages for the manufacturer, too. For example, the 
Series 753 has detachable bellows which permit pre-assembly of pressure 
elements into hermetic systems. To be sure you're getting the best, look 
for the Penn Series 753 on the self-contained package air conditioning 


units you buy and install for either residential or commercial applications. 





PEnn C0 nite OLS. in C. Exterior view of Series 753 


Goshen, Indiana residential air conditioning 
Automatic Controls For Heating, Refrigeration, Air Conditioning, control center. 
Gas Appliances, Pumps, Air Compressors, Engines 





Everything it takes to be... 


he builders choice 






































HIGHBOYS 

Oil or gas. Re- 
markably com- 
pact. 80,000 to 
150,000 Btu. En- 
closed controls. 


COUNTER-FLOWS 
In gas or con- 
vertible oil. Pre- 
wired, assembled 
Large blowers. 
100,000 Btu. 


GRAVITY 
FURNACES 
Naturals for low- 
cost housing. In 
gas or oil. 90,- 
o0co Btu. 
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COMBINATION UNIT 
It heats! It cools! 


gas models. Adaptable to 
step-at-a-time installa- 


tion. 110,000 Btu. 


LOWBOYS 

Gas or oil fired. Long- 
life construction. 110,000 
to 150,000 Btu. 


Oil or 














O need to compromise your good 
name with ““No-Name”’ heating 
and cooling equipment. Now you can 
offer cost-conscious builders famous 
Mueller Climatrol quality at a price 
that means profit —for them and for 
you. Yes, it pays to sell the popular 
SUBURBANAIRE line. 





There’s nothing skimpy about the 
nationally advertised Mueller Cli- 
matrol “long green line.’”’ Only the 




















HORIZONTAL FURNACES 
For crawl space or 
suspended installa- 
tion. 80,000 to 120,- 
000 Btu. Oil or gas. 


Call your man from MUELLER CLIMATROL 
-. 0? mail this coupon! 
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price is modest—thanks to advanced 
manufacturing methods. 
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MUELLER CLIMATROL 
Dept. 36, 2030 W. Oklahoma Ave., Milwaukee 15, Wis. 


PLEASE RUSH all the profit-making facts about 
your Suburbanaire line for new building. 


Zone...... MOD cnesssenvaie 
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WHAT'S HAPPENING 


(Continued from page 19) 





Great Potential Market Seen 
For Sale of Gas Heating Equipment 


Dean H. Mircue t, president of the 


American Gas Association, reports 
that during 1955 the industry reached 
new record highs in numbers of 
customers served with utility gas, 
in volume of gas sold to ultimate 
consumers and in revenues received 
from the sale of gas. The Federal 


Mitchell 


1500 miles 


Power Commission, Mr. 


said, authorized about 
of new natural gas transmission pipe- 
line last year, and more than 22,000 
miles of natural gas distribution and 
storage pipeline not requiring FPC 
approval were constructed during the 
year. “The present total of natural 
gas gathering, transmission, distri- 
bution and storage pipelines in the 
U. S. is more than 445,000 miles,” 
he noted. “With an additional 50,- 
000 miles of pipeline carrying man- 
ufactured and mixed gas, the nation’s 
entire gas pipeline now is approach- 
ing one-half million miles, and will 
pass the 500,000 mile mark in 1956.” 
The report points out that gas utility 
and pipeline companies spent ap- 
proximately $1,385,000,000 for new 
construction and expansion of facili- 
ties during 1955. Estimates made by 
the AGA’s bureau of statistics place 


total construction expenditures for 


January Building 
Sets New Record 


THE VALUE of new construction ac- 
tivity declined seasonally in January 
1956 to $2.85 billion, but exceeded 
the previous January record set in 
1955, by one percent according to 
preliminary estimates prepared joint- 


ly by the U. 


merce and Labor. On 


S. Departments of Com- 
a seasonally 
adjusted basis, outlays for new con- 
struction in January were at an an- 
nual rate of $41.5 billion. 


the four years from 1955 through 
1958 at more than $4,300,000,000. 

AGA statisticians estimate that a 
great potential market for sales of 
gas heating equipment exists in the 
U. S. “With a maximum of promo- 
tional effort and product design im- 
provement,” Mr. Mitchell states in 
his report, “the gas utility industry 
could sell more than 20 million gas 
heating units of all types in the five 
years from 1955 through 1959. Ac- 
tual sales of such heating units in 
the five years ending in 1954 a- 
mounted to 15.1 million units. It is 
anticipated that space heating re- 
1957 should be 53 


percent ahead of 1954.” 


quirements in 


The Gas Appliance Manufacturers 
Association reports that manufactur- 
ers of gas warm air furnaces shipped 
850,000 units during 1955 nearly 
30 percent above the 1954 total. Ship- 
ments of gas water heaters in 1955 
reached a total of 2,799,000 units, 
which is 22.7 percent above the 1954 
total. Both figures represent alltime 
highs in annual shipments. GAMA 
predicts that gas central heating sys- 
tems in use will be in excess of 
9,000,000 by the end of the 1956-57 


heating season. 


declined 12 


reflecting a 


Private construction 
percent in January, 
slightly more than seasonal decrease 
in residential building. Industrial 
building continued the upward swing, 
which began in the fourth quarter of 
1954, and established a new record 
for any month amounting to $228 
million. Commercial building (offices 
and stores, etc.) declined 7 percent, 
but reached a new January high of 
$249 million, nearly one-third above 
expenditures in January 1955. 

School construction accounted for 
much of the increase in expenditures, 


Stainless Steel 
Production at New High 


THE FINAL FIGURE for finished mill 
products produced by the stainless 
steel industry during 1955 is expected 
to be about 673,000 net tons, ac- 
cording to E. J. Hanley, president, 
Allegheny Ludlum Steel Corp. This 
is an alltime record high for the 
industry, according to Mr. Hanley’s 
report, and is a 49 percent increase 
over the 1954 production. He pointed 
out that production of stainless steel 
has doubled in every decade since 
it was first introduced, and predicted 
that this growth would continue— 
that shipments by 1960 might reach 
800,000 net tons of finished mill 
products annually. Mr. Hanley com- 
mented that the sales picture for 
1955 was good, and that his company 
is looking forward to another good 
year in 1956. 


Roger M. Blough 


United States Steel Corp. is increas- 


reports that 


ing production of stainless steel sheets 
and strip by the-installation of ad- 
ditional facilities“in the Pittsburgh 
and Chicago areas.- In. his year-end 
statement, Mr. Blough, chairman of 
the board, also commented on the 
research work being done by his 
company in developing new and im- 


proved steels. 


Forecast Dip 
In Home Construction 


(Continued from page 19) 


finished house, including a substan- 
tial increase in land cost. 

The action of the Federal Housing 
Administration and the Veterans Ad- 
ministration in restoring the maxi- 
mum maturities on loans insured and 
guaranteed by those agencies to the 
statutory limit of 30 years was viewed 


aS 4 ‘ ‘ P 
by the builders as “a step in the right 


direction,” but none of the partic- 
ipants in the round table were of the 
opinion that this action alone would 
resolve all of the mortgage financing 
problems now facing the industry. 
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i— 3 Mint sr STOCKS 


BRIGHT SPANGLED e¢ TITE COATED @ NON-FLAKING 
EASILY FORMED ¢ CUT-TO-SIZE ¢ SLIT TO WIDTH 
— FLATTENED AND CUT TO LENGTH ° CORRUGATING 


SINCE 1918 


GREAT WESTERN STEEL COMPANY 


GENERAL OFFICE AND PLANT MILWAUKEE DIVISION 
2300 WEST 58th STREET, CHICAGO 36, ILLINOIS 2547 WEST HAMPTON AVENUE 
TELEPHONE HEMLOCK 4-5800 TELEPHONE HILLTOP 4-3092 
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NATIONAL STEEL =) CORPORATION 























No. 410 U.S. 


Diffuser Floor 
Register 


VERY LATEST TYPE 


Every feature you and your home owners could want 
in a diffuser floor register is embodied in the U. S. No. 
410. 

Its graduated-angle diffuser bars direct the air flow 
over a broad angle to blanket cold glass and wall sur- 
faces. 

New this year is the Sector-Wheel Operator — easily 


The Two Outstanding 
DIFFUSER 


LEADERS 


operated by hand or foot—with Set-Lock mechanism for 
simplified system — balancing at the register. 

The No. 410 comes in a new shade of Greystone finish 
that matches U.S. A-C sidewall and base registers. Fur- 
nished in all practical sizes. See your New 55-6 U.S. Reg- 
ister and Grille Catalog for Complete Description and 
Prices. 


No. 1000 U.S. Base Diffuser 


For Better Perimeter Systems 


THE ONE THEY’ 
TALK ABOUT 


Sales Pace-Setter among 
"Strip base" Diffusers because it sets 
the pace in Heating and Labor-Saving 
Features. New design almost doubles 
outlet area — cuts resistance 60°/,. Ad- 


justable Slide-Plate boot opening Saves 
Floor Cutting Expense. Set-lock Balancing 
damper saves one man's installing time. A 
BEAUTIFUL DIFFUSER, BEAUTIFUL PER- 
FORMER. 


Send for New Catalog No. 55-6 


UNITED STATES 
BATTLE 
MINNEAPOLIS) ¢ 
LEADING JOBBERS 


SOLD BY 
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CREEK, 
KANSAS 
FROM 


COMPANY 


MICHIGAN 
ciTy . 
COAST TO 
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COAST 





New from Honeywell 


Exclusive 


Most advanced 


‘y 
. 
ae 


@ Precision Micro SwITCH switches 
@ Operates on line voltage, low voltage and millivolt systems 
@ Adjustable fan differential settings 


@ Easily mounted case 


Controls for your every need and purpose 
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All-Directional sensing element gives instant response 


All-Directional—response is unaffected by direction of air flow 


Highly sensitive to temperature change 


Dependable— trouble-free operation 


Flexible element available in wide range of capillary lengths 


combination fan and limit control 


New features mean finer, more dependable performance for your 


customers — quick installation and fewer service calls for you 


ONEYWELL’S new L4017 Combination Fan and 
Limit Control is the only control featuring the 
advanced All-Directional sensing element. The new 
shape makes it instantly responsive to temperature 
change regardless of direction of air flow. This highly 
sensitive liquid-fill element provides greater depend- 
ability as well as quicker response. 
Dependable fan and limit switches are assured by 
precision MICRO SWITCH switches. Fan limit settings 


are adjustable. Summer fan switch is optional. 


The L4017 is designed to operate on line voltage, 
low voltage and millivolt systems, so your ordering 
and inventory problems are simplified. The small, 
compact case is quickly and easily mounted with just 
two mounting screws. 

For more information on the new L4017, call your 
local Honeywell office. Or write Honeywell, Dept. 
AA-3-34, Minneapolis 8, Minnesota. 


Honeywell 


112 OFFICES ACROSS THE NATION | H Fiat tu Coutols. 
HONEYWELL Wh 
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THE MARK OF QUALITY 


BARBER 
COLMAN 


predict and deliver 
me gir patterns like this... 


Engineered 
Air Distribution 


AIR DISTRIBUTION ALONG VERTICAL SECTION THROUGH 
36” x 4” MA GRILLE CENTER OF BARBER-COLMAN UNI-FLO GRILLE 
500 CFM 


CEILING 


FPM | F. 
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15 25 
DISTANCE FROM GRILLE — FEET 








Precision distribution of conditioned air from sidewall grilles is 


no problem when you specify Uni-Flo. Uni-Flo Grilles are true 





sidewall diffusers, designed to give adjustable air pattern and 
rapid diffusion without air stream drop or excessive air motion. 
Laboratory-tested, field-proved performance data permit the 
engineer to create required conditions without guessing. Variety 
of types available. For complete details, call your nearby Barber- 


Colman Field Office, or write . 


Barber-Colman Company 


DEPT. C, 1106 ROCK STREET, ROCKFORD, ILLINOIS, U. S. A. 


Field Offices in principal cities 


ion Grille 











AMERICAN ARTISAN, MArcu 1956 











Government Studies Model 
Workmen’s Compensation Law 


Proposed example would help state courts determine validity of injury 


claims and might affect contractors’ rising insurance costs resulting 


from courts’ leniency in awards to on-the-job employees 


By Arnold Kruckman 


THE U.S. DEPARTMENT of Labor for 
over a year has been working on a 
model workmen’s compensation law. 
according to 


Labor Arthur 


Larson, is really intended purely as 


The proposed law. 
Undersec retary of 
a model for consideration by the 
states and any organizations, units 
and experts who are interested in 
drafting a document that presumably 
contains the best provisions of acts 
of every state. 

Undersecretary Larson and Direc- 
tor Paul Gurske of the Bureau of 
Labor Standards particularly em- 
phasize that the model law is not 
intended for enactment by the Con- 
gress as a national law. They stress 
that it belongs wholly to the field 
of state legislation and is offered 
purely as a model for the states. 

Mr. Larson and his associates in- 
sist that the job is not done yet 
and that it won’t be done until the 
present draft, a voluminous docu- 
ment, has been distributed to the of- 
ficials in labor law matters in the 
states, and the countless others in- 
associa- 


cluding commissions, bar 


tions. carriers, unions. universities, 


individuals and organizations. Mr. 
Larson feels by the time all com- 
ments are received and added to the 


source material the collection will 
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make the most complete and cur- 
rent treasury of collective wisdom 
to be found anywhere. He says, “We 
do not expect the states will be so 
bewitched that they will immediately 
scrap their own acts and _ replace 
them with this one, word for word. 
But the 
the law undoubtedly will be to sup- 


everyday usefulness of 
ply ideas for sections or portions 
of an act as the need arises for deal- 
ing with specific matters either for 
the first time or on a better basis 
than before. In general, we hope it 
will provide a rallying point for 
the movement now taking place on 
many fronts toward the moderniza- 
tion and rationalization of our coun- 
income 


trys oldest insurance sys- 


tem.” 


Second Injury Fund Created 


The people responsible in the U.S. 
Department of Labor realize only too 
well that the second injury phase 
discussed in the model law is an 
exceedingly troublesome question. 
They realize they have set out to 
accomplish something which may or 
may not prove feasible. They started 
with the original purpose of the sec- 
ond injury fund which was to pre- 
vent discrimination against the hir- 
ing of persons with physical handi- 
caps the nature of which would be 


an obstacle to employment. The 
obstacle was an unintended byprod- 
uct of the usual no-apportionment 
rule under which the employer who 
hired a one-eyed man had to -pay 
the entire cost of total blindness when 
that man lost his good eye in a work- 
connected injury. It was said that 
7000 and 8000 one-eyed, 


one-legged, one-armed and one-hand- 


between 


ed men lost their jobs in Oklahoma 
within thirty days after the case of 
Hughes 


nounced the non-apportionment rule. 


Nease vs. Stone Co. an- 

When the second injury principle 
was developed it usually provided 
that a special fund should take up the 
difference between the final total 


liability and what the employer 
would have had to pay if the claim- 
ant had been “whole” when em- 
ployed. At that time the problem 
of discrimination against the physi- 
cally handicapped was largely con- 
fined to people with conspicuous loss 
of members. Since its inception, the 
law has entered the era of the heart 
case. As awards in heart cases be- 
come more prevalent, a problem 
arises of discrimination against job 
applicants with a history of heart 
trouble that is comparable to the 
original loss-of-member problem. 
The challenge, then, is considered 
to be: Can the second injury fund 


plan be pressed into service to les- 
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sen this reluctance to hire a man 
with a heart ailment? 


Define Permanent Impairment 


In order to meet this challenge, 
the draft of the proposed law be- 
gins by defining prior permanent 
physical impairment to include anv 
permanent condition which is or 
is likely to be a hindrance or 
obstacle to obtaining employment. 
Then, to keep matters within the 
bounds of administrative feasibility, 
the draft adopts the arbitrary form- 
ula that has been in use in New 
York: The amount of reimbursement 
to the employer, instead of being 
different 


kinds of injury, is simply set at the 


calculated separately for 
excess over the compensation payable 
for 104 weeks. This kind of admin- 
istrative simplification becomes un- 
avoidable when you apply the second 
injury principle to death cases. The 
draft says that if the ultimate perma- 
nent total disability or death would 
not have occurred except for the pre 
existing permanent physical impair- 
ment, the second injury rule applies 
and the employer is liable only for 
104. weeks. 

In order to keep this process from 
getting out of hand, and to avoid 
the possibility that some pre-existing 
impairment will be sought out and 
connected with the injury in every 
case, a registration requirement has 
been added. The employer must 
register, in advance of any injury, 
the names of handicapped employees 
with evidence of their impairment. 

The Department of Labor people 
realize there is a considerable ele- 
ment of arbitrariness in the formula, 
and it makes added administrative 
work for employers and commissions ; 
but at the same time they stress that 
they are very much impressed with 
the gravity of the problem they are 
trying to meet, and are willing to 
so to some trouble to solve it. The 
discussion about heart cases obviously 
has become a maior issue; but they 


say they are sure employers under- 


stand there are many other cases 
of degenerative diseases and more or 
less subtle impairments which now 
must figure in awards that would 
not have been made 20 years agu. 
Mr. Larson says if the efforts of the 
President's Committee on Employ- 
ment of the Physically Handicapped 
and the many other organizations de- 
voted to this cause are to continue 
to show results, it will be necessary 
to find an answer to the potential 
obstacle to employment of the in- 
creasing availability of workmen’s 
compensation awards in these heart 


cases. 


Better Laws Are Goal 


It has been repeatedly stressed the 
objective of the model act is the 
attainment not of uniform laws but 
of better laws. However, in the in- 
stance of the clause on extraterritorial 
coverage, uniformity would be de- 
sirable for its own sake. Lack of 
uniformity produced two maladjust- 
to Mr. 


Sometimes several state acts apply 


ments, according Gurske: 
to the same injury, and sometimes 
no act applies. The former leads to 
uncertainty, to possible successive 
awards and to considerable incon- 
venience to employers and insurers 
who can never be sure when a case 
is closed. The latter leads to personal 
tragedies, like that of House vs. State 
Industrial Accident Commission. The 
principal was hired in Oregon by an 
Oregon company and was sent to 
manage a branch office in California. 
He was called to Oregon to attend a 
brief dealers’ meeting, and in the 
course of this temporary visit was 
accidentally killed in Oregon. Un- 
fortunately for his dependents, Cali- 
fornia requires the place of contract 
to be in California for an out-of- 
state injury, and Oregon requires 
the place of regular employment to 
be in Oregon. Compensation was 
denied first in California, and sub- 
sequently in Oregon. 

The draft of the proposed law 


meets this situation head-on by mak- 


ing the test of jurisdiction in a given 
state extremely broad. The act ap- 
plies to the injury or death of an 
employee of a business which car- 
ries on any employment in the state, 
irrespective of the place where the 
injury or death occurs. Recognizing 
the essentially constitutional charac- 
ter of the question, and the difficulty 
of settling in a statute all the fine 
points that have figured in the many 
constitutional decisions on this point, 
the act states: 

“In applying this provision due 
regard shall be given to the legiti- 
mate interests of the state in the 
protection and welfare of injured em- 
ployees and their dependents and to 
the public policy of this state to 
provide an expeditious and conveni- 
ent remedy under this act for resi- 
dents of this state, whether employees 
(or their dependents) or persons 


entitled to payments for services 
rendered in connection with cases 
cognizable under this act, and for 
likely to 


charges in this state as the result of 


others become _ public 
injury or death occurring in em- 
ployment by an employer as herein 
defined.” 

The idea here is to rule out ju- 
risdiction over cases in which the 
state has none of the type of interests 
held in constitutional decisions to 
justify assumptions of jurisdiction by 
the state. 


Increased Benefits Barred 


A _counter-balancing __ provision 
states that a person who has sought 
and obtained compensation, by 
award or settlement, in any other 
state is conclusively presumed to be 
subject to the law of that other state 
and not entitled to additional bene- 
fits in another state for the same 
injury or death. This is a studied 
attempt to undo the effects of a 
which held that a 
claimant, after receiving an award in 


certain case 
Illinois, could thereafter also get an 
award in Wisconsin where benefits 


were higher, for the difference be- 
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Here it is...! 
THE NEW “48-FRAME” MOTOR DESIGN 


THAT GIVES YOU 





INDUSTRIAL 
QUALITY 


Everything you asked for and more. 
Smaller, yes...and better, too. 
Here is traditional Century depend- 
ability, smooth-running and quiet- 
ness under load... now skillfully 
engineered into the compact new 
“48-Frame” design. 


These great new Century “Industrial 
Quality” motors are now available 
in sizes from 1/20 to 1/3 H.P.... 
developed specially for industrial 
users. 


ON NEW EQUIPMENT OR 
FOR REPLACEMENT... 
when you see the red “C” on the 
new weight-saving, space-saving 
“48-Frame” motors, you're assured 
of Century's traditional industrial 
ruggedness. For information and for 
fast service, call or write your nearby 
Century District Sales Office or 
Authorized Distributor. 


We Invite Your Comparison of... 


engineer Ng — Weight sav- desig N_For time-saving main- 


ings up to one-third are made 
possible without “skimping” on the 
vital “active materials”, simply by 
eliminating dead weight and using 
new materials. The result is 
smaller-diameter motors that are 
not merely “just as good” but 
actually superior to the famous 
Century “56-Frame.” 


Performance- Rated © 
MOTORS 
1/20 to 400 H.P. 
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16.5 Ibs. 


1806 Pine Street 


23 Ibs. 


tenance, “GITS"-type oilers for 
sleeve bearings are placed high 
on the end-brackets, allowing 
easy oiling from either end of the 
motor... cluster-type integrally 
cast fan at the rear end of the 
rotor draws a steady stream of 
cooling air over the coilheads... 
“Square” stator iron permits air 
to pass between the core and 
shell, cooling the whole width. 


St. Lovis 3, Missouri + 





—a many splendored thing ! 


Beauty 


Nesbitt Gas-fired Unit Heaters in their green hammertone finish have the 
smart styling that broadens their fitness for the most modern interiors— 
offices, stores, and showrooms—as well as for the usual industrial and 
commercial installations . . . 


Utility 


Seven sizes, with air capacities from 400 to 2900 cfm and heating capaci- 
ties from 25,000 to 200,000 Btu per hour input, and their applicability 
to every type of gas and gas-air mixture give Nesbitt heaters a usefulness 
to cover practically every need... 


Economy 


Their well engineered structural quality, corrosion- and heat-resistant metals, 
uniform distribution of high-volume low-temperature air, ease of installa- 
tion, space-saving and service-free advantages add up to quick, clean, 
quiet, economical heat for the user. Nesbitt's full stocks immediately avail- 
able means small investment, fast turnover, full profit for you. 


Some of these features may be found in units of other makes, but 
all of them in one gas-fired unit heater makes Nesbitt your best choice. 
MADE BY JOHN J. NESBITT, INC., PHILADELPHIA 36, PENNA. 
Sold exclusively through wholesalers—Publication 280. 











AUTOMATIC GAS-FIRED UNIT HEATERS 
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tween the Illinois and Wisconsin 
benefits, since the acts of both states 
happened to apply. 

The clause having the words 
“arising out of and in the course 
of employment” is interpreted thus: 
“‘injury’ means mental or physical 
harm, including disease or infection. 
to an employee arising out of em- 
ployment, and damage to or loss of 
prosthetic appliances.” This change 
is made to widen the formula for 
work-connected injury. The act aims 
at completeness. It covers injuries, 
physical or mental, accidental or 
non-accidental, any kind of disease 
or infection, and injury to artificial 
limbs, etc. Independent contractors 
not having a separate business serv- 
ing the public, and performing serv- 
ices related to the business of an 


employer are treated as employees. 


Claimant Is Protected 


Provision is made for free choice 


of a physician by the employee from 


a panel of physicians named by the 
employer. No dollar weekly maxi- 
mum is set for benefits, since wage 
levels vary; but it is recommended 
that the figures set for the weekly 
maximum be not less than _ two- 
thirds of the average gross weekly 
wages of all covered employees in the 
state. In the calculation of average 
wages, the proposed law permits the 
inclusion of wages from all regular 
employment, if the claimant has more 
than one job, regardless of whether 
the jobs are related. This provides 
a more realistic benefit in dual-em- 
ployment cases, and although it will 
sometimes saddle one industry with a 
little more than its share of a par- 
ticular accident’s cost, the Depart- 
ment of Labor people think the 
small inequity will wash out in the 
end as between industries. 

It is provided that if the injured 
employee is under 27 years old his 
average wage can be gradually ad- 
justed to approximate what it would 
have been by the time he reached 


27 if he had not been injured. 
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SERIES EA 


3 of less steel and aluminum prevent damaging corrosion and assure 
long Bebicfree life, continuing a record of control reliability famous in the 
gas industry. 


Valves are available in ¥2"’ and 34" sizes and can be had with a pilot tapping 
on either side or both sides of the body. 


Directly beneath the valve disc can be placed either a pressure tapping ora 
manual control screw to hold the valve open during periods of power failure. 


Wiring is easy because the 
solenoid hood turns through 360° 
and the conduit attaching nuts 
turn easily to accept the tubing, 


All sizes can be supplied in 
20-volt models using transformer 
DA1 (three-terminal) or DA2 
(two-terminal). 


MILWAUKEE GAS SPECIALTY CO, 


Dept. AA-9 
MILWAUKEE 1 ° WISCONSIN 
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the complete Quality tine of 

















REGISTERS and GRILLES 
for commercial cooling and ventilating 


GENERAL REGISTER — a name now known thru the In- 
dustry for consistent quality — production-line quality of 
the standard of the a sample. 


A leader of the grille manufacturing field, with the finest 
of high-production, precision-tooled facilities, geared for 
volume output. 

A product with the most advanced design features, including: 


® Smooth, Solid Welded Frames ® Original Silentite Damper 
® Everything Streamlined ® Removable Damper Boxes 
® Handsome Prime Coat Finish ®@ Positive Stop Damper Setting 


Investigate the Line that’s “Second to None”! 


GENERAL REGISTER 


C 0.2 E2072 A T3252 


14 FACTORY ST., CEDAR GROVE, ESSEX CO., N. J. 
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There is included a passage that 
permits payment of the unpaid bal- 
ance of a permanent partial schedule 
award to named defendants of an 
employee who dies from any cause 
before he has received full payment. 
This provision is thought to have con- 
siderable appeal on humanitarian 
grounds, and is therefore left op- 
tional. Other optional provisions in- 
clude a more complete agricultural 
coverage clause, a state fund insur- 
ance section, and one or two other 
items. 

Compromise payments are allowed 
only in permanent partial disability 
cases and only when the question at 
issue is the physical basis for com- 
pensation or extent of earning ca- 
pacity impairment. The intent is to 
prevent indiscriminate lump-sum- 
ming, and to confine compromises 
to the narrow range of controversies 
where a settlement will be to the 
interest of both parties. Violation 
of safety rules and failure to provide 
(or use) safety devices is penalized 
by a 15 percent increase (or de- 
crease) in compensation. In the case 
of penalties against the employer for 
misconduct, the proposed law for- 
bids the assumption of the penalty 
by the insurer; the intention is to 
make the penalty extreme enough to 
provide an _ effective deterrent to 
safety violations and misconduct. 

The act has deliberately been made 
detailed rather than brief to antici- 
pate litigation. Of course the discus- 
sion in this letter simply touches 
the highlights. Mr. Larson and Mr. 
Gurske and their associates antici- 
pate an extraordinary response al- 
most immediately. The draft of the 
proposed law was widely circulated, 
together with an invitation for com- 
ment, in mid-February. Employers 
and any others who are interested 
in reading the full 250 page docu- 
ment can write to Undersecretary 
of Labor Arthur Larson, U.S. Depart- 
ment of Labor, Washington 25, D.C., 
or to Mr. Paul Gurske, Director of 
the Bureau of Labor Standards, U.S. 
Department of Labor, Washington 
25, D.C. 
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What’s the vt 


“a “most important news | 


' i 


| 
in the Air Conditioning 


Industry Today ? 


\ i 
turn the page : 








Unprecedented 
for Westinghouse 


“More Cooling per Dollar” policy forces Westinghouse 

















Demand 
Air Conditioning! 


Plant to round-the-clock operation 











Up to 20% more capacity plus special low 
introductory prices on 1956 air conditioning 


Here’s price advantage with a giant plus. You can sell 
outstanding performance advantages too. The combina- 
tion gives you the hottest sales story in the air condi- 
tioning industry. It means a top competitive position for 
you on every product—in every market! 


Here’s just one example! Now you can sell a 3-ton 
Westinghouse year-round air conditioner that is com- 
petitive in price with most “cooling only” units of a com- 
parable size. In fact—the Westinghouse 3-ton is in the 
same price class as many competitive 2-ton units. 


Three new residential units! These air-cooled condensing 
units have been added to the Westinghouse line of year- 
round units and water and air cooled summer air condi- 
tioning. Now you can handle any residential job at a 
distinct competitive advantage. 


Special advertising allowances for old and new dealers 
alike. You get unprecedented help in promoting the 
outstanding price-performance story in the industry. 
Every prospect in your area will know about your West- 
inghouse Air Conditioning values. 


WESTINGHOUSE AIR CONDITIONING 





New Air-Cooled Condensing Unit 
introduced. Outstanding price- 
performance advantage! 


This unit should double your residential sales. 
Now you can go after homeowners who previously 
couldn’t afford air conditioning. Uses no water—can 
be installed indoors or out. Available in 2, 3 and 5 hp 
sizes. This unit could very well establish you in top 
position in the rich residential market. 


a _ 
— . 
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There you are— 

You’ve got product advantages! 
— price advantages! 

— plenty of ad support! 


Pick up your phone now... 


CALL YOUR NEAREST 
WESTINGHOUSE DISTRIBUTOR! 


They are all listed on the next page 





Call or wire your nearest 
Westinghouse Distributor collect 


ALABAMA 


BIRMINGHAM 
Flint Refrigeration Co. 
Street 
Mr. Earl E. Allen, President 


MOBILE 
Associated Equipment Company 
717 St. Joseph Street 


ARIZONA 


PHOENIX 
Fresco Distributing Co. 
21 East Durango Street 
Mr. Walter A. Biddle, Mgr. 


ARKANSAS 


LITTLE ROCK 
cme Air Conditioning Co., Inc 
Center Street 
Mr. Jack W. Thompson, General Mgr. 


CALIFORNIA 


BAKERSFIELD 
The Isotherm Co. 
605 Williams St. 
Rowell Smith, Co-owner & Mgr. 


FRESNO 
Air Conditioning Sales, Inc. 
2208 Tuolumne Street 
Nat N. Leas, Mgr. 


INDIO 
Frank Cavanaugh’'s Electrical Service 
45-248 Jackson Street 
Mr. Frank Cavanaugh, Owner 


LOS ANGELES 17 
Comfort Distributors Corp. 
1709 W. fig hth St., Rm. 1125 
Mr. Fred Welihouse, Manager 


COLORADO 


DENVER 4 
T. C. Alexander 
1100-06 Champa Street 
Mr. T. C. Alexander 


CONNECTICUT 


BRIDGEPORT 8 
Air Conditioning Corp. of Connecticut 
41 California Street 
Mr. Robert Stember, Manager 


FLORIDA 


MIAMI BEACH 
iromuees Engrg. Co., Inc. 
Purdy Avenue 
Mr. George Light 


TAMPA 1 
Tampa Armature Works, Inc. 
401 South Morgan Street 
Mr. M. D. McRae, Jr. 


GEORGIA 


ATLANTA 
caynens Distributing Company 
Rogers Street, N.E. 
Mr. T. R. Sockwell, "he 


MACON 
Aaron Torch & Sons, Inc 
452 First Street 
Mr. Aaron Torch, Pres 


SAVANNAH 
Mock Plumbing Company 
925 E. 37th Street 
Mr. William J. Ketchum 


ILLINOIS 


CHICAGO 44 
Mid-States Air Cond. Equip., Inc 
4640 West Washington Bivd 
Mr. Marshall D. Segal, Pres 


PEORIA 2 
O'Brien Distributing Co 
100 Walnut Street 
Mr. C. A. O'Brien, Sales Engr 


INDIANA 

EVANSVILLE 
Evansville Electric Service, Inc 
1025 Reis Ave 
Mr. Chas. R. Legaman, Pres. 


INDIANA (Cont.) 

FORT WAYNE 
Westinghouse Electric Supply Co. 
New U.S. 30 & Meyer Road 
Mr. H. W. Schnelker, District Mgr. 


GARY 
G. W. Berkheimer, Inc. 
1040 Washington St. 
Mr. George Primich, Vice-Pres. 


INDIANAPOLIS 


724 North New Jersey Street 
Mr. R. J. Wingworth 


1OWA 


DAVENPORT 
Gierke-Robinson Co. 
210-212 E. River St. 
Mr. E. W. C. Gierke, Partner 


KANSAS 


WICHITA 
Hill Electric Air Conditioning, Inc. 
307 Laura Street 
r. N. Cengiz, Pres. 


KENTUCKY 
LOUISVILLE 4 
Stewart Distributing Co. 
1019 East Broadway 
Mr. James G. Stewart, Owner 


LOUISIANA 


NEW ORLEANS 12 
Equitable Equipment Co., Inc. 
410 Camp Stree 
Mr. J. T. Knight, Jr. 


SHREVEPORT 
The Dykes Company, Inc. 
1012 Market Street 
Mr. 0. J. Dykes, Jr., President 


MARYLAND 
BALTIMORE 15 
Lioyd E. Mitchell, inc. 
4650 Reisterstown Road 
Mr. W. P. Flanigan, Vice-Pres. 


MASSACHUSETTS 


BOSTON 10 
Carlson Equipment Co. 
10 High Street 
E. E. Carlson, President 


MICHIGAN 


DETROIT 3 
Temp-Matic Inc. 
12320 Hamilton Avenue 
Mr. T. H. Mobley, Gen’l. Mgr. 


GRAND RAPIDS 
Westinghouse a. Supply Co. 
511 Monroe St., 
Mr. William G. +44 Sales Mgr. 


MINNESOTA 


MINNEAPOLIS 6 
Thomas & Thompson Air Cond., Inc 
2428 Riverside Avenue 
Lynn E. Thomas, President 


MISSISSIPPI 

JACKSON 
South Central Htg. & Pibg. Co. 
2666 N. Mill St. 
Seymour R. Pooley 


MISSOURI 


KANSAS CITY 8 
Natkin & Company 
1924 Oak Street 
Mr. Henry Gould, Vice-Pres 


ST. LOUIS 10 

Natkin & Compan 

5555 Manchester 

Carl Bruechert, Vice-Pres. 
SPRINGFIELD 

Paul Mueller Company 

P. 0. Box 150 

Mr. Paul Mueller, Pres. 


yy Construction & Engr. Co. 


NEBRASKA 


OMAHA 5 
Natkin & Company 
4001 Leavenworth Street 
Mr. Henry Kleinkauf, President 


NEVADA 


RENO 
Saviers Electrical Products Corp. 
640 N. Sierra St., P. 0. Box 531 
Joe Bass, Executive Vice-President 


NEW JERSEY 
CAMDEN 
Borstein Electric Co. 
415 Broadway 
isidor A. Borstein, Owner 
NEWARK 5 
Westinghouse Electric Supply Co. 
528 Ferry Street 
E. W. Marek. Branch Mgr. 


NEW YORK 
BUFFALO 2 

Buffalo Electric Co., Inc. 

75 W. Mohawk Street 

Charles E. Schuster, Vice-Pres. 
JAMESTOWN 

Sans Corporation 

132 Blackstone Ave. 


Marvin Friedman, Mgr. Air Cond. Dept. 


NEW YORK 10 

Times Appliance Co., Inc 

353 Fourth Avenue 

Mr. C. J. Ward, Vice-President 
ROCHESTER 9 

Vanas & Gottemeier, Inc. 

401 Webster Avenue 

Robert E. Korts, Sales-Service Engr. 


NORTH CAROLINA 


CHARLOTTE 

Air C ig Equip t Co. 

P. 0. Box 4095 

John J. Tilloston, Mgr. 
RALEIGH 

Morris & Gorrell, Inc. 

316 West Cabarrus Street 

Mr. W. F. Morris, Jr., Pres. 
WINSTON-SALEM 

Wall-Turner ot & Air Cond. Co. 

487 S. Stratford R 

Mr. S. W. Turner, 4 & Mgr. 


OHIO 


CINCINNATI 2 

The Kuempel Co. 

1000 Gilbert Avenue 

Hal K. Jennings, Vice-President 
CLEVELAND 15 

Unit Air Conditioners, inc. 

2336 Prospect Avenue 

Mr. Hyman H. Weiner 
COLUMBUS 2 

The Kuempel Company 

2572 High Street 

Leon Kuempel, Pres. 
TOLEDO 4 

Air Conditioning Distributors, Inc. 

602 Broadway 

Mr. R. Myers, Pres. 
YOUNGSTOWN 3 

Carlson Electric Company 

121 E. Boardman Street 

Mr. E. C. Carison, Pres. 


OKLAHOMA 


OKLAHOMA CITY 
Air Engineering Inc. 
26 N. E. 26th St. 
Mr. E. M. Howe 


PENNSYLVANIA 


ERIE 

Lakes Engineering Company 

1316 G. Daniel Baldwin Bidg. 

Mr. Thomas P. Gannon, Partner 
PHILADELPHIA 31 

Raymond Rosen & Company, Inc. 

Parkside & 5ist Street 

Mr. Wm. Nealon, Builders Div. Mgr. 
PITTSBURGH 1 

Aircon & Heating Supply Co., Inc 

3811 Penn Avenue 

Mr. Sanford Bausman, President 
WEST VIEW, PITTSBURGH 29 

W. J. Keist & Son, Inc. 

322 Perry Highway 

Mr. H. J. Spangler, Vice-Pres. 





PENNSYLVANIA (Cont.) 


WILKES-BARRE 
AirCo Distributing Company 
20 South Washington Street 
Louis L. Popky, Partner 


TENNESSEE 


KNOXVILLE 
Indoor Comfort Distributors Co. 
520 Van Street 
Mr. N. W. Bradley, Sales Mgr. 


MEMPHIS 3 
Associated Southern Industries 
1161 Union Avenue 
Mr. R. B. Buckingham, Mgr. 


TEXAS 


DALLAS 
Stone Co., Inc. 
1716 Plantation Rd. 
Mr. Mirion Coever 


EL PASO 
Fred A. Lankford 
2601 E. Missouri St. 


FT. WORTH 
General 5 Corp. 
118 —_ ain S 
Mr. W. C. Weeden, Vice-Pres. 


HOUSTON 
Natkin & Company 
6610 Supply Row 
P. 0. Box 9374 
Mr. Al Natkin 


Star ya Supply Co. 
S411 Al 
Mr. Morrie P Pectnen, Dist. Mgr. 


JACKSONVILLE 
Hillencamp Engineering Company 
P. 0. Box 209 


Alton Hillencamp, Owner 


LUBBOCK 
Homer G. Maxey & Co. 
1611 Fourth Street 


ODESSA 
Permian Air Cond. Inc. 
2533 N. Grant Street 
Mr. Lewis R. Bewley, Pres. 


SAN ANGELO 
Climate Engineering Company 
Sherwood Way 
Mr. Kenneth Eschman, Owner 


SAN ANTONIO 
Alamo Air Cond. & Pimbg. Co. 
A Div. of Alamo Lumber & 
447 West Hildebrand Avenue 
Mr. C. C. Collins, General Mgr. 


UTAH 


SALT LAKE CITY 1 
Williams, Gritton & Wilde 
204 Dooly Building 
Mr. R. C. Williams, Partner 


VIRGINIA 


NORFOLK 
Stokley's Services, Inc. 
4000 Colley Avenue 
John M. Stokley, President 


ROANOKE 
Davis H. Elliot Co., Inc. 
11-13 Naval Reserve Ave., S.E. 
Mr. Davis H. Elliot, Pres. 


WASHINGTON, D.C. 
Combustioneer — 
409 Tenth St., S.W 
A. E. Beitzell, Vice-President 


WASHINGTON 
SPOKANE 4 
Warren Little & Lund 
W.609 Second Avenue 
F. J. Lund, Partner 


WEST VIRGINIA 
CHARLESTON 
Thrush Refrigeration Co. 
1012 Virginia St. 
Mr. R. D. Thrush, Owner 


WISCONSIN 
MILWAUKEE 7 
Layton Supply Company 
924 E. Russell Avenue 
Mr. Howard B. Engles, President 


you CAN BE SURE...iF ns Westinghouse 


5-80508 





New Touches Add Pull to Promotion Ideas 


Bolstering established merchandising practices with a little 


imagination provides effective low budget advertising 


IT’S WHAT YOU DO and where that 
counts most in building sales volume, 
Arthur H. 
president, A. S. Johnson Co., Inc., 
Washington, D. C. It is with the ef- 


fectiveness of previous 


according to Johnson, 


advertising 
campaigns conducted by this sheet 
metal and air conditioning dealer- 
contractor in mind that the annua! 


advertising budget is set. 


Giveaways Show Thought 


The company has several effective 
sales promotional techniques. One is 
a giveaway present to all lady pros- 
pects for either heating or air condi- 
tioning equipment. The most popular 
cift with the ladies has been an at- 
tractive imprinted potholder contain- 
ing a small magnet which clings to 
the side of a stove or kitchen cab- 
inet and prevents the potholder from 
falling to the floor. 

Another sales promotional stunt is 
the monthly direct mail piece sent to 
a selected list of 5000 previous and 
prospective customers. The mailing 
list was compiled by Mr. Johnson and 
the care used has been responsible 
for the high 


closed. The direct mail 


percentage of sales 
pieces are 
prepared by one of the office staff 
and each has a ‘‘ifferent approach. 


Sometimes they are duplicates of ad- 
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vertisements run in the local news- 
papers. This has proved to be of 
double value as the cost of preparing 
reprints of the ad is very small and 
a second reminder to a prospect adds 
impact to the original ad. 

Each ad is worded to get the mes- 
sage across quickly, and yet provide 
sufficient information that will show 
the reader a solution to his particular 
problem. Ads are tied in with the 
season as well as with current events. 
Ads are varied to reach different 
types of prospects. For instance, one 
ad early in the summer was on cen- 
tral residential mechanical cooling 
equipment; a second on the same 
subject a week later was pointed to- 
ward the homeowner who couldn't 
afford the cost of mechanical equip- 
ment but who could afford to install 
an attic fan. 

Special events are given special at- 
tention in the sales promotion plan- 
ning. When the company entered its 
80th year a full page ad was run in 
the Sunday newspaper. The company 
proudly announced that three gener- 
ations of the Johnson family had 
dedicated their skill and service to- 
ward this milestone. The ad included 
photographs of all the men who have 
been presidents of the company. At 
one side of the ad was a list of dates 


and the events that each commem- 


orated. The history of the company’s 
first 80 years was quickly and in- 
terestingly presented. 


A Message Unfolds 


Reprints of this full page ad were 
ordered and on the back was printed 
wording that fell in a pattern to be 
read as the ad was unfolded. The 
page was divided into eighths and 
folded accordingly. The first fold the 
customer saw contained the com- 
panys name and address in the 
upper left hand cover for a return 
address, a space for typing the ad- 
dress of the person to receive the 
piece, and near the lower left hand 
letters the three 
.” When the 


recipient unfolded the piece the mes- 


corner in 14 in. 


words, “Just in case 


sage continued, “You didn’t see . 
or haven't heard . . .” in 5 in. letters. 
The recipient’s curiosity would lead 
him to the next fold where the mes- 
sage continued, “That we’re mighty 
proud of our having helped in the 
growth of our nation’s capital. See 
inside.” This was in 34 in. lettering. 

A careful check is continually 
made against the mailing list and the 
pull made by each month’s mailing. 
The list is continually being revised 
and new ads slanted toward those 
that have proven most effective. 





NOT THIS! Many heating systems make people too cold 
one minute, too hot the next. They have to fuss continuously 
with the thermostat to get even near-constant comfort. 
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BUT THIS! Waterbury ComrortrRoL By-Pass Heating al- 
ways gives constant comfort. Simply set the thermostat and 
forget it. There is no “‘up-and-down”’ temperature variation. 


New kind of heating gives constant comfort 
... without fussing with the thermostat! 


‘'‘hings like fussing or not fuss- 
ing with a thermostat can make 
the difference between happy or 
unhappy customers. That’s one 
reason why you'll be ahead if you 
install new, effortless Waterbury 
COMFORTROL By-Pass Heating. 


Once your customers set the 
thermostat, they can forget it. 
They’ll get a continuous supply 
of fresh, clean, humidified air at 
just right temperature. They’ll 
have constant comfort. There 
won’t even be any hot and cold 
cycles or drafts. Tests show, too, 


me Sa. 


helps you 
SELL! 


am as a= am aw aw ad 





that temperature varies less than 
one degree between floor and 
ceiling. And Waterbury Com- 
FORTROL—not the home owner 
—does the work. 


It mixes cool air with warm 
air in a ratio that provides the 
exact temperature called for by 
indoor-outdoor thermostats. It 
supplies this warmth continuous- 
ly at the same rate it escapes 
through walls and windows. 


For a sales story that will 
weaken even a stubborn pros- 
pect, plus some good recommen- 


dations after you’ve sold him, 
investigate Waterbury Com- 
FORTROL By-Pass Heating. 


SEND FOR FREE 32-PAGE BOOKLET! 


“It Takes More Than Heat To Be 
Comfortable’’. It’s packed with in- 
oo - teresting informa- 
tion that will help 
you sell more units. 
Write Waterman- 
Waterbury Com- 
pany, 1122 N.E. 
Jackson Street, 
Minneapolis 13, 
Minnesota. 








Waterbury cohtiot 


By the makers of world-famous Waterbury furnaces and air conditioners 
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you don’t need a neck like this 
to reach... 


BIGGER PROFITS-LOWER COSTS 


WITH NEW AUER 


The Auer Perfusaire perimeter 
register, with built-in damper, cuts 
installation time and costs up to 50% 
on heating, cooling and combination 
heating-cooling jobs. 


Only 18 inches long, but with the ca- 
pacity of 4 to 8 foot units, Perfusaire 
fits snugly against wall surfaces 
without unsightly gaps. Ready-to- 
install Perfusaire goes into the job 
without time-consuming fitting, 
cutting or use of filler strips. 


Perfusaire is designed for quick, 
low-cost installation in or against 
plastered walls . . . inside or outside 
the baseboard ... in new or old 


construction. 


Check into the cost-saving advan- 
tages of Auer Perfusaire before you 
start your next installation—for 
complete information write for 


bulletin P-54, 





Aver Perfusaire—fits 244" x 12” and 214” 
x 14” duct openings without cutting or fitting. 
For baseboard installation — provides a pertect 
upward fan-shaped air pattern for heating or 


combination heating and cooling systems. 





Aver DRP—2\" x 14” floor perimeter diffuser. 
Complete with built-in damper, adjustable fins, 
designed for easy installation in narrow spaces 
such as window sills, stair risers, etc. 


Aver DRP floor perimeter diffuser — 4” 
and 6” widths, 10”, 12” and 14” lengths. For 
floor installation — features sturdy, adjustable 
fins and built-in damper—attractive appearance. 


THE AUER REGISTER COMPANY 





REGISTERS | 


ond GRILLES “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 


6602 CLEMENT AVENUE e@ CLEVELAND 5, OHIO 
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WHAT THE ASSOCIATIONS ARE DOING 





NW AHACA Technical Conference Has Three Goals 


1) Provide a forum to bring about more rapid release of 


association sponsored research 


2) Present information to the industry on scientific and 


technological advances and their relationships to the 


warm air heating and air conditioning field 


3) Provide design and engineering personnel with useful 


technical information 


LATEST INFORMATION from both organized technical re- 
search and private experience will be presented May 24 
and 25 by the National Warm Air Heating and Air Con- 
ditioning Association at its first annual Technical Con- 
ference for the industry at the Edgewater Beach hotel, 
Chicago. 

An exchange of ideas, data and progress that affect 
the warm air heating-residential air conditioning indus- 
try will be the theme of this important new industry 


service. 





HERE ARE HIGHLIGHTS 


. . . from the agenda for NWAHACA’s first 
annual Technical Conference: 


> Heat Gain in Air Conditioning Ducts 

> Pressure Losses in Fittings and Diffusers 
> System Balancing for Year 'Round Air Con- 
ditioning in One and Two Story Residences 
> The Application and Utilization of Nuclear 
Energy in Residential Heating and Air Condi- 
tioning 

> Heating the Split Level Home 

> Solar Energy As a Source for Heating 

> Air Conditioning Using Gas As the Energy 
Source 

> Venting the Furnace 

> The Impact of Electrical Resistance Heating 
In Year 'Round Air Conditioning 

> The Physiological Reactions to Air Condi- 
tioning 











Scheduled presentations run the gamut of usable infor- 


mation from discussions of venting a furnace to physio- 


logical reactions to air conditioning. Reports will be 


made on research activities at the University of Illinois 
and University of Minnesota, NWAHACA and company 


sponsored research, new product developments and other 
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technical data of value to industry members. 

The conference will be open to all members of the 
warm air heating and air conditioning industry. Regis- 
tration fees are $20 per representative of association 
members, $30 for non-members and their representa- 
tives. Advance registration cards and reservation re- 
quests have been mailed by the association; other regis- 
tration information may be obtained from the office of 
George Boeddener, managing director, 640 Engineers 
Building, Cleveland 14. 

Plans are being formulated by the association's tech- 
nical conference committee under the chairmanship of 
Frank J. Nunlist, Mueller Climatrol Div., Worthington 
Corp.: K.T. Davis, Carrier Corp.; F.L. Meyer, Meyer 
Furnace Co., C.W. Nessell. Minneapolis-Honeywell Regu- 
lator Co.; A.B. Newton. Coleman Co., Inc. 


Pittsburgh Wholesalers Sponsor School 


THe NationaL Heatinc & Airconditioning Wholesalers, 
Inc. reports that the heating and cooling dealer manage- 
ment school sponsored by Pittsburgh trading area whole- 
salers in cooperation with the University of Pittsburgh 
was an outstanding success. At the conclusion of the 
course, the sponsoring wholesalers held a banquet for the 
faculty and dealers who participated in the school. A. J. 
Luppino, All Air Products Co.. was chairman of the 
school representing all of the sponsoring wholesalers, who 
are, in addition to the All Air firm, Bailey-Farrell Co.., 
Demmler Bros. Co., Eckstein Co., A. H. Johnson Co.. 
McClure-Johnston Co.. Myers Furnace Supply Co., Proie 
Bros. Co., Shamblen Furnace Co., and S. E. Williams 
Supply Co. 

Following the banquet, the guests were separated into 
groups of six each. Each group selected a chairman and 
decided on a question to ask the speakers regarding any 
subject that had been covered at the school, and the 
speakers then reviewed the subjects chosen. 


(More Association News on page 46) 
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THE ALL-NEW 


U.S.-CARLIN 
“150 SERIES” 


Designed exclusively for flange mounting on 
any furnace, boiler or water heater with 
minimum tube opening of 4%” diameter. 


MOTOR—'z H.P. long-hour duty with safety overload 
control. Complies with NEMA mounting specifications. 
TRANSFORMER— 10,000 voit. Shielded to elimi- 
nate radio and TV interference. 

AIR TUBE—Steel. 4%” O.D. 

AIR DEFLECTOR BAFFLE—Adijustable: For posi- 
tioning of fire. (Model 150F only) 

FAN—Precision balanced. Mounted directly on motor 
shaft. 

NOZZLE—Stainless steel alloy. Hollow cone spray 
to conform to burner air pattern. 

FUEL UNIT—Single-stage with built-in strainers and 
pressure regulating valve. Two-stage fuel unit avail- 
able on special order. 

ELECTRODE ASSEMBLY—Lifetime phosphor bronze 
bus bars. Nichrome steel electrodes with full-glazed 
porcelain insulators. (Model 150SF-2 has counter- 
bored insulators.) 

HOUSING—One-piece cast iron. Designed for effi- 
cient air delivery and smooth, quiet operation. 
Machined to rigid standards. 

AIR SHUTTER—Assures uniform 4-way air intake. 
COUPLING—Universal type with rubber center 
piece. 

GRADE OF OIL—No. 2 U. S. Government Commer- 
cial Standard CS12-48. 

CONTROLS—Thermostat, Limit Control and Stack 
Relay. 

ELECTRICAL CHARACTERISTICS— 1 1 5V, 60 cycle, 
1725 R.P.M, 


~ 


Plus these important 
features offered in 
Model 150 SF-2 


CARLIN 
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NEW 1956 CHEVROLET 
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MIDDLEWEIGHT CHAMPS! 


Just arrived...New champs of the lightweight and middle- 
we/ght haulers! New Chevrolet trucks bring you higher 
capacities, new hour- and dollar-saving power and per- 
formance—plus new and exclusive Task-Force features! 


A Modern V8 for Every 
Model! Short-stroke, engine- 
saving power in the most 
modern of all V8’s. Standard 
on some models, optional at 
extra cost on others. 


New, More Powerful Sixes! 
New gas-saving 6’s with 8.0 
to 1 compression standard on 
all lightweight and most mid- 


dleweight Chevrolet trucks. 


Wider Range of Drives! Hy- 
dra-Matic now available in 
even more models! Revolution- 
ary new Powermatic and 5- 
speed manual shift in new 
5000 and 6000 series trucks! 
All extra cost. 


Tubeless Tires Standard on 
All Models! Other modern 





features include High-Level 
ventilation and concealed 
Safety Steps. 


New, higher capacities! 
Many new middleweight 
champs are rated clear up to 
19,500 Ibs. G.V.W.! See them 
at your Chevrolet dealer’s. . . . 
Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


TASK:-FORCE TRUCKS 
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WITH THE ASSOCIATIONS 





NEW OFFICERS go over conven- 
tion program with speaker C, W. 
Nessell (center). At left is Z. V. 
Hazelton, first vice president, and 
on the right is president Don Mc- 
Closkey 


RECOGNITION of faithful serv- 
ices rendered the association by H. 
M. Daily (left) is commemorated 
in the plaque being awarded by 
Charles Buck. Russell A. Harris, 
president for 1954-55, also was 
awarded a commemorative plaque. 


QUARTER CENTURY CLUB 
elected Calvin D. Ulery president 
(left). Charles Buck (center), 1955 
president, congratulates the new 
president as H. W. Meggs (right), 
new vice president, awaits his turn 


(Continued ) 


Indiana Dealers Advise on 


anagement, Technical Problems 


THE LARGEST ATTENDANCE RECORD in recent years was 
established at the 38th annual convention of the Sheet 
Metal and Warm Air Heating Contractors’ Association 
of Indiana in Indianapolis on Feb. 2-3. The convention 
program headlined C. W. Nessell, chairman, Field In- 
vestigating Committee, National Warm Air Heating and 
Air Conditioning Association, who pointed out the ills 
of the industry in his discussion, We Are in a Heating 
Vess. The program also included two fast moving forums 
one on business management, the other on technical 
problems and their solution. Other qualified speakers 
and entertainment completed the jam-packed program. 

A new slate of officers was elected. They are: Don 
McCloskey, president; Z. V. Hazelton, first vice presi- 
dent: J. W. Ridgway, second vice president ; J. R. Walker. 
treasurer; and Frank E. Anderson, secretary. Elected 
as directors were Ben Flock: Russell A Harris. = W. 
Widney, and John Hartmann. Retained as directors for 
another year are Harold D. Boyd, William E. Garber. 
Jr.. Maxwell Goff, and H. W. Meggs. 

The Quarter Century Club, made up of members of 
the association with 25 years or more in the heating and 
sheet metal field, elected Calvin D. Ulery, president; 
H. W. Meggs, vice president; and Frank E. Anderson, 
secretary-treasurer. This group proposed and passed a 
resolution to award to the outgoing president of the 
association some type of recognition for the services he 


had rendered. This year the recognition was in the form 
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of beautifully designed and engraved bronze plaques 
mounted on hardwood bases. The plaques were awarded 
H. M. Daily, president 1952-53, and Russell A. Harris. 
president 1954-55. 

The Indiana Fur-Mets (salesmen’s auxiliary) elected 
Al Nemec president with Charles Buck, Hugh Harrigan 
and T. A. Burke as vice presidents to assist him in plan- 
ning the entertainment for the 1957 convention. 

In describing the problems of the warm air heating 
dealer, C. W. Nessell made these suggestions as aids to 
turning out better installations: 1) Put in additional 
supply stacks to second floor rooms when remodeling 
an existing two story house for a summer cooling sys- 
tem: 2) treat lower level of multi-level houses as any 
other slab floor heating system consider the lower 
level as a separate zone; 3) do not trust project builder 
to assume responsibility for heating system performance 
as experience of many dealers indicates that builders 
will not follow through on any guarantee they may agree 
to in order to obtain the lowest priced bid; 4) develop 
a program of public education at the local level as to what 
a good heating system really contains. 

Speaking on the new ruling of the State Unemploy- 
ment Compensation Department of Indiana, W. E. 
Garber. Jr. advised all warm air heating dealers and 
sheet metal contractors using four or less employees to 
watch the use of part time help. Mr. Garber said that 


(Continued on page 50) 
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SLITTING 
THIN TURNING THICK TURNING 


CRIMPING 
: : BURRING 
ELBOW EDGING FLANGING 
FLATTENING 
7 4 
ait 


COs SEARING SINGLE BEADING FURNACE COLLAR 


THE PECK, STOW & WILCOX COMPANY, SINCE 1785, SOUTHINGTON, CONNECTICUT, U.S.A. 
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IT’S MONEY IN 
YOUR POCKET TO 


Investigate the 
Versatility of 


ONCRIEF 


. And, Flue Collar adjusts to 
Horizontal or Vertical position. 


Horizontal =, reviding the timate in Ric ceed 


Furnaces 


piping, air ducts and chimney, Frame, accessible Blower 
with unequalled accessibility! cones Oe Manifold and Flue 





@ Oil Fired Moncrief Horizontal 
are equally compact, 
providing many of the same 
space-saving features as the gas 
models, with — 
1. Safe, easy suspension or saith aindbcaannoones 
Gas Fired mounting on four pipe sockets, The Monerief Oil Horizontal Furnace 


aghast located at both top and bottom three emaller 
Oil Fired of easing. with Element, Blower pa | 


2. Plate Mounting of Oil Burner y assembled in the 
SIZES on four, welded spacer studs. 


3. Quieter, cleaner, more eco- 


‘D: ical operation of the Mon- 
GAS FIRED: 140,000, 120,000, ceil Oil Burner. 


100,000 and 80,000 Btu Input. 4. Counterflow delivery of air 
over large heating surfaces. 


OIL FIRED: 224,000, 123,000, — combining unusual ease of = | — ae 
installation with unmatched oil 
101,000 and 85,000 Btu at Bonnet. burning performance. Cut-away view, illustrating Blower, 
tor, Radiation Shield and Com- 
bustion Chamber. 


Unlimited Advantages for Home 
Builders—with Extra Dollars for You! 


For your builder customers — always 
seeking opportunities to save on pre- 
cious floor space — the Moncrief Hori- 
zontal Furnace can be hung from the 
ceiling, up and off the floor in garages, 
in utility rooms and on porches; can sean 
be laid across attic joists or located in ae 


,, ” 
crawl” spaces. COMPACT YEAR *ROUND AIR CONDITIONING: Moncrief Gas 
For you — the distinctive engineerin Fired Horizontal Furnace is shown installed in a “craw!” space with 
eduled concteiction, uniane pore of oe Cooling Coil installed in Duct, taken off Air Discharge end of furnace. 
y id q ‘ Air Cooled Refrigerant Unit is remotely installed, out-of-doors. 
stallation and trouble-free operation 
of Moncrief Horizontal Furnaces are GET PRICES — CATALOGS FROM MONCRIEF WHOLESALERS 
provided at down-to-earth, competi- ak se have not _— yom sc, “eee yon i a ee = 
: gi ie Bie : ations, you owe it to your profits to see your Moncrie olesaler, today. 
sea cice ot oe net oe oe You'll get the facts on the really up-to-date, advanced line of both Gas and 
re : 


‘ Oil Horizontal Furnaces — backed by Moncrief’s 60 years of manufac- 
tory profit. turing experience! 


THE HENRY FURNACE COMPANY = Medina, ohio 
| 























~ 
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Here’s Why Titus 
Perimeter Diffusers 


Outperform 
All Others 


Exclusive Titus baffles assure constant 
Fixed boot opening eliminates changing o oir pattern 
by relocating opening. 


No pattern change due to damper movement. 


Exclusive Titus baffles and fixed boot opening keep 
pattern constant at high or low air flow rates. 


Low pressure loss, high capacity requiring less duct 
runs. 


Greater free areas incorporated with baffles, insur- 
ing less turbulence, eliminating drafts and temper- 
ature stratification. 


Air directed to higher room levels for efficient cooling 
and in a broad fan for blanketing wall during heating. 


Saves labor. No metal cutting ...no damper instal- 
lation or other time-consuming problems. 


Diffusers completely assembled... ready to install. 
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Perimeter Diffusers are engineered for 


Aye % DIFFUSION 


EFFICIENCY 


at the perimeter of 
t insure a better job. 
R THAT COUNTS. 


3 
Ten 


ee 


SEND FOR FREE 
CATALOG TODAY 


Titus Manufacturing Corp., Waterloo, lowa — 
Gentlemen: Please send me free catalog, including 
comprehensive engineering doto on new 

TITUS PERIMETER DIFFUSERS. 


NAME 





+ 


L_.._ 
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WITH THE ASSOCIATIONS 


(Continued ) 





LIST OF 200 technical questions for presentation 
to panel of engineers is discussed by (from left) 
William E. Garber, Jr., Bill Miller, Ben Speaker, 
Jim Ridgway and K. E. Glancy 


any employee that works at least one hour out of a week 
for as many as 20 weeks within one year can apply for 
and receive unemployment compensation. The new rul- 
ing, according to Mr. Garber, is especially effective 
against small businesses because the use of four or more 
employees within any week for the period mentioned 
brings the employer under the three percent assessment 
clause. 

The contractor business panel moderated by W. E. 
Garber, Jr. and staffed by H. M. Daily, M. L. Thompson, 
\. C. Tilley and Tom Mutz presented their business 
management experiences as dealers and contractors on 
the various matters encountered daily in this field. Mr. 
Garber cautioned against the hidden costs of doing busi- 
ness and explained how the successful manager continues 
to analyze his estimates to locate those items overlooked 
at the time of the original estimate. Mr. Daily suggested 
that the contractor regard each mistake located as an 
expensive lesson and avoid repeating the same mistake 
a second time. Mr. Thompson told how his company 
checks each job installed. When charges are found that 
had not been included in the original mark-up as over- 


Minnesota Contractors 


He LOTH ANNUAL CONVENTION of the Sheet Metal and 
Roofing Contractors’ Association of Minnesota was held 
February 16 to 18 in Minneapolis. Elected officers for 
1956 are Harry Quade, Jr., president; Fred Kuettel, 
Jr.. vice president; Oz Christen, secretary; and Herman 
Hertzer, treasurer. Directors elected for two years are 
Leonard Edwards, Walker Jamar. Jr. and Chris Lee. 
Retained as directors for one year are Willard Ahrens. 
Harold Ofenloch and David Diamond. 

The three day convention program included an address 
by C. W. 


mittee. National Warm Air Heating and Air Condition- 


Nessell, chairman, Field Investigation com- 


‘ 


FUR-METS’ NEW PRESIDENT, Al Nemec, enter- 
tains some friends. From left are Al Nemec, Earl 
Strong, Frank Davenport, Robert E. Sherwood, 
Homer Selch, Chris Sorensen and Keith Anderson 


head. the charges are added to the semi-annual revision of 
the overhead percentage figure. Mr. Tilley outlined the six 
major insurances carried by a contractor and remarked 
that he felt the first five were necessary to stay in busi- 
ness; the sixth was a worthwhile insurance to carry. He 
listed these as: Workmen’s Compensation, General Lia- 
bility, Truck and Auto, Unemployment, Inventory and 
Real Estate. Mr. Mutz pointed out that salesmen are 
a necessary selling expense and they should be selected 
with care. He suggested that all prospective salesmen 
take a series of tests conducted by an aptitude testing 
bureau and that only those passing the test be hired. 

The technical information panel was moderated by 
J. W. Ridgway. The panel consisted of representatives 
from six manufacturers’ engineering staffs. On the panel 
were Duane Williams, Glen White, Albert H. Buermann, 
Dan Codella, Jerry Keller and L. L. Feeney. The panel 
was given a list of 200 technical questions dealing with 
air conditioning, oil heating. gas heating, control systems 
and the heat pump. Each member of the panel gave 
his version of the solution to each of the questions that 
covered the field most familiar to him. 


Hold Tenth Convention 


ing Association, who outlined many of the practices 
being followed by warm air heating and residential air 
conditioning dealers today. Mr. Nessell quoted many 
good practices as well as some of the poorer practices 
being followed. He concluded with suggestions that would 
help raise the prestige of the industry if carried out. 

Another feature of the convention was a five man 
panel, each member of which told about a way that 
would aid contractors in making a more favorable profit 
on each job. 

A complete report on this convention will be published 
in the April issue of American Artisan. 


(More Association News on page 54) 
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Now...sell the mass market 
with the new fluid heat- units 
or small and medium homes! 


Here’s what you can offer 
large-volume builders: 


@ Famous Fluid Heat quality in a com- 
petitively priced unit 


@ A complete range of models and sizes 








@ The most advanced heating unit — 
attractively designed 


@ Satisfied customers, with no comeback 


This new line of quality-built Fluid Heat heat- 

ing units is designed and priced to sell the 

small-to-medium home building trade. The 

same famous Fluid Heat advanced construc- 

tion and features—only the frills are left off to 

put you in the best competitive position. Ship- 

ped completely assembled and wired; burner 

installed at site. Sell the line that’s out in ee? ie 

front in style, features and price—mail the 3 vie Model OF-123 


: F (illustrated) with 
coupon for more details. ; 123,200 BTU /hr. out- 
put. Also available: 

Model OE-96 with 96,000 

BTU/hr. and Model OE-85 

with 85,000 BTU/hr. output. 


NEW! Fluid Heat 


Glass-Lined Direct 
Oil-Fired Water Heater Ntnaey,,V Gilen 12 Gal lcm aeltlly 4. hi 


Fully-Automatic “WORLD'S ECONOMY CHAMPION” 


Designed for efficiency and 


beauty .. . built to /ast. Heavy 
steel tank lined with glass 
completely covered by heavy 
Fibreglass insulation to pre- ANCHOR POST PRODUCTS, INC., Fluid Heat Division 


vent heat loss. Steel jacket 6720 Eastern Avenue, Baltimore 24, Md. 
with beautiful gray baked-en- 


amel finish. All fittings copper 
or brass. Fits snugly in kitchen 
or basement playroom. The 
most efficient, permanent hot 
water heater you can sell! Send 
coupon for more details. My Nome...._...__. 


| want to know more about a Fluid Hect Dealership. Send me informa- 
tion on the complete line. 





Company Name 


Address 
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PINPOINT COMPRESSOR PERFORMANCE 
TO YOUR APPLICATION 
WITH 


Ta 


MODELS S7N16 MODELS B7616 % H. P. MODELS B32P16 1\ H. P. 
STRI6 % H.P. B1516, B1613 1H. P. B74T16 2 H. P. 


THE WORLD'S LARGEST THREE PHASE 
PRODUCER OF COMPRESSORS 
FOR THE REFRIGERATION INDUSTRY 


THREE PHASE 


MODEL JA150 14 H.P. MODELS JB200 2 H. P. MODELS J8200 2 H.P. 
JE300 3 H.P. 4E300 3 H. P- 





OVER 21,000,000 . 15 co mpresso MLTR AR 


COMPRESSORS | \, thru 5 h.p. 


YS) 


pce as AIR OR WATER COOLED APPLICATIONS 


FURNACE UNITS - WINDOW COOLERS - STORE COOLERS - WATER CHILLERS 


Fecumseh's complete line of hermetic air conditioning com restrictions covering power factor and current limitations. The 
pressors lets you pinpoint the compressor that is “performance larger sizes are available for single or three phase and by chang- 

uched” to your particular requirements. Engineered and ing only the electrical components. the basic compressor can be 
tested to meet the increasing demand for air conditioning, used for water or air cooled applications. Add these features 
Tecumseh’s new line with 15 compressor models offers you to compact size, light weight and low cost, and you'll agree it 
flexibility of design, plus quietness and efficiency under the pays to have a choice when your choice is Tecumseh. Write 
today for Bulletin #100 containing detailed information and 
within the horsepower range and are designed to meet new code specifications concerning Tecumseh’s new line of Hermetic Air 

Conditioning Compressors. 


toughest. possible conditions. All models deliver full tonnage 


SEH PRODUCTS CO. Tecumseh, Michigan 
EXPORT DEPT.— P.O. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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OPPORTUNITIES . MAIL COUPON: 


IF YOU HAVE A STAKE IN NEW CONSTRUCTION F. W. Dodge Corporation 


anywhere in the 37 eastern states, Dodge Reports pr 9 an gata 


will tell you daily what’s coming up, the man to New York 18, N. Y. Dept. AA-561 
see, what the job requires, when bids are due, . 

who gets the contracts. They give you all the ao et pte typical Dodge Reports for 
information you need to plan ahead... . to pick oki ee 08 anes Cnnenites 

and choose the jobs you want. O General Construction 


Whether you want more business, better business, O Engineering Projects 
or more time to handle what you have, 
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CONVENTION PROGRAM committee goes over 
the compensation insurance report to be made by 
Alfred B. Hoftiezer (right). Committee members 
(from left) are Joseph Homka, Fran Bockhardt 
and F. Van Pils 


JOHN C. SCHEEL (left) presents Richard W. 
Friday with a condensed copy of the Cleveland 
heating code. Oscar K. Acer, Jr. waits to ask a 
question of Mr. Scheel 


New York Contractors Learn About 


Selling, Codes and Metal Roof Deck 


GOOD BUSINESS MANAGEMENT policies and the training of 
sales personnel are two of the problems faced by most 
warm air heating dealers and sheet metal contractors. 
Ways of solving these problems were suggested by Ray 
F, Horan, merchandising manager, General Controls Co.. 
to members of the New York State Sheet Metal, Roofing 
and Air Conditioning Contractors’ Association at their 
33rd Annual Convention in Utica on February 6-8. Other 
subjects of importance were Heating Codes and Licenses, 
described by Jack C. Scheel, chief heating inspector. 
Cleveland, O., and Installation Problems of Metal Roof 
Decking discussed by Victor G. Pignolet, manager of 
sales, Roof Deck Div., Inland Steel Products Co. 

The election of officers for 1956 saw Irving Spalty 
made president with Richard B. Millard as first vice 
president. Percy Sullivan became second vice president. 
Clarence J. Meyer was elected secretary for the 21st con- 
secutive time. William C. Kirkpatrick was re-elected 
treasurer. Directors elected for three year terms were 
William R. Nolder, George Ballard, Jr.. and Donald O. 
Argy. 

The Merchandisers held their annual meeting on Feb- 
ruary 6 and elected the following officers: A. R. Wheeler, 
president; Richard G. Jones, first vice president; Eugene 
D. Trescott, second vice president ; George F. McCory. 
secretary: J. J. O'Donnell, treasurer; and Otto F. Blaske. 


sergeant at arms. Directors for 1955 were re-elected to 
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serve another term. They are A. A. Stagg, J. W. Thomp- 
son, J. W. Stoner and David Levow. 

In advising the dealers on the art of effective selling. 
Ray F. Horan broke the process of making a sale into 
three distinct classifications. He called them arts of pros- 
pecting, of presentation and of closing. Elaborating on 
each of these arts, Mr. Horan suggested that the most 
successful prospectors were those salesmen who developed 
the technique of immediately making the prospective 
customer feel at home. Mr. Horan said if a salesman 
is able to get the prospects to talk about themselves, he 
will find out a number of things that will aid in locating 
other prospects and in the second step of the sales ap- 
proach-presentation. 

Speaking about the development of a good presenta- 
tion, Mr. Horan suggested that every salesman would 
find a “canned” story to be the best method of getting 
his story across to the prospect. Such a story, rehearsed 
and perfected, permits the use of gestures and demon- 
strations that help the prospect to see the complete pic- 
ture. Also, he said, the salesman can make his “pitch” 
in a professional manner one that convinces the pros- 
pect that this man knows his product and its capacity. 

The third step in a sale, the closing, according to Mr. 
Horan, cannot be started until the prospect has received 
all of the answers to questions that have come to his 


mind. No closing can be effective and enduring unless 
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GROW BIGGER WITH 








bryant 





HERE’S ONE WAY YOU CAN 
GROW BIGGER WITH 








THE MOST TERRIFIC COOLING PROMOTION 
EVER OFFERED! 


YOU GIVE YOUR CUSTOMERS THE FAMOUS 
HONEYWELL ELECTRONIC MODUFLOW 
TEMPERATURE CONTROL SYSTEM 


TaMe J -leadaelalte 'rhiw 


OUTOOOR INDOOR ELECTRONIC 


h oO rr) e cS '@) rr f '@) ad THERMOSTAT THERMOSTAT CONTROL 


COMPLETE VEAR ‘ROUND HOME COMFORT 


C ‘e) N TR '@) eS regardioes of temperatures ou 


heave read about this System i 


Seno ve 


" Life and other 








OFFER YOUR CUSTOMERS EITHER: 
1. No payments ‘til cooling season, or 
2. No money down — 36 months to pay 


FOR FULL DETAILS CALL YOUR BRYANT DISTRIBUTOR TODAY! 


and here are 8 more reasons why 


you'll grow bigger with BRYANT... 


1. Your customers know and trust the name Bryant . . . famous for 

47 years as the leading name in home comfort. 

2. From small home to mansion there’s a Bryant to fit the budget on 

and the need in gas or oil furnaces, boilers, air conditioners, space AIR COOLED UNIT — MODEL 560 


heaters, unit heaters, water heaters. ao 
No worry over water restrictions 


3. You build customer confidence when you install Bryant... or high water rates. Brings clean, cool, 
the highest quality home comfort equipment built. healthful indoor weather no matter 


, . . what outside tem re. 
4. You profit more with Bryant because of the Bryant dealer de- = 


velopment program, the most complete in the industry. Right, above 
“COMMAND-AIRE"’ TWIN UNIT — MODEL 590 


, a , The model that puts complete ho i 
6. You have the help of a nearby Bryant distributor who gives you conditioning xa a 080-5 of panto 


complete engineering, sales and service help. homeowner. Cools, dehumidifies, 
7. You are backed by powerful national advertising. filters and circulates the air. 

8. You get complete co-op advertising to build sales in your own 
community. 


5. You get sales building tools that increase sales and profits. 


BE MR. B IN YOUR COMMUNITY 

AND GROW BIGGER WITH BRYANT 
Don’t miss this tremendous cooling promotion. It’s a complete 

package that will bring prospects for home cooling to YOU. For 

the name and address of your Bryant distributor write, Bryant, 

48 Monument Circle, Indianapolis 4, Indiana. 
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RAY F. HORAN (second from left) pins his lapel 
button on Irving G. Spalty, making him a member 
of the “Management Club.” F. Van Pils (left) and 
Clarence J. Meyer (right) proudly display their 
membership buttons 


the salesman has completely convinced the prospect that 
satisfaction of the prospect’s needs can be achieved. Mr. 
Horan advised that the closing be done as inconspicuously 
as possible and that the right time to ask for the order 
is something that a good salesman will learn to recognize. 
He advised that as soon as the order is obtained, the 
salesman should excuse himself as quickly as possible, 
as further conversation can add nothing more of benefit 
to the customer. 

The importance of a good heating code and its e2- 
forcement was outlined by Jack C. Scheel based on his 
experiences in the metropolitan area of Cleveland. Mr. 
Scheel described the installation of poor and faulty 
heating systems by unskilled persons. In order to protect 
the purchaser against such unqualified persons, he said, 
the Cleveland heating code requires that all installers 
be registered with the inspection department. 

Mr. Scheel described the advantages and disadvantages 
of the two methods commonly used to control the activi- 
ties of persons permitted to install heating equipment 
the licensing and the registration methods. Mr. Scheel 
favors the registration method over the licensing method 
because renewal of the registration is required annually 
and an installer who fails to comply with the regulations 
of the code can be refused a renewal of his registration. 
This is far easier than the revoking of a license, he 
pointed out, as this requires court action; also, during 
the delays normally encountered in such actions, the 
violator is continuing to make unsafe installations in 
spite of the fact that inspectors have failed to approve 
the completed job. 

To aid the industry to understand the code and its 
requirements, a 60 page pocket size condensed version of 
the code was published and issued free to all persons 
engaged in the warm air heating and air conditioning 
industry in the Cleveland area. Mr. Scheel passed out a 
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METAL ROOF DECKING is discussed by (left 
to right) Ase Hall, Victor G. Pignolet, A. V. 
Randazzo, Percy Sullivan and George Ballard, Jr. 


number of these pocket editions to the dealers attending 
the convention and offered to send copies to any others 
interested in this subject if they would write him in 
care of the Public Department of Safety, Cleveland. 

Metal roof decking materials and their erection were 
described by Victor G. Pignolet, who classified metal 
deckings as the closed rib, open rib and long span deck, 
each type being related to the shape of the material. 
The application of each type is decided by the architect 
making the specifications, who bases the specification on 
the purlin supports used and the type of load to be placed 
upon decking. The closed rib material has less structural 
strength than the others under comparable loads. Mr. 
Pignolet made these points to show that substitution of 
the different types was not advisable unless all factors 
were known and considered. 

The value of safety first in the shop and on the job 
was reviewed by Alfred B. Hoftiezer, safety engineer 
from Laverack & Haines. Inc., managers of the com- 
pensation insurance group for the association. One suc- 
cessful stunt that has helped cut accidents in the shop 
and on the job is an 18 X 36 in. sign posted in a 
prominent place that tells how many days have expired 
since the last accident. These signs have been placed in 
shops located in Elmira, Buffalo, Rochester and Bing- 
hamton. Dealers and contractors from these cities verified 
Mr. Hoftiezer’s opinion of the effectiveness of this cam- 
paign to reduce accidents. More signs of this type are 
being distributed to the shops of members located in 
other cities throughout the state. A safety meeting de- 
signed to help build a good safety record is held in each 
locality before the campaign is started. 

The 1957 convention will be held in Niagara Falls. 
The dates will be published as soon as convention details 
have been completed and the hotel selected. 


(More association news on page 58) 
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WELCOMING COMMITTEE for dealers attend- 
ing the Chicago Indoor Comfort conference greet 
W. J. Silberman (right). Members of the com- 
mittee are (from left) Lou Reining, George Kal- 
vog, Mrs. Guy Voorhees and Guy Voorhees 


Hold Chicago Comfort Conference 


THe INpooR Comrort CONFERENCES got off to a good 
start when 178 dealers and their employees attended the 
two-day Chicago meeting at the Graemere Hotel recently. 
Guy Voorhees, the conference instructor, spent 144 days 
outlining the requirements for summer cooling and giving 
examples of how to solve sample problems. The remain- 
ing half day was devoted to a review of good heating 
practices and an explanation of how to use the National 
Warm Air Heating and Air Conditioning Association’s 
manuals. 

The Chicago Warm Air Conference committee chair- 
man, George Kalvog, credited the successful turnout to 
the cooperation of the wholesalers covering the Chicago 
area, who aided the committee in developing interest 
among dealers and their employees. Mr. Kalvog also said 
the three mailings made during late December and early 
January accounted for the large number of out of town 
dealers who attended. It was his feeling that the advance 
notices permitted these dealers to schedule their work 
so that they could be away for the longer period required 
of those who traveled to Chicago. One dealer came from 
Iron Mountain, Mich. and there were several others from 
Michigan cities closer to Chicago. Many came from In- 


diana, Wisconsin and western Illinois. 


Plan Chicago Area Dealer Schools 


A COMMITTEE representing 20 wholesaler members of the 
National Heating and Airconditioning Wholesalers as- 
sociation of the Chicago area has recently completed the 
groundwork necessary for holding a two-day business 
management school for heating and air conditioning 
dealers operating in northern Illinois and northwestern 
Indiana. 

Forty dealers will be invited to participate in the 


training program to be conducted by members of the 


Northwestern University faculty. The school will be held 
on the Chicago campus of the university. 

The school is the first of several planned, according 
to Charles R. Bennett, chairman of the committee. The 
school is scheduled to be held on Monday and Tuesday, 
March 26 and 27. 

Area trustee Ned Mott of Rockford, said that certifi- 
cates will be given dealers completing the program. 


Discuss Operation Home Improvement 


Mempers of the Heating, Air Conditioning and Sheet 
Metal Association of Columbus, Ohio, as well as other 
dealer-contractors in the Columbus area, met recently 
to learn about Operation Home Improvement and the 
opportunities for increased business it offers the heating 
and air conditioning dealer. Operation Home Improve- 
ment — a national publicity campaign to promote the 
repair and remodeling of existing homes — is being 
given publicity in national magazines and newspapers 
as well as on radio and television programs. How the 
heating dealer can tie in his promotional activities at 
the local level with this national program was explained 
by Don Moore, assistant director of Operation Home Im- 
provement. The meeting was sponsored by local heating 
wholesalers —- Ohio Furnace Co., Inc., Palmer-Donavin 
Mfg. Co., F. O. Schoedinger, Squire Heating Supply Co. 


and Vorys., Inc. 


Fox Valley Group Elects Officers 


AT THE RECENT annual meeting of the Fox Valley Fur- 
nace and Sheet Metal Contractors Association (Illinois), 
John Rubo was elected president to serve for the coming 
year. Peter Jungles was elected first vice president and 
Clinton Maves second vice president. Other officers 
elected were Gerald Conover, secretary; Clayton Evelien, 
treasurer; and William Klinkey, sergeant-at-arms. The 
following were elected to serve with the officers as di- 
rectors for the coming year: C. R. Alexander, Robert 
Clark, Merritt King, Fred Lamp, Clifford Juby and 
Joseph Strotz. After the election of officers, two repre- 
sentatives of the gas company addressed the association 
members. They told about the prospects for releasing 
more gas for residential heating and outlined some of 
the plans affecting future expansion of gas facilities for 
heating equipment. 


Michigan Group Talks Gas Heating 


SALES AND SERVICE men as well as heating dealers at- 
tended the February dinner meeting of the Kalamazoo 
Sheet Metal, Roofing, Heating & Air Conditioning Con- 
tractors’ Association. Subject under discussion was the 
proper combustion and regulation of gas. 

(More association news on page 60) 
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SIDE VIEW Wall Diffuser air 
pattern photo with arrows 
showing induced recircula- 
tion of room air down along 
wall and across floor where 
it mixes with flow of supply 
air into room, 


FRONT VIEW Lima Series 45 Wall Diffuser actual air pattern photo 


‘Best Sellers’’ 
for heating and cooling in New and Ae | a 


e' 
Id ouse nstallations 


With increasing customer empha- 
sis on top value for the money, you'll find 
it is good business — and good for your 


business—to give your customers these big 
plus values of Lima’s two “best sellers’’. P SS Floor Diffuser 
Plus Performance—Rapid diffusion of sup- 

ply air for constant comfort without 

drafts, at correct angles to induce aspi- 

ration of room air. Air pattern holds 

constant even at low cfm. Uniform veloc- 

ity without whistling or rattles regardless 

of damper setting. Air does not strike 

room occupants or scrub wall. 





Luma Series 40 


Construction—Rugged heavy gauge 
steel throughout, with mash-welded cor- ae e $ . 
ners to give one-piece strength. No un- (ne eries 45 
sightly mitred corners. ® 
Wall Diffuser 


Beauty——Pleasing style lines that har- 
monize with room surroundings. Luxu- 
rious Lima permanent finish resists 
scratches and mars, 


It costs no more to give your cus- 
tomers these big plus values of Lima 
Diffusers for your OHI modernization jobs 
and new house installations. So why not 
check up on these two Lima ‘‘Best Sellers” 
the next time you see your wholesaler. 


® REGISTER COMPANY, LIMA, OHIO 


Sold Exclusively Through ant 
Heating Wholesalers eS = 


and Manvfacturers. 
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Coming Events 


Mar. 15-16—Newark Indoor Comfort Confer- 
ence. Edw. S. Franklin, Chairman, 156-158 
Badger Ave., Newark 8, N. J. 

Mar. 22-23—Michigan Heating and Sheet 
Metal Association, Inc., annual convention. 
Hotel Fort Shelby, Detroit. N. J. Biddle, 
Executive Secretary, 3035 E. Grand Ave.. 
Detroit 2. 


Mar. 23-24—Sheet Metal, Air Conditioning 


> 
) 
and Roofing Contractors’ Association of 


Pennsylvania, annual convention. Penn 
Harris Hotel, Harrisburg. E. W. Lieber- 
mann, Secretary, 1411 Merchant Place, 
Ambridge, Pa. 


Mar. 26-27—Cleveland Indoor Comfort Con- 
ference. John Petri, Chairman, 6420 Wood- 
land Ave.. Cleveland. 


Mar. 29-30—Buffalo Indoor Comfort Confer- 
ence. J. A. Collins, Chairman, 367 North- 
ampton St., Buffalo 8, N. Y. 


Apr. 2-3—Albany Indoor Comfort Conference. 
Earl R. Welker, Chairman, 98 Fuller Rd., 
(Colonie), Albany 5, N. Y. 


Apr. 5-6—New Haven Indoor Comfort Con- 
ference. A. J. Alderman, Chairman, 169 
Derby Ave.. New Haven 6, Conn. 


Apr. 9-10——Indianapolis Indoor Comfort Con- 
ference. Al Nemec, Chairman, 614 E. Ohio 
St., Indianapolis. 


Apr. 16-17—Sheet Metal Contractors Asso- 
ciation of Illinois, Inc., annual convention. 
Abraham Lincoln Hotel, Springfield, Ill. 
Jay E. Harms, Secretary, 1619 N. Sheridan 
Rd., Peoria, Il. 


Apr. 18-19 Minneapolis Indoor Comfort 
Conference. George Zingsheim, Chairman, 
301 N. 7th St., Minneapolis. 


Apr. 19-21—Gas Appliance Manufacturers’ 
Association, annual meeting. The Green- 
brier Hotel, White Sulphur Springs, W. Va. 
H. Leigh Whitelaw, Managing Director, 60 
EE. 42nd St.. New York 17. 


Apr. 23-24—Denver Indoor Comfort Confer- 
ence. J. H. Singleton, Chairman, 1830 
Market St., Denver 2. 


Apr. 26-27—-Salt Lake City Indoor Comfort 
Conference. Alan FE. Huish, Chairman, 960 
S. Main St.. Salt Lake City 4. 


Apr. 27-28—Roofing and Sheet Metal Con- 
tractors’ Association of Florida, annual con- 
vention. Suwannee Hotel, St. Petersburg, 
Fla. Don Brown, President, 735 17th St., 
N., St. Petersburg. 


May 7-9—Air-Conditioning and Refrigeration 
Institute, annual meeting. The Homestead, 
Hot Springs, Va. George S. Jones, Jr., Man- 
aging Director, 1346 Connecticut Ave., N. 
W., Washington 6, D.C. 


May 9-12—Sheet Metal Contractors’ National 
Association, Inc., annual convention. Shore- 
ham Hotel, Washington, D.C. J. D. Wilder, 
Executive Secretary, 170 Division St., 


Elgin, Ill. 


May 14-15—National Association of Sheet 
Metal Distributors, spring meeting. Hotel 
Roosevelt, Pittsburgh. Thomas A. Fernley, 
Jr., Executive Secretary, 1900 Arch St., 


Philadelphia 3. 


June 3-6—American Society of Refrigerating 
Engineers, semi-annual meeting. Sheraton- 
Gibson Hotel, Cincinnati. R. C. Cross, Ex- 
ecutive Secretary, 234 Fifth Ave., New 
York 1. 

June 11-15—Oil-Heat Institute of America, 
Inc., exposition and annual convention. The 
Coliseum, New York, N.Y. R. H. L. Becker, 
Managing Director, 500 Fifth Ave., New 
York 36. 


June 12-13—National Warm Air Heating and 
Air Conditioning Association of Canada, 
annual convention. King Edward. Hotel, 
Toronto. D. M. W. Wilson, Managing Di- 
rector, 4195 Dundas St., W., Toronto 18. 


June 18-19—National Heating & Aircondi- 
tioning Wholesalers, Inc., summer meeting. 
French Lick-Sheraton Hotel, French Lick 
Springs, Ind. W. R. Bull, Executive Direc- 
tor, 1200 W. Fifth Ave., Columbus, O. 


June 18-20—American Society of Heating 
and Air-Conditioning Engineers, semi-an- 
nual meeting. Shoreham Hotel, Washington, 
D.C. A. V. Hutchinson, Executive Secre- 
tary, 62 Worth St., New York 13. 


June 21-24—Carolinas Roofing & Sheet Metal 
Contractors Association, annual convention. 
Ocean Forest Hotel, Myrtle Beach, S. C. 
Julian M. McKeithan, Secretary, 1219 Fair- 
way Dr., Wilmington, N. C. 
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LEADERS RELY ON LAU 


25 Years Building Better Blowers 


In the heating and air-conditioning fields 
Leaders Rely on Lav as the major supply 
source for the best in air-moving equipment. 
On this, our Silver Anniversary Year, many 
new developments are in the offing. And, 
as advancements in design and engineering 
have been proved by exhaustive tests, Lau 
will bring them to the industry. 





GILT-EDGE SECURITY 


Our exclusive LAU-pak Gold Seal Bearings solve many prob- 
lems. There are NO oil cups, NO oil tubes and NO servicing. 
As a matter of fact these sealed bearings are lifetime lubri- 
cated in the bearing housing of all Lau Series ‘‘A’’ belt drive 
Blowers. There is no need for access doors, the blower may 
be positioned at any angle, the operation is smooth and 
quiet; and friction is largely eliminated. Thus, with LAU-pak 
Gold Seal Bearings you are assured of lifetime service in 
THE LAU BLOWER COMPANY _ cormal usage. Lau also makes large capacity oil reservoir 
2000 Home Ave. * DAYTON 7, OHIO bronze bearings with spring pressure. You can depend on 
LAU quality. Write Lau today, Dept. M. 


Other plants at Kitchener, Ont., Canada, and Azusa, California 
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call 
Ryerson 
for steel 


PERFORATED SHEETS 


GALVANIZED SHEETS 


STAINLESS SHEETS 


CARBON STEEL SHEETS 


EXPANDED METAL 


Quick delivery from the nation’s largest sheet stocks 


Need sheet steel in a hurry? Ryerson sheet stocks, 
always the nation’s largest, have improved, substan- 
tially. (Galvanized is in particularly good supply.) So 
now you can get quick shipment of almost any type, 
gauge and size in almost any quantity — with just a call 
to your nearby Ryerson plant. 


Do you want your steel prepared for immediate use? 
Ryerson facilities include the most modern, close- 
tolerance equipment for shearing to your order, in- 


JOSEPH T. RYERSON & SON, INC, PLANTS AT: NEW YORK « 
CLEVELAND «+ DETROIT + PITTSBURGH + 
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BOSTON * WALLINGFORD, CONN, » 
BUFFALO + CHICAGO + MILWAUKEE + 


cluding cut-to-length lines that quickly convert coil 
stock to flat sheets of any measure. 


A single order can cover all your needs—for bars, 
bands, angles, tubing, etc., black and galvanized, and 
more that 20 different kinds of sheet steel. Next time 
you need steel quickly, try this dependable service. 


RYERSON STEEL 


PHILADELPHIA * CHARLOTTE, N. C. * CINCINNATI 
ST. LOUIS * LOS ANGELES + SAN FRANCISCO + SPOKANE « SEATTLE 
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To Make Selling Easier 


SMART PROMOTION and good advertising make selling easier and more 
profitable. This principle has been proved time and time again. Many 
dealers in the warm air heating and residential air conditioning field are 
making good use of their knowledge of this fact. 


Many of the manufacturers in our industry make available to dealers 
sound advice on good selling and promotion. The cost of developing and 
preparing the various merchandising plans is borne by the manufacturer, 
who often also helps financially with the cost of sales promotion at the 
local level. 


Surveys among warm air heating-residential air conditioning dealers 
have shown that the average amount of money spent for advertising and 
sales promotion is between one and one-half and two percent of the total 
annual sales volume. Some spend little if any for advertising; others have 
spent up to eight percent during certain years when some special event has 
taken place. Among such events are consolidation of two businesses; taking 
on a new line of heating or cooling equipment; a change in company policy, 
such as when a firm that has specialized in new house work decides to go 
after modernization work on a large scale; and others. 


Sales promotion is increasing in importance because America’s economy 
is moving at a pace unequalled in the history of any country. The product 
that has the most appeal to the buyer is the product that draws the buyer’s 
dollar to that particular industry. Thus, the most important function of sales 
promotion is to reach a prospect and arouse his interest sufficiently to cause 
him to consider seriously the product being promoted. It is the job of the 
sales promotion material to tell what the product can do for its owner, why 
the product is desirable to own, when it is needed most, and who can tell 
him more about it. 


The right promotion techniques prepare the way for the salesman, 
make more calls possible, bring down the sales cost per sale. Thus, money 
spent for advertising and sales promotional activities should be properly 
credited to the asset side of the sales ledger. 

Use the merchandising aids available from manufacturers and support 
them with your own local promotional material. This is the practice fol- 
lowed by some of the largest dealers in our industry. Each year the books 
of these progressive dealers show they are drawing more premium consumer 
dollars to their businesses. 








Dealer Test Shows 


WHAT TO DO — and hew to do it — how 
much to spend — and how to spend it — are 
important business questions that face every 
warm air heating-residential air conditioning 
dealer considering promotion and sales. The 
“test dealer” project described here, aimed 
to answer these and other questions, is there- 
fure of great interest to the entire industry. 
During the first year of the study, using a 
carefully planned promotion program, Hoo- 
sier Heating and Sheet Metal almost doubled 
its volume, increased net profit 40 percent 
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RESULTS OF 
John Reock ( 


Climatrol 


How mucH should a dealer-contractor spend for sales 
promotion and how should he spend it to build up 
his warm air heating and residential air conditioning 
volume profitably ? 

How much can a dealer-contractor expect to expand 
his business volume by using a well planned and careful- 
ly scheduled promotion program? 

These are questions every dealer-contractor would like 
to see answered as would the manufacturers and 
wholesalers serving the warm air heating and home air 
conditioning industry. They have been of particular in- 
terest to the American Artisan for many years. We there- 
fore welcomed the opportunity of following closely a 
current “test city” project which was established in an 


endeavor to find the answers. 


Why a Test Program? 


Mueller Climatrol well-known manufacturers of 


heating and air conditioning equipment are sponsor- 
ing this test city program because they have long advo- 
cated that dealers must do promotion in their own areas 
to build up their own names locally, and to tie in with 
the national advertising programs of manufacturers. 
Too, they are interested in making comparisons of the 
various advertising media available to a dealer-contrac- 
tor to see which of them work best. Finally, they want 
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to be able to “pre-test” sales promotion programs. 

In a study or test program of any kind, it is necessary 
to plan it so the influence of all the many factors in- 
volved can be analyzed and observed. This is particularly 
difficult when the subject is sales promotion, as there are 
so many different things that can — and do — influence 
the results one way or another. An important part of the 
project was therefore the selection of a test city. 


Choosing the Test City 


Basically, what was wanted as the test city was one 
not subject to any unusual influences, and independent 
to the extent that it would not be affected by some dom- 
inating nearby metropolitan area. Also, for convenience 
in handling the details of the study, it was necessary 
that it be so located that the sponsoring manufacturer’s 
home office men could get to it easily by rail or by air. 
Also, it had to be within overnight trucking distance 
from the manufacturer’s plant. 

The qualifications set up for the test city included: 

1) Population to be around 100,000 — large enough 


to provide good test samples but not so large as to compli- 


cate or make the test program unwieldy or too expensive. 
2) City must be outside of the trading area or domina- 

tion of some large metropolitan area, and to have its own 

radio and television station and its own newspaper. 
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Value of Sales Promotion 


MARY STEVENSON, secretary of Hoosier 
Heating and wife of Walt Stevenson, shows a 
gas fired incinerator to a customer 


3) City to be located between 38 deg and 40 deg 
latitudes — to provide a climate suitable for studying 
both home heating and cooling merchandising techniques, 
without either heating or cooling greatly overshadowing 
the other. 

4) Business activity in the city to be roughly in line 
with that of the country as a whole — so the results 
wouldn’t apply only to a boom town (or the opposite). 

5) City not to be dominated by one or two large man- 
ufacturing businesses so that the city’s economic ac- 
tivity would not depend greatly on what one plant did 
or did not do. 

6) City to be fairly clean politically, free of any one 
strong influence that would affect economic activity. 


Selecting the Test Dealer 


With the qualifications for a suitable test city formu- 
lated, it was necessary to decide on the qualifications of 
the “test dealer” 


the city meeting those qualifications. The requirements 


who would of course be located in 


were outlined as follows: 
1) Adequately equipped sheet metal shop, staffed by 


AmerIcaAN ArtisAN, Marcu 1956 


IN HOOSIER HEATING’S busy shop, duct work and fittings for 
heating and air conditioning jobs are fabricated. Mr. Stevenson is in 
the background at the right 


4 


Bs 


experienced and competent journeymen, a well-trained 
service department, and sufficient stock to handle normal- 
ly expected calls. 

2) At least 
dealer himself. 


one full-time salesman, other than the 

3) Handle a complete line of products. 

1) Adequate financing and good banking affiliations. 

5) Willing to open his accounts to examination for 
periodic checkups. 

6) Agreeable to following through on the test project 
for at least one complete fiscal year. 

After considerable investigation, thought and study 
in matching the test city and test dealer qualifications, 
the project was undertaken with Walt Stevenson, of 
Hoosier Heating and Sheet Metal, Inc., Terre Haute, 
Ind., as the dealer. The program began January 1, 1955. 


Business Volume Nearly Doubled 


The first year’s results of the test city program indi- 
cate rather definitely that a planned promotion program 
for a warm air heating-residential air conditioning deal- 
er definitely pays off. Hoosier Heating almost doubled 
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ADEQUATE STOCK of repair parts and 
quick response to service calls are most 
important, in Mr. Stevenson's opinion, to 
the success of his operation 


its business volume from $111,963 in 1954 to 
$204,577 in 1955 and increased its net profit in 
1955 over the preceding year by 40 percent. This $90,- 
000 increase in sales was obtained with an increased ex- 
penditure of $3535 for advertising. In 1954, the adver- 
tising expense amounted to 1.3 percent of total sales; 
last year, for the increased volume, the money spent for 
advertising amounted to 2.5 percent of the sales total. 
Here are the figures in tabular form: 
1954 1955 
Cash receipts $186,319 
Charge sales d 12,757 
Total sales 3k. ee 204,577 
Advertising costs 1,455 


Percent advertising costs 


Net profit 
(Note: 1955 total sale reater than total of cash receipts and charge sale 


because of jobs under way but not completed, and therefore not yet billable 
under new bookkeeping system 


There were, of course, other expenses than those for 
advertising which were necessary to handle the increased 
business volume last year. 


For example, at the start of the test project, Hoosier 


Heating and Sheet Metal employed 10 full-time shop, 


service and installation men, operated a 114 ton stake 
truck and a | ton pickup truck, with two passenger cars 
available for sales and service work. During the peak 
installation period in the fall of °55, however, the organi- 
zation had grown to 19 men, and five trucks were used 


daily in addition to the two cars. 


Promotion Responsible for Increase 


It would of course be possible for any dealer to see his 
sales volume increase 80 percent in one year compared 
with the previous year, if the total business in his area in- 
creased by that amount and he continued to obtain the 
same proportion of the total business. This was not the 
case here, howev er. 

While specific figures such as building permits for 
the city and its suburbs, or some other such index 
aren't available, careful checks of a number of sources 
would indicate that Hoosier Heating and Sheet Metal’s 


“natural” growth would have been at the most perhaps 
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QUALITY INSTALLATIONS back up the sales pro- 
motion program. Here, the duct work for a slab floor 
perimeter heating job is being readied for the con- 
crete contractor 


10 percent in 1955 over 1954. Mr. Stevenson is thus of 
the opinion that the 80 percent increase experienced 
“must be attributed to the promotion program and would 
not have been enjoyed without it.” 

Certainly, Terre Haute could not be called a “boom 
town” in 1955 compared with 1954, as was obvious in 
checking with the local chamber of commerce, the local 
newspaper, such permit records as are available, etc. Also, 
the city was classified during 1955 by the Bureau of 
Economic Security of the U. S. Department of Labor as 
an area where “job seekers were considerably in excess 
of job openings.” While total warm air heating and 
residential air conditioning activity in the Terre Haute 
area was apparently up in 1955 over 1954, it’s impossible 
to arrive at an exact figure. But it is believed — as 
mentioned — that the increase could only have been in 
the neighborhood of 10 percent — certainly nothing any- 
where near 80 percent, which was Hoosier Heating 
and Sheet Metal’s gain. 

It must therefore be concluded that the gain was due 
to the aggressive advertising and sales promotion pro- 
gram inaugurated by Hoosier Heating and Sheet Metal 
and carried on during 1955. 


Here’s the Program 


One of the first steps in the promotion program was 
to find out how best to reach the prospects for Hoosier 
Heating and Sheet Metal’s services. From chamber of 
commerce and phone book sources, a mailing list of busi- 
ness executives and professional people (doctors, lawyers, 
accountants, etc.) was compiled, as it was felt they would 
represent particularly good prospects for the purchase 
of home heating and air conditioning equipment. A 
questionnaire was then sent them to determine what 
newspapers they read . . . and when they read them, 
what radio stations they listen to . . . and when, what 
TV stations they watch ... and at what times, how they 
get to work . . . to see if car card advertising in buses 
would be effective, etc. 

After learning in this way something about the read- 
ing and other habits of potential customers, it was de- 
cided that the promotion program would include: 

1) A local newspaper campaign with a two column ad 
at least once a week for 40 weeks during the year, in 
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both morning and evening papers. In addition, there 
would be larger special ads to appear every three months 
and on such specific occasions as spring clean-up time, 
at the start of the summer cooling season, at the start 
of the heating season, and to hook up with any local 
civic activities. 

2) Five minute daily radio newscasts at 7:40 a.m. 

3) Daily 10:10 p.m. television weather forecast. 

4) Participation in the county fair. 

5) A color film trailer at the drive-in theatre seven 
nights a week, twice a night for 32 weeks. 

6) Direct mail to builders and architects, and to the 
home owner mailing list compiled for the original ques- 
tionnaire. 

Products promoted in the advertising messages were 
furnaces, heating and cooling systems, incinerators, con- 
version burners, humidifiers, filters and other accessories. 
The particular points played up in the promotional 
efforts were Hoosier’s 24 hour a day service policy, ex- 
pert engineering, installation skill, factory-trained me- 
chanics, a three year oil to gas conversion plan, and 
FHA or independent financing. 


Budgeting the Promotion 


It would be especially valuable if the specific sales 
resulting from each of the various methods of advertising 
used by Hoosier last year could be traced. It is hoped 
that, as the test project continues, it will be possible to 
develop information of this kind. 

However, from examination of the contracts fulfilled 
during the year, Mr. Stevenson has concluded that 
in his particular case, at least — the drive-in theatre 
and the television weather forecasts were most effective 
in producing results. 

The total cost of the drive-in advertising was $265 
and for the television program, $650. This sum, $915, 
was 29 percent of the $3178 budgeted for advertising 
during 1955. 


An additional $656 was not budgeted in order to pro- 


vide working capital for special sales promotional activi- 
ties. One such program not included in the budget was 
a customer contest in which the winner was awarded an 
incinerator as his prize. 

The total of $3834 allocated for sales promotion was 
2 percent of the annual sales volume of $191,710 which 
was anticipated for 1955. The actual amount spent for 
sales promotion exceeded the estimate as it was found 
desirable to participate more extensively in some of the 
promotional activites to try to determine their value as 
sales promotional media. Some of the media used in 
1955 will not receive the same allocations in the 1956 
budget. 

The budget scheduled sales promotion expenditures 
to be used during the year as follows: 


First quarter 11.6 percent 


Second quarter 37.4 percent 


Third quarter percent 


Fourth quarter percent 
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NOW! 


is the time 


Let us make a heating sur- 
vey of your home for that 
needed 


bg! 


Walt Stevenson 


MUELLER CLIMATROL 


=) COAL—OIL—GAS 
FURNACE 


Free Estimates 





Courteous Service 


Anytim 
CALL C-1220 DAY OR NIGHT 
for Immediate Service 
We Repair All Make Furnaces 


NO DOWN ,36 MONTHS 
PAYMENT TO PAY 


“Home of Mueller Climatrol 
WALT STEVENSON’S 


HOOSIER HEATING 


AND SHEET METAL, INC. 
1256 Lafayette Ave., Terre Haute, Ind. -1220 








TWO COLUMN newspaper ads were run at least 
once a week for 40 weeks, supplemented by larger 
ads for special occasions 


Follow Through on Jobs 


No sales promotion program of any kind can be very 
effective without a trained staff to follow through on 
each of the details that goes into a complete installation. 
Hoosier Heating and Sheet Metal, Inc. backs up its sales 
with every tool at its disposal. Each proposal includes a 
detailed layout plan for the air distribution system, a 
complete load estimate, specification sheet on the equip- 
ment recommended, a contract form showing every piece 
of equipment that will be installed, the one year free 
service plan and the proposed payment plan. 

The information given in the proposal is supported by 
the company’s reputation for doing a first class job. Cus- 
tomers have been conditioned to rely upon Hoosier Heat- 
ing’s around-the-clock service policy. Keeping customer 
confidence is the keystone to building a reputation, and 
is Mr. Stevenson’s philosophy. 

Complete records are kept on every service call: both 
complete and incomplete calls are filed in their special 
places so the installation of any new parts or any other 
promises can be fulfilled as soon as convenient for the 
customer. Sales leads and follow-up calls are kept in a 
“Do-it-today” box, where each salesman makes a daily 


check. 





for Dust Control Jobs 


Here’s a check list for contractors to use as a guide in choosing the proper size and 


type of control equipment to do the best possible job at the lowest cost 


By John M. Kane 


Manager, Dust Control Products 
American Air Filter Co., Inc. 


LAST MONTH we appraised various situations that called 
for specific dust collecting equipment, considering the 
application factors involved. In this discussion we will 
inspect the control devices themselves, comparing the 
characteristics of the equipment to the job to be done. 

Evaluation of dust collectors should include considera- 
tion of the factors discussed below. 

Collection efficiency required: Minimum acceptable 
performance will depend on plant location, dust con- 
centration, particle size range, local meteorological prob- 
lems, community or state regulations, the point of cleaned 
gas discharge. The larger the exhaust volume, the higher 
the efficiency usually required with the accompanying in- 
creased mass rate of emissions. Even in isolated areas, 
the parking lot for employees’ automobiles can be a 
source of grievance and complaint from settled material 


on car finishes. 


For most applications, collection efficiency stated as 
a percentage removal by weight of the entering con- 
taminant will be a sufficient gage of performance. Where 
particle size cannot be defined or measured, collection 
efficiency can be expressed by degree of removal in cer- 
tain size fractions usually plus 325 mesh, 20 to 44 mi- 
crons, 10 to 20 microns, 5 to 10 microns; sometimes 
1 to 5 microns and less than 1 micron. (Checking of 
fractional size guarantees involves tedious, expensive 
analysis of samples and answers will vary with the 
technique used.) Where cleaned air is recirculated to 
the occupied space, air cleanliness expressed in number 
of particles by count per cu ft of air seems to be the 
most significant. Where air pollution control (as op- 
posed to “public nuisance” elimination from settled 
coarser materials) requires a high degree of sub-micron 
removal, visible standards (usually expressed vaguely 
in degrees of capacity) may be necessary although there 
is no known correlation between visible appearance and 
a concrete measurement in terms of weight. 

An excellent guide is the selection of equipment with 
the highest order of contaminant removal available at 
the most reasonable installed, operating, and maintenance 
costs. (See pages 69, 70 and 71.) 
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Tab'e 1—FAMILIARITY WITH DUST COLLECTOR characteristics is basis for wise choice of equipment based on under- 
standing of the dust or gas properties and decision of amount of cleaning required 





High Efficiency Wet Fabric High Voltage 
Centrifugals Collectors Collectors Electro-Static 
Efficiency, particles less than 1 micron Poor Poor Poor to tair 
Efficiency, particles of 1 - 10 microns Poor Poor to fair Fair to good 
Efficiency, particles of 10 - 20 microns Poor Good Goo 
Efficiency, particles of over 20 microns Fair to good Good 
Abrasion Resistance Fair Fair Good 
Handles Sticky, Adhesive Materials Fair Poor Poor to good 
Bridging Material Gives Troubles Slight Yes 
Fire or tx losion Hazard Minimized Pair Fair 
Can Handle Hygroscopic Materials Yes Fair es With care With care 
Large Foreign Socerials Cause Plugging Seldom Yes Seldom to yes Seldom Yes 
the Ettect of Gas Stream Variations 
Maximum temperature standard construction 750 F 750 F No Limit 180-275 F 750 F 
Troubles from condensed or entrained mists or vapors Slight Considerable Considerable Some 
Corrosive gases attack standard construction Slight Slight Severe Slight Slight 


Effect of Dust Variations ___ Cyclones _ 











the collector 
Space Large Modest Modest Modest to large Large 
Pressure drop 1-2 in. 3-5 in. 3-6 in. 2-6 in. 1-2 in, 
Reduced volume adversely affects collection efficiency yes Yes-with Depends on No No 
most designs design 





Table 2—USUAL AIR CLEANER SELECTIONS for industrial processes are based on installations encountered under many 
conditions and doing a variety of jobs 





Collector Types Used in Industry 


High Effi- High Voltage See 
ciency Wet Fabric Electro Remark 
Operation Concentration Particle Sizes Cyclone Centrifugal Collector Arrester Static No. 
Ceramics 
a) Raw Product Handling light fine rare seldom frequent frequent 
b) Fettling light fine to medium rare occasional frequent frequent 
c) Refractory Sizing heavy coarse seldom occasional frequent frequent 
d) Glaze & Vitr. Enamel Spray moderate medium no no usual occasional 











Chemicals 
a) Material Handling light to moderate fine to medium occasional frequent frequent frequent 
b) Crushing, grinding moderate to heavy fine to coarse often frequent frequent frequent no 
c) Pneumatic Conveying very heavy fine to coarse usual occasional rare usual no 
d) Roasters, Kilns, Coolers heavy medium to coarse occasional usual usual rare often 
Coal Mining & Power Plant 
a) Material Handling moderate medium rare occasional frequent frequent no 
b) Bunker Ventilation moderate fine occasional frequent occasional frequent no 
c) Dedusting, air cleaning heavy medium to coarse frequent frequent occasional often no 
d) Drying moderate fine occasional occasional frequent no no 
Flyash 
a) Coal Burning-chain grate light fine no rare no no 
b) Coal Burning-stoker fired moderate fine to coarse rare usual no rare 
c) Coal Burning-pulverized fuel heavy fine rare frequent no frequent 
d) Wood Burning varies coarse occasional occasional no no 
Foundry 
a) Shakeout light to moderate fine rare rare rare no 
b) Sand Handling moderate fine to medium rare rare usual rare no 
c) Tumbling Mills heavy medium to coarse no no frequent frequent no 
d) Abrasive Cleaning moderate to heavy fine to medium occasional occasional frequent frequent no 
Grain Elevator, Flour and Feed Mills 
a) Grain Handling light medium usual occasional rare occasional no 
b) Grain Dryers light coarse occasional no no no no 
c) Flour Dust moderate medium usual often occasional frequent no 
d) Feed Mill moderate medium usual often occasional frequent no 
Metal Melting 
1) Steel Blast Furnace heavy varied frequent frequent no frequent 
b) Steel Open Hearth moderate fine to coarse no doubtful possible probable 
c) Steel Electric Furnace light fine no considerable occasional rare 
d) Ferrous Cupola moderate varied rare frequent occasional occasional 
e) Non Ferrous Reverberatory varied fine no rare ? ? 
f) Non Ferrous Crucible light fine no no rare occasional ? 
Metal Mining & Rock Products 
1) Material Handling moderate fine to medium rare occasional usual considerable ? 
b) Dryers, Kilns moderate to heavy medium to coarse frequent frequent frequent rare occasional 
c) Cement Dryer moderate fine to medium rare frequent occasionai no occasional 
d) Cement Kiln heavy fine to medium rare frequent rare no considerable 
e¢) Cement Grinding moderate hine fare rare no frequent rare 
f) Cement Clinker Cooler moderate coarse occasional occasional ? ? ? 
Metal Working 
a) Production Grinding, scratch 
brushing, abrasive cut-off light coarse frequent frequent considerable considerable 
b) Portable and swing frame light medium rare frequent frequent considerable 
c) Buffing light varied frequent rare frequent rare 
d) Tool Room light fine frequent frequent frequent frequent 
e) Cast Iron Machining moderate varied rare frequent considerable considerable 
Phaimaceutical & Food Products 
a) Mixers, grinders, weighing 
blending, bagging, packaging light medium frequent frequent frequent 
b) Coating pans varied fine to medium rare frequent frequent 
Plastics 
a) Raw Material Processing (Sec 
Comments Under Chemicals) 
b) Plastic Finishing light to moderate varied frequent frequent frequent frequent 
Rubber Products 
a) Mixers moderate fine no no frequent usual 
b) Batchout Rolls light fine no no usual frequent 
c) Tale Dusting and Dedusting moderate medium no no frequent usual 
d) Grinding moderate coarse often often frequent often 
Woodworking 
a) Woodworking Machines moderate varied usual occasional rare frequent 
b) Sanding moderate fine frequent occasional occasional frequent 
c) Waste Conveying, Hogs heavy varied usual rare occasional occasional 
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REMARKS PERTAIN to last column in Table 2 


1) Dust released from bin filling, conveying, weighing, mixing, 
pressing, forming. Refractory products, dry pan and screening opera- 
tions more severe. 

2) Operations found in vitreous enameling, wall and floor tile, 
pottery. 

3) Grinding wheel or abrasive cut-off operation. Dust abrasive. 

_ 4) Operations include conveying, elevating, mixing, screening, weigh 
ing, packaging. Category covers so many different materials that spe 
cific recommendation will vary widely. 

5) Cyclone and high efficiency centrifugals often act as primary 
collectors followed by fabric or wet type. 

6) Usual set up uses cyclone as product collector followed by fabric 
arrester for high overall collection efficiency. 

7). Dust concentration determines need for dry centrifugal; plant 
location and product value the need for final collectors. High tempera 
tures are usual and corrosive gases not unusual. 

8) Conveying, screening, crushing, unloading. 

9) Remote from other dust producing points. Separate collector 
usual, 

10) Heavy loading suggests final high efficiency collector for all 
except very remote locations. 

11) Difficult problem but collectors will be used more frequently 
with air pollution emphasis. 

12) Public nuisance from boiler blow down indicates collectors are 
needed. 

13) Higher efficiency of electro-static indicated for large installations 
especially in residential locations. Often used in conjunction with dry 
centrifugal. 

14) Public nuisance from settled wood char indicates collectors are 
needed. 

15) Hot gases and steam usually involved. 

16) Steam from hot sand, adhesive clay bond involved. 

17) Concentration very heavy at start of cycle. 

18) Heaviest load from airless blasting due to higher cleaning speed 
Abrasive shattering greater with sand than with grit or shot. Amounts 
removed greater with sand castings, less with forging scale removal, 
least when welding scale is removed. 

19) Operations such as car unloading, conveyors, weighing, storing. 

20) Collection equipment expensive but public nuisance complaints 
becoming more frequent. 

21) In addition to grain handling, cleaning, rolls, sifters, purifiers, 
conveyors, storage, packaging operations are involved. 

22) In addition to grain handling, bins, hammer mills, mixers, 
feeders, conveyors, bagging operations need control. 

23) Primary dry trap and wet scrubbing usual. Electro-static is 
added where maximum cleaning required. 

24) Cleaning equipment seldom installed in past. Air pollution 
emphasis indicates collector use more frequently in future. 

25) Where visible plume objectionable from air pollution standards, 
use of fabric arresters with greater frequency seems probable. 

26) Most cupolas still have no collectors but air pollution and 
public nuisance emphasis is creating greater interest in control equip 
ment. 

27) Zinc oxide loading heavy during zinc additions. Stack tempera 
tures high. 

28) Zinc oxide plume can be troublesome in certain plant locations 

29) Crushing, screening, conveying, storage involved. Wet ore often 
introduces water vapor in exhaust air stream. 

30) Dry centrifugals used as primary collectors often followed by 
final cleaner 

31) Collection equipment installed primarily to prevent public nui 
sance. 

32) Collectors usually permit salvage of material and also reduce 
nuisance from settled dust in plant area. 

33) Salvage value of collected material high. Some equipment used 
on raw grinding before calcining 

34) Coarse abrasive particles readily removed in primary collector 
types. 

35) Roof discoloration, deposition on autos can occur with cyclones 
and less frequently with dry centrifugal. Heavy duty air filters some 
times used as final cleaners in such instances. 

36) Linty particles and sticky buffing compounds can cause trouble 
in high efficiency centrifugals and fabric arresters. Fire hazard is also 
often present 

37) Unit collectors extensively used, especially for isolated machine 
tools. 

38) Dust ranges from chips to fine floats including graphic carbon. 

39) Materials involved vary widely. Collector selection may depend 
on salvage value, toxicity, sanitation yardsticks. 

40) Controlled temperature and humidity of supply air to coating 
pans makes recirculation from coating pans desirable. 

41) Manufacturers of plastic compounds involve operations allied 
to many in chemical field and vary with the basic process employed 

42) Operations are similar to woodworking and collector selection 
involves similar considerations 

43) Concentration is heavy during feed operation. Carbon black and 
other fine additions make collection and dust free disposal difficult 

44) Often no collection equipment is used where dispersion from ex 
haust stack is good and stack location favorable. 

45) Salvage of collected material often dictates type of high effi 
ciency collector employed. 

46) Fire hazard from some operations must be considered. 

47) Bulky material. Storage for collected material is considerable, 
bridging from splinters and chips can be a problem 

48) Production sanding produces heavy concentration of particles 
too fine to be effectively caught by cyclones or dry centrifugals. 

49) Primary collector invariably indicated with concentration and 
partial size range involved. Wet or fabric collectors when used are 
employed as final collectors 
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Types available: A review of the problem against the 
dust and gas stream characteristics and a decision on 
degree of cleaning required will eliminate certain types 
of equipment from consideration and permit more care- 
ful evaluation of the remaining possibilities. Table 1 
may be of assistance at this phase of a collector selec- 
tion procedure. It shows usual relationships between 
the basic groups of collector designs. 

Indoor or outdoor collector location: Space required 
and space available will determine collector location. 
Outdoor locations suffer greatly from neglect, and may 
require protection against freezing or condensation. Dur- 
ing cold or rainy weather and during night operation, 
there are few workmen who will follow prescribed sched- 
ules of inspection, servicing or preventive maintenance 
where the collector is in an exposed outdoor location. 

Installation work required: Amount and cost of in- 
stallation work is an extreme variable with different 
designs. Such costs can outweigh and make unattractive 
a product whose f.o.b. factory price might be substan- 
tially below that of other designs. 

Provisions for material salvage or disposal: Decisions 
on disposal of collected material must be a part of ini- 
tial discussions, because collector location, use of wet 
or dry devices, storage capacities and selection of ma- 
terial handling equipment will be important factors in 
determining the type and arrangement of collector best 
suited for a particular problem. 

Provisions for maintenance: Any dust collector will 
require some attention. Generally, the higher the order 


of cleaning, the more routine inspection and servicing 


is required. Be certain that access platforms and perma- 
nent ladders are provided to encourage the attention 
needed and provide maximum safety for personnel. 


Study—Then Bid 


It is good practice to study collector installation, op- 
eration, and maintenance instructions before bidding 
rather than after the collector has been sold. 

Need for makeup air supply: If the total volume ex- 
hausted from the room or building exceeds two air 
changes per hour, serious consideration should be given 
to the makeup air supply. Heating costs will be less, 
cold drafts will be reduced, and exhaust systems will 
function as planned. Well located makeup air discharges 
can increase exhaust system effectiveness. 

Installation, operating and maintenance costs: No com- 
parative evaluation of collectors is complete without an 
appraisal of these items. Collector purchase price is often 
a small portion of total cost. When submitting bids for a 
collector installation, erection, supervision, foundations, 
wiring, plumbing, disposal equipment and accessory 
equipment are not usually included with the proposal. 

Table 2 shows types of dust collectors encountered 
for a wide range of industrial processes. While many 
of the ratings are purely arbitrary, they may serve as a 
check against conclusions reached by analysis of the 
factors outlined in this discussion. 





‘Naturals’ for heating larger homes: 


This is another in a reg- 
ularly-scheduled group of 
articles appearing in 
American Artisan 
the general heading 
** ‘TRAINING PROGRAM’. . 
IN PRINT.’’ These articles 
are especially prepared to 
help dealers in developing 


under 


know-how in all phases of 
their organizations. Previ- 
ous articles have dealt 
with electrical problems as 
they affect the dealer’s air 
conditioning — installations, 
with humidity control using 
a heat pump, and with var- 
ious tech- 


niques developed to attain 


management 


the best possible operating 
conditions. This month we 
turn to two recommended 
methods of air distribution 
in modern rambling and 
split level homes. 


Zone and Bypass Control Systems 


THERES AN OLD ADAGE that 


goes 


Happiness is where you find it,” 


but this saying cannot usually be 


adapted to human comfort. Comfort 
is made, not found, though there are 
found 


new ways continually being 


The dealer’s choice of variable or constant 


volume air distribution system will depend on the 


situation and on his personal preference. 


Here’s a rundown on each, as alternative suggestions 


for meeting today’s complex comfort demands 


to assure comfort for more people 
in more places. Two methods being 
used more today than in the past 
to provide comfort during the pe- 
riods when heat is required are the 


zone control system and the bypass 


system for tempering the air of 
forced air heating systems. 

These methods — in principle - 
have been used a long time on large 
installations. The increased popular- 


ity of the ranch style house that 
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IN THIS ZONE system, dual duct distribution is used; 


note the split duct at upper left 


spreads over considerable area and, 
in some cases, seems to ramble all 
over a city lot, and of the tri-level 
house have brought about heating 
problems never before faced by the 
heating dealer-contractor regardless 
of the type of heating he has been 
trained to sell and install. It has been 
the warm air heating dealer, armed 
with the versatility of the air distri- 
bution system, who has solved the 
problem best. The use of either the 
zone control system or the bypass air 
modulation principle has permitted 
the dealer to supply just the right 
amount of heat, at the right time, 
to the right place. 


How Zone Control Works 


The zone control system for a two 
zone residential application works 
this way: The duct system is divided 
in such a manner that usage, ex- 
posure and structural characteristics 
are given their proper evaluations 
and air distribution provided to bal- 
ance approximately the heat loss in 
each zone. For three, four or more 
zone systems the balancing of the 
heat load is not nearly as important 
as in a two zone system because the 
closing off of one zone does not send 
most of the air into one other zone. 
After the zones have been decided 
a duct damper is installed near the 
point where the duct system for one 


of the zones begins. A modulating 
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TWO VIEWS of damper linkage show proper way to 


line up linkage with dampers and modulating motor 


damper motor is installed and con- 
nected to a duct damper. A ther- 
mostat is installed in a suitable loca- 
tion in the zone and electrically con- 
nected to the modulating damper 
motor. 

The damper motor is also tied into 
another electrical circuit that includes 
an outdoor actuated 
thermostat, a supply plenum ther- 


temperature 


mostat and the usual fuel burner 
controls. 


Supply Air Ready for Use 


When there is a drop in tempera- 
ture in Zone 1, the thermostat closes 
the circuit to the damper motor. The 
motor opens the damper so heated air 
may flow to the area. The heated 
air in the supply plenum is main- 


tained at a temperature suitable for 
distribution to the area requiring 
heat by the relationship existing be- 
tween outdoor temperature and the 
supply air temperature through an 
inside-outside temperature controller 
which operates the burner. This 
relationship is automatically main- 
tained by the control circuit and is 
based on the rate at which heat is 
being lost from the building. The 
outdoor thermostat is usually located 
on the north wall. 

When sufficient heat has been add- 
ed to Zone 1, the thermostat indi- 
cates this satisfaction to the damper 
motor, which reflects the equilibrium 
between heat loss and heat supply 
by moving to a position that reduces 
the volume of air to Zone 1. The 
same sequence of operation is fol- 














Bypassed air 


DAMPER ARRANGEMENT in bypass system tempers supply air by 
mixing warm furnace air with unheated air 





lowed in Zone 2, which is independ- 
ent of the 


in Zone 1. 


conditions that exist 


Dampers Close, Circuits Open 


When heat is not required by 
either zone, both zone dampers are 
closed with the result that both the 
burner and blower circuits auto- 
matically open stopping both of these 
components until heat is again re- 
quired. 

This type of air distribution system 
does not use a constant volume of 
air to the zone at all times. The air 


volume varies with the rate of heat 


loss and is controlled by the posi- 


tion of the zone damper. This might 
be classified as a variable volume 
air distribution system. 


Bypass System Is Alternative 


A second way of controlling this 
two zone system is by the use of face 
and bypass dampers actuated by a 
damper motor which is responsive 
to control elements similar to those 
used in the zone control system. How- 
ever, the bypass air modulation sys- 
tem works on a different principle 
than the zone control system in that 
not all of the air passing through the 
furnace blower passes over the fur- 
nace heat exchanger. This type of 
air distribution system is classified 
as a constant volume system. Each 
zone is controlled independently of 
the other and has its own set of 
face and bypass dampers. 

The use of face and bypass dam- 


pers makes it possible to temper the 
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supply air by mixing heated air 
from the furnace with unheated air 
directly from the system. 
These face dampers and bypass dam- 
pers are usually mounted at right 
angles to each other and may be 
either single blade, opposing blade 
or louver types. Both dampers are 
interconnected and operate from a 


return 


single damper motor; as one damper 
opens the other closes so that the 
volume of air being passed over the 
heat exchanger will vary directly with 
the volume of air being bypassed 
around the heat exchanger. 

Each zone is controlled by its own 
thermostat and with this type of 
system it is both possible and prac- 
tical to maintain each zone at a dif- 
ferent temperature. 

When both zones are thermostat- 
ically satisfied, the bypass dampers 
will be fully open and the face damp- 
ers closed. The control circuit then 
shuts off the burner and stops the 
blower motor. 


Built-in Bypass Available 


Some furnace models now include 
the built-in bypass system; however, 
standard furnace models can be 
adapted to this type of system by 
tapping the blower discharge plenum 


and joining the supply trunk at the 





WHAT'S YOUR PROBLEM? 


The American Artisan’s 
‘TRAINING PROGRAM’ — IN 
PRINT will explain the whys 
and wherefores of some of 
the dealer’s problems, tell 
what to do about them. You 
will want the members of 
your organization to study 
these articles carefully, keep 
them for future reference . . 
. . If you have a problem 
you’d like to see covered, 
write Clyde M. Barnes, Editor, 
American Artisan, 6 N. Michi- 
gan Ave., Chicago 2, lil. 











furnace discharge with a short sec- 
tion of duct. The duct furnace is 
also very adaptable to this type of 
tempered air distribution system. 
Air distribution systems that lend 
themselves to the use of three, four 
or more zones are usually found in 
larger houses, either ranch, tri-level 
or two story models, The air distri- 
bution systems for these applications 
are designed to supply air to only 
one part of the house — that por- 
tion that will form an integral liv- 
ing area. This will be known as the 
zone and will be independently con- 
trolled by its own thermostat and 
modulating damper assembly. 


Four Zones Are Independent 


An example of how a ranch style 
a full 


might be zoned into a four zone sys- 


house built over basement 
tem is as follows: Zone 1, kitchen and 
dining room; Zone 2, living room 
and den; Zone 3, all three bedrooms; 
Zone 4, basement recreation and 
game rooms. A fifth zone could be 
made of the furnace room and the 
utility room, but the in-transit heat 
loss normally occurring where duct- 
work is exposed and from the fur- 
nace itself usually is sufficient for 
this area. 

Each of the four zones mentioned 
would be independently controlled by 
thermostat and motorized 
damper assembly. The air distribu- 


tion system could be either the var- 


its own 


iable volume or the constant volume 
type. Here, individual preference of 
the heating dealer will be the de- 
ciding factor. 


What Are Advantages? 


An example of how a saving in 
fuel can be achieved by the use of 
zone systems might be a home in 
which the basement recreation zone 
is not in use during early morning 
hours and on days when children 
are playing outdoors. The thermostat 
for this area can be turned down 
manually when the last person leaves 
that room and moved to the desired 
temperature setting when the rooms 
are again in use. The zone system 
plays an important part when this 
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DEALER S. S. SNYDER adjusts the 
coordinating control for outside-in- 
side thermostats and fuel burner-by- 
pass damper relationship 


type of operation is used by the 
homeowner because when a zone is 
put into full use the additional heat 
required to bring it up to tempera- 
ture is quickly supplied in the right 
volume at the right temperature 
Another advantage of the zone 
control system of air distribution is 
illustrated in this example: Suppose 
a ranch style house, using large glass 
areas on both the north and south 
sides was so zoned that when the 
sun shining through the glass on the 
south side provided sufficient heat 
for the rooms in that zone, only a 
small volume of furnace heat would 
be required; however, the northern 
exposure would be subject to cold 
winds wiping the glass areas and ex- 
tracting heat from the rooms on that 
side of the house. With a zone con- 
trol system, the correct quantity of 
heat would be provided to match 
the rate of heat loss of each zone. 
Other points that can be taken 
into consideration when selling zone 
control are: variations in wall con- 
struction of houses; wings extending 
from main portions of the build- 
ing; unequal floor levels or ceiling 
heights; and rooms served by un- 
usually long duct runs. Add to these 
variations other selling points such as 
pride of ownership, healthful tem- 
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REAR DAMPER bearing location is 
important to prevent damper binding; 
note marks for bearing location 


peratures (no overheating or under- 
heating) ; economy of operation; and 
convenience. 


How To Install Dampers 


The success of any zone system 
will depend upon the quality of the 
installation. The most important fea- 
ture to check carefully — other than 
usual good practice for furnace and 
duct erection — is the installation of 
duct dampers and modulating motor 
assemblies. The following is recom- 
mended for this procedure: Deter- 
mine the exact location for the front 
and rear damper bearings. Measure 
the damper slot, check the location 
against the opposite bearing location 
before cutting the duct. Most im- 
portant is that the bearings be ex- 
actly opposite one another or the 
damper will not turn freely after 
being installed in the duct. Attach the 
modulating motor to the duct and be 
sure that the duct damper shaft 
extends as far from the duct as the 
modulating motor shaft. This per- 
mits the installation of the linkage 
between motor shaft and damper 
shaft to be parallel with the duct. 
It is most important that this link- 
age be permitted to operate free of 
bindage, which will occur when the 


BYPASS DAMPER arrangement is 
used for a multi-zone system. Here 
each zone has its own mixture and 
volume of heated air to match the 
heat loss of the area it supplies. 


connecting rod is diagonally con- 
nected between motor and damper 
shafts. 

A dealer who has installed a num- 
ber of the zone and bypass systems 
is S. S. Snyder, the Waterbury Co., 
Minneapolis. Mr. Snyder has this to 
say: 


“The day of the one zone system 


has passed for most houses, and this 
means many of the smaller houses, 
too. We talk zone and bypass control 
to every prospect and their interest 
leads me to say that they comprehend 
the principles involved and accept 
our recommendations because they 
are reasonable and make sense to the 
average layman. Our best salesmen 
are the customers who were the first 
to approve our zone plan. Everyone 
is a zone system booster.” 


Use It for Cooling, Too 
Although | this 


based upon zone and bypass control 


article has been 
systems for heating, the same system 
of air distribution can be readily 
adapted to summer cooling by in- 
stalling a combination heating and 
cooling thermostat for each zone. The 
type of circuit and controls needed 
will depend upon the type of heating- 
cooling unit used, 
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It’s tough these days to find salesmen but you can find 


good men who will learn the art of professional salesmanship 


By Robert G. Mihan 


Merchandising Consultant 


PROBABLY NO single factor will have 
more importance in the dealer’s cam- 
paign to build his heating and air 
conditioning sales volume than the 
capability of his salesmen. And hir- 
ing the right man at the outset will 
avoid wasting valuable training time 
and expense on a man who may not 
measure up. 

This article then, will present help- 


ful information for locating and 


screening of potential salesmen. 

A survey made in 1949 by the Na- 
tional Sales Executives, Inc. points 
up the importance of giving more at- 
tention to the choice of salesmen. 
This survey, which analyzed many 
problems involved in the selection 
and training of salesmen, included 
the question, “Do you know for sure 
if your system of picking salesmen 
is reliable?” Out of 546 replies, 214 
said yes, 199 were undecided, and 
133 said no. 

My work with successful sales ex- 





1. Unsolicited applicants for 
jobs with your company 

2. Your part time salesmen 

3. Recommendations by your 
salesmen and others 


1. Newspaper display or 
classified advertising 

2. Recommendations of 
wholesalers and their 
salesmen 





How To Locate Salesmen 


Inside your organization or through personal contacts 


Outside sources available by request or investigation 


4. Present employees in en- 
gineering, service or other 
departments 

5. Women engaged in club 
activities or career women 
with useful contacts 


3. Recommendations from 
other business men 

4. Employment agencies 

5. Colleges and business 
schools 








ecutives corroborates these figures 
and I am convinced that a good sys- 
tem for scientifically selecting pro- 
spective salesmen is vitally important. 


Here is a suggested plan: 


Set Up Training Program 


1) Get ready to train, then select 
the best prospective salesmen you 
can find. There are two things a 
sales manager or owner of a retail 
heating or air conditioning business 
must accomplish in order to build a 
successful selling organization: 

a) Whether you are hiring one 
salesman or more, get all the sell- 
ing training tools ready first, then 
set up a planned sales program de- 
signed to prepare the right man 
properly for his sales job. Be sure 
you select a man who has the ca- 
pacity to learn. 

6b) Don’t think of adding a man 
to sell for you until you are ready, 
willing and able either to train 
him yourself or to provide another 
member of your staff to do it. Be 
sure the candidate is sold on you 
personally, on your company and 
on his opportunities for profit as 
a salesman. 

2) When ready to hire 
salesmen, keep in mind these basic 


suggestions: 


you're 
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a) Use all the methods outlined 
in this article to attract sales can- 
didates. 

b) Qualify applicants briefly by 
a quick appraisal of whether they 
might be the right men for the 
jobs. 

c) If in the first five minutes a 
candidate has impressed you favor- 
ably, give him in return a five 
minute outline of the details of 
your business and his opportunities 
with your company. 

d) Have him complete a special 
sales application form (see illus- 
tration) which will provide an ac- 
curate outline of his education, 
sales experience and personal back- 
ground. 

e) Make a study of his applica- 
tion form, his background, his 
standing in the community and 
other points. 

f) If you decide to hire him, 
plan his on-the-job training pro- 
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gram to fit the individual into your 
organization. 

g) Last, but probably most im- 
portant, measure his progress and 
provide more and more on-the-job 
training until you have produced 
a top volume professional sales- 
man. Go out with him and show 
him how to sell. 


Seek Trainees Or ‘Experts’? 


Employers often complain that 
their newspaper ads for experienced 
salesmen fail to produce the desired 
results. On the other hand, I have 
heard many sales managers and busi- 
ness owners say their ads for pro- 
spective salesmen who would like 
to learn to sell heating and air condi- 
tioning equipment have brought high- 
ly satisfactory returns. 

This latter group of employers, it 
seems to me, is on the right track. 
Their entire program of advertising, 


screening, selecting and hiring of 
salesmen is geared to a viewpoint of 
training. And some sort of training 
program, even for experienced sales 
personnel — in the basic policies of 
a particular company — is a must 
for any dealer. I encounter many ex- 
amples, in my contacts, of successful 
people whose sales volumes have been 
boosted directly by sales development 
programs designed to train men to 
sell their products using the tech- 
niques they have found to bring re- 
sults under circumstances with which 
they are thoroughly familiar. 


Look Around You 


Before you replace one of your 
present salesmen, make sure he can’t 
be improved by further training. Be 
sure he receives the same opportunity 
to learn that you would give a new 
salesman. My investigations have 
often resulted in recommendation for 
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further training of salesmen whose 
production has been mediocre. Ad- 
ditional training might produce a 
new outlook that could increase his 
sales volume. However, the decision 
to further train must be based on 
confidence in his capacity to respond 


favorably. 


Travel With Him 


My investigations of on-the-job ac- 
tivities of dealer, manufacturer and 
distributor salesmen have often un- 
their field 


selling techniques. Time spent travel- 


covered weaknesses in 
ing with these men often reveals these 
weak spots in their presentations; 
and further training often places an 
unproductive man on the road to suc- 
cessful sales. The point is that you 
may save money and time by salvag- 
ing a salesman who can respond to 
additional development. 

A lot depends on the setup of your 
sales- 
back- 


ground in heating can often do a 


particular business but many 
men without the technical 
fine sales job when supported by 
your own or your engineers’ assist- 
ance in handling the technical end 
of the job. In other words, even if 
your salesman cannot learn all the 
technical details required to button 
up the jobs, he can still be valuable 
to you in a sales capacity. Amazing 
results have been obtained from men 
who are very popular or have enough 
personal contacts to locate sales pros- 
pects. More amazing are the results 
obtained by men who haven't the 
friends and personal contacts but 
possess the ability to canvass for 
business. 


Part time salesmen often prove to 


be an asset and I recommend that 
they be paid the same commission as 
full time salesmen if they can close 
their own sales. If they have trouble 
closing, they can be set up in the 
“bird dog” category with their deals 
closed by full time salesmen. A full 
time man should have no objection 
to giving up say 21% percent of his 
regular commission to obtain a lead 
he couldn’t have obtained if it hadn’t 
come via the “bird dog” route. Also, 
part time and bird dog salesmen 
very often are able to carve their own 
paths to full time selling. Many times 
a part time or temporary man culti- 
vates an interest in selling as a career 
as a result of his experiences or his 
financial gain; through his part time 
sales employment this man might 
find out he has the ability and de- 
sire to sell. 

College students are likely pros- 
pects for part time work; many of 
these young people will be glad to 
canvass house to house for leads and 
spend full time canvassing for heat- 
ing and cooling business during the 
summer. For example, several years 
ago a young man sold part time for 
me while he attended engineering 
school, stayed on as a full time sales- 
man when he graduated, and today 
after almost 10 years of selling ex- 
perience he enjoys a responsible sales 
position with a large manufacturing 
concern, 


Explore Inside Contacts 


Men employed in engineering and 
service departments are not usually 
adapted to or interested in trying to 
sell, but when they do they can be- 
come valuable salesmen because of 
their intimate product and engineer- 
ing knowledge. 

A potential salesman recommended 
by one of your own salesmen is a 
good prospect because your man al- 
ready knows the candidate and has 
interested him in your company and 
its products. 

Saleswomen have been used very 
productively in the real estate field 
and heating-air conditioning dealers 
active club 


might consider that 


women who could turn up many 


valuable leads might like to earn a 


commission. Many women are also 
anxious to obtain part or full time 
sales positions to add to their family 
incomes. And who is better able to 
put across the family comfort story 
of year ‘round air conditioning? 


Develop Outside Sources 


There are many excellent outside 
sources for locating sales recruits. 
Let’s look them over. 

Newspaper display and classified 
advertising are the most productive 
methods of locating salesmen; how- 
ever, I can caution from long ex- 
perience that wording of the ad is 
of utmost importance. Layout of the 
ad also is important, and small sup- 
plementary ads work well after a 
larger ad has appeared once or twice. 
Classified ads should be one column 
wide and | have found that 3 in. is 
deep enough. Display ads in the fi- 
nancial section will usually be ef- 
fective in a two column by 2 in. size. 

Wholesalers and their salesmen are 
familiar with the territory surround- 
ing your business and often know 
of salesmen who are seeking a change 
in employment. Your wholesaler sales- 
man is a friend who knows you and 
your business well. He will be glad to 
help you too, because he knows that 
a new salesman will increase his busi- 
ness as well as yours. 

Business men in non-competitive 
activities, lodge or club acquaintances 
and other personal contacts are often 
able to provide leads for prospective 
salesmen. 

Employment agencies are a pos- 
sibility but I would never rely on 
this source alone because they lack 
the understanding of the kind of 
person needed to fill positions as 
heating and air conditioning sales- 
men and often are not inclined to do 
a thorough job of screening an ap- 
plicant for your needs. 

Look for full time sales recruits 
in graduating classes of colleges and 
business schools which specialize in 
sales- 


business administration and 


manship. Many of our larger com- 


panies, for example, invite these 
students to plant tours and lectures 


given by members of their sales ex- 


AmerIcAN ARTISAN, Marcu 1956 





**Your side of the interview should 


stress selling as a professional career”’ 


ecutive staffs. You will find that talks 
with members of a graduating class 
might turn up a number of young 
men interested in selling as a career. 


Interview Climaxes Search 


Once a prospect has been located, 
the all-important interview is set up. 
Here impressions are formed which 
will eventually lead to a decision by 
both parties, and a properly con- 
ducted interview is extremely im- 
portant in making sure the impres- 
sions are accurate. Following a few 
suggestions outlined here will help 
the dealer get the most from the in- 
terview and from the prospect’s ap- 
plication. 

One point to be emphasized at the 
beginning is the prospect’s appear- 
ance. You will want a well dressed 
man to represent you. Sales training 
authorities have long agreed that your 
salesman is a reflective mirror of 
your business. 

While the 


completes a formal detailed applica- 


prospective salesman 
tion form, you will find it extremely 
helpful to analyze your impressions 
from your verbal interview with the 
man. Many employers have a screen- 
ing form on which is noted the re- 
sults and impressions of their pre- 
liminary interview with the appli- 
cant. 


Use Interview Sheet 


The interview sheet illustrated is 
self-explanatory but it might be ad- 
visable to amplify some of its points. 
The interviewer might think of him- 
self as a customer who might be 
buying a product from the applicant. 
If you believe you could give this 
prospective salesman an order and 
have full confidence in his ability to 
follow through to your satisfaction, 
the candidate is probably the type 
of man you want to hire. 
salesman 


should 


A prospective 
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have a good imagination to the ex- 
tent that he can size up a prospect 
without allowing his imagination to 
run out of bounds. 

Try to determine if the candidate 
is the type of man who will accept 
constructive criticism which will im- 
prove his selling techniques. It has 
been found that men with little or 
no experience may become success- 
ful salesmen if success is indicated in 
their former non-selling employment. 


Application Completes Picture 


By now, the prospect has com- 
pleted filling out his formal applica- 
tion. This form presents valuable in- 
formation on his personal, education- 
al and business experience. There are 
numerous acceptable forms available 
for those who desire greater detail 
in the preparation of the sales em- 
ployment application, but most deal- 
ers will find the abbreviated form 
(see illustration) contains all the 


essential information they need. 
Dealers might mimeograph this form; 
with all the necessary information 
on one page, it will serve as a quick 
reference as to the applicant’s quali- 
fications. 

Your conversations with the ap- 
plicant will provide supplementary 
his family, his 
hobbies and his personal interests. 

Phone calls to the 


former employers and references will 


information about 


applicant’s 


top off your screening of his quali- 
fications and help you establish his 
reliability and fitness as a candidate 
for a sales job with your company. 


Stress Professional Selling 


When you find a good potential 
salesman, make sure he has the forti- 
tude to stick it out and not get dis- 
couraged if things don’t pan out 
quickly. Your side of the interview 
should present selling as a_profes- 


sional career, with financial rewards 


equal to those in any other field, but 
it should also stress that the financial 
rewards for his professional ability 
involve plenty of hard work. 


Does Candidate Check Out? 


Let’s put it this way — make a 
final analysis for your own benefit 
by using this check list: 

1) Did he 


nights ? 


object to working 

2) Would he go after business on 
his own or work only the leads you 
supply? Would he do some house-to- 
house, cold turkey canvassing in ad- 
dition to making other contacts that 
produce prospects? 

3) Would he work to make more 
money than it will require to sup- 
port his family comfortably? Or 
strive to make more than the quota 
set by his sales manager? 

4) Will he study his product and 
competitive makes extensively so he 
will be able to sell against competi- 
tion? 

5) Will he learn how to sell con- 
sumer benefits and not just mere 
“nuts, bolts, and thicknesses of steel” ? 

6) Will he try to become a truly 
professional salesman and not just 
an order taker? 

7) During temporary slumps from 
his own failure or any other cause, 
will he be loyal to your company 
and the lines he represents? 

8) Do you fully believe he will 
conduct himself so that everyone he 
contacts will admire him, his com- 
pany, and the product he represents? 

9) Does he have the capacity to 
recognize his own mistakes and profit 
by overcoming his own shortcom- 
ings? 

10) Does he now possess or can 
you provide the spark to light his 
fire of enthusiasm so he will be 
“aflame” with the outward appear- 
ance of sales success? 

Our next article will discuss a mer- 
chandising plan and salesmen’s aids. 
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Convenience is the Theme in 


. .. where the emphasis is on practical equipment 


location and storage facilities, and future expansion 





STORAGE LOFT has two levels for bins; second level 
is located over passageway. The 2 10 at right pro- 
vides access to the top tier of bins 


I 


MANY WARM AIR heating dealers today are feeling the 
need for additional working space in their shops. Some 
have done something about it. One who has is Francis 
E. Bockardt, Bockardt-Heat, Utica, N. Y. Mr. Bockardt 
grew up with the warm air heating business (his father 
was one of Utica’s earliest dealer-contractors) and the 
use of the tools and equipment found in every sheet 
metal shop is second nature to him. Thus, when he de- 
cided to build a new sheet metal shop he was well aware 
of the factors involved in equipment location, working 
space and convenience. The floor plan of the shop shows 
the engineering that entered into its layout. What the 
floor plan doesn’t show is the planning that has been in- 
corporated for expansion of the shop to handle a still 


larger variety of work. 


Future Growth Provided for 


The plan for expansion includes the structural details 
of the shop as it now stands yet it is expected that when 
the shop is enlarged the floor area will be doubled. With 
these plans in mind the roof for the present shop was 
slanted upward to one side of the building. When the 
time comes to add the second section, the west wall will 
be removed and the new roof slanted toward the west, 
making the peak of the roof at the present west wall. 


is written into the plans 


END VIEW OF SHOP illustrates planning which went 
into location of work bench (right), sheet metal working 
tools (left) and parts storage bins in background 


2 


The plans for the future can be carried out without 
concern for additional real estate, as the property to the 
west was purchased at the time the present shop location 
was acquired. 

In planning the shop, primary consideration was given 
the window area and lighting arrangement. Every effort 
was made to eliminate shadows. The 15 X 45 ft shop 
has twice as many longitudinal feet of glass as it has solid 
wall. One row of fluorescent lights is set over the work 
benches 2 ft from the east wall. The second row of lights 
is 6 ft from the west wall and directly over the line of 
tools in that area. Both rows of fluorescent lights run 
practically the entire length of the shop, ending about 
8 ft short of the south end. 


Equipment Layout Shows Foresight 


The primary consideration in locating the equipment 
in a new shop is that plenty of space be allotted between 
equipment and tools to permit workmen to move freely 
in and out with sheets and fabricated parts and yet be 
handy to the pattern layout bench. 

Another important consideration is the location of the 
sheet storage rack convenient to an unloading spot and 
easily accessible to workmen. Bockardt-Heat met this re- 
quirement by leaving one end of the shop open to the 
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Planned layout pays off in increased production 


garage where the sheet storage rack was set up at one 
side of the building. The rack was fabricated by Mr. 
Bockardt from 1144 X 1144 X \% in. angle iron (see il- 
lustration). It stands 96 in. high, has 15 shelves 42 in. 
wide. The top racks are used to store vent pipe for oil 
tanks. The remaining shelves are used for various gages 
and widths of sheet metal. 

A study of the floor plan will show the various pieces 
of equipment and their location. The stationary equip- 
ment (shear, brake and rolls) is located nearest the point 
where the sheet is being handled and the tools for use 
with the smaller pieces of metal are mounted on casters 
for mobility. 


Diffusers Made in the Shop : 
PATTERN LAYOUT BENCH is slanted toward the 
The shop is heated by a horizontal suspended furnace workman to enable him to reach far side of the sheet 


that supplies a perimeter heating system. The diffusers conveniently 
were fabricated in the company’s shop. They are similar 

to the baseboard type; however, they are located just 

beneath the window sills, run the entire length of the shop 

and discharge their air toward the flow. Mr. Bockardt 

explains that with this type of air distribution the air 

velocity can be high enough to fan out across the room 

and assure a good air temperature from floor to ceiling. 

He doesn’t recommend this type of system for residential 

use but has found it ideal for shop application. 

The two pattern layout benches are slanted (see photo) 
toward the worker. Mr. Bockardt says this makes it 
easier for the workman to reach the far side of the sheet 
and that any scratches made by the marking awl are 
easier to see. Each pattern bench is located next to a 
double window with a line of fluorescent lights directly 
above for use on cloudy days and when evening work is 
necessary. Each layout bench is 39 in. wide and 10 ft 
long. 


Between the two layout benches is a work bench 27 in. 


wide and 8 ft long. This bench has a vise and two man- SHEET STORAGE RACK is easily accessible for both 
drels. Between the end wall and the far pattern bench stocking (from front) and withdrawal (from rear) 
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6 GARAGE WALL is used for storage cabinets similar 
to this one which is for pipe fittings 


is another 27 in. 8 ft work bench with a heavy duty 
vise, anvil, and a combination power grinder and buffer. 

The north wall is utilized as a parts storage space. 
There are five shelves 12 in. deep running across the 
length of the wall; each has several partitions to keep 
the parts separate and to add rigidity to the shelf. 

The shop is directly connected to the two story, two- 
car garage, which also serves as the company’s warehouse. 
Each side of the garage is lined with shelves and cabi- 
nets. Each of the cabinets serves a separate purpose. 


There is one for registers and grilles, one for spare burner 
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GARAGE ALSO provides a handy 
and spacious temporary storage 
place. Shop is behind the garage, 
runs toward the next street 


parts, another for heating controls and a fourth cabinet 
for pipe fittings and copper tubing. The latter is a great 
time saver as each of the many types of pipe fittings are 
neatly stacked in separate compartments. The quantity 
on hand as well as the availability of the size fitting 
needed is well worth the time it takes to set up this 
system of storing pipe fittings. 

The second floor of the garage is the storage loft for 
duct section fittings. The high ceiling provides maximum 
storage space. To make it easy for workers to reach the 
upper tier of bins, a built-in platform (2 X 10 in. board) 
was erected in front of the center row of bins. 

The front of the loft has a 4 X 5 ft loading door so 
large cartons may be hoisted to the storage area. The 
stairway to the loft is against the north end. 


Truck Signs Bolster Advertising 


Mr. Bockardt’s talents aren’t restricted to engineering. 
He is a good merchandiser and keeps the public informed 
of his services. His trucks carry a message as they go 
about their daily routine. On each side of each truck is 
large clear lettering that gives his name, address and tele- 
phone number. It is easily read in the brief time the 
public has to see the truck while it’s passing a point. 
Above the compartments, which end about 18 in. below 
the top of the truck’s cab, is another sign. On a white 
background 5 and 6 in. letters form the words “Con- 
verting to Gas Heat?” Below this line is lettered “We 
have been installing gas heating for 18 years.” At the 
right of the sign, in 21% in. letters is: 

@ Free survey 

@ 24 hour service 

@ Modern sheet metal shop 
@ Installation guaranteed 
® Convenient terms 

Anyone interested in heating is bound to be attracted 
by such an appealing message and there is little reason 
to doubt that before long Mr. Bockardt’s plans for ex- 
panding the area of his sheet metal shop will be put 
to use. 
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HUGH REID'S SHEET METAL PATTERN 


Laying Out a 


Deck Ventilator for Small Boat 


... With 1:2 ratio of pipe to cone mouth 


air inlet and 5 to 10 deg pitch of the tapered end 


THE PATTERN PROBLEM for this month was requested 
by a subscriber to American Artisan, and since March 
is the month for getting small craft ready for late spring 
and summer sailing, consideration is given the small 
craft ventilator. The ventilator as presented in Fig. | 
is as effective as the round and oval type ship ventilator. 
It lacks the ornamental quality but is easier and cheaper 
to fabricate. 

The dimension ratio of the 1 in. pipe to the 2 in. 
cone mouth air inlet opening is the acceptable standard 
for most ship ventilators. The 10 deg pitch down as 
shown on Fig. 1 is flexible through 5 to 10 deg. 

Two other types of ventilators will be presented in 
future articles in this series. 

Fig. 3 is developed first; Fig. 4, the taper pattern, 
is developed from Fig. 3. The round pipe pattern, Fig. 
S. follows. 


Simplified Method Drawing, Fig. 3 — 


a) Draw the vertical center line marked CL. On 
this line establish the point O. To the right and through 
point O draw the center line of the intake cone at 80 
deg to the vertical center line. With point O as center 
and radius 14 in., draw a circle. 

b) From point O measure down 2 in. and mark the 
point D’. Through this point draw a line perpendicular 
to and extending on both sides of the vertical center 
line. From D’ measure 1% in. to the right and to the left, 
and mark the points A’ and G’. 

c) From points A’ and G’ draw lines perpendicular 
to line A’G’ and tangent to the 1 in. diameter circle. 

d) From point O, measure 1 in. to the right on the 
80 deg center line and mark the point S. Draw a line 
through point S perpendicular to the 80 deg center 
line. Measure 1 in. above and below point S and mark 
the points 1’ and 8. 


e) With S as center and radius 1 in., draw a half 
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circle to the right. Divide the half circle into six equal 
spaces and mark the points 1’, 2’, 3’, 4’, 5’, 6’, 8. 
Through the points draw lines perpendicular to and 
intersecting line 1’8’. Mark the points U, T, S, V and 
W. 

/) From point 8’ draw an extended line to the left 
and tangent to the circle. From point 1’, draw a line 
tangent to the circle to intersect the line drawn from 
8’ at point R. 

&) Mark the intersection point of the perpendicular 
line drawn from A’ and line R8’ with the number 1. 
Mark the intersection point of the perpendicular line 
drawn from G’ and line 1’R with the letter Z. Through 
points 1 and Z draw the intersection line of the round 
pipe and taper. 

h) With D’ on the round pipe diameter line as center, 
and radius 14 in., draw a half circle to intersect points 
A’ and G’. Divide the half circle into six equal spaces 
and through the points draw lines perpendicular to 
line A’G’ to intersect the line 1-Z. Identify the lines 
with the letters A, B, C, D, E, F, G. 

i) From point R, draw lines to points U, T, S, V, 
W on the 2 in. cone diameter line; from the intersection 
points of these lines and the cone pipe intersection line 
1-Z draw lines perpendicular to line RS to intersect the 
line R8’ at points 2, 3, 4, 5, 6 and 7. 


To Lay Out the Taper Pattern, Fig. 4 — 


a) Set a compass at line length R8’ (Fig. 3) and 
with point R as center, draw a long arc to the left of 
point 8’. 

b) From point R draw the work line marked R8. 
This line can be drawn in any position to the left of 
line R8’ (Fig. 3). Establish point 8. 

c) Set a compass at arc distance 1’2’ on the half 
circle (Fig. 3) and with point 8 (Fig. 4) as working 
point, step off 12 equal spaces around the arc. Mark 
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the points 6’, 5’, 4’, 3’, 2’, 1’, 2’, 3’, 4’, 5’, 6 and 8. 

d) From point R, draw lines R6’, R5’, R4’, R3’, 
R2’, Rl’ and R8. 

e) Set a compass at distance R7 on Fig. 3, and 
draw an arc to intersect lines R8 (Fig. 4). Mark the 
points 7. 

f) With point R (Fig. 3) as center, and radius R6, 
draw an arc on Fig. 4 to intersect lines R6’. Mark the 
points 6. With R as center and radius R5, draw an 
arc to intersect lines RS’ (Fig. 5). Mark the points 5. 

g) With R as center and radii R4, R3, R2, Rl (Fig. 
3) draw arcs on Fig. 4 to intersect lines R4’, R3’, R2’ 
and RI’. Mark the corresponding points 4, 3, 2 and 1. 

h) Through the developed points draw the pattern 
outline for Fig. 4. 


The Round Pipe Pattern, Fig. 5 — 


a) Calculate the length of the pipe circumference 
line by multiplying the given pipe diameter by the con- 
stant 3.14.’Thus, 3.14 X 1 in. diameter equals 34 in. 

b) Draw the 31% in. circumference line G’G’. Divide 
the line into 12 equal spaces and mark the points G’, 
F’, E’, D’, C’, B’, A’, B’, C’, D’, E’, F’, G’. Through 
the points draw lines perpendicular to line G’G’. 

c) Transfer line length G from Fig. 3 to lines G’ 
on Fig. 5; line F from Fig. 3 to lines F on Fig. 5; and 
lines E, D, C, B and A in their proper sequence from 
Fig. 3 to the corresponding lines on Fig. 5. Through 
the developed points draw the pattern outline. 

Mark the patterns for fabrication and indicate that 
the seams and joints shall be welded and ground smooth. 


When Partial Payment Constitutes Settlement... 


. .. the payment must be accompanied by a declaration 


that its acceptance by the creditor implies cancellation of 


on the debt would be discharged.” 
Another decision in New York 


the unpaid balance 


IN A RECENT LAWSUIT a salesman 
had received a check for commissions 
earned by him on the sale of equip- 
ment together with a letter stating 
that the check “we believe is fair 
compensation for your past services 
to us.” 

The salesman kept the check and 
replied that the amount was not satis- 
factory, that the records of his sales 
showed many times that amount due 
him and demanded payment of the 
balance. 

In holding that the acceptance and 
retention of this check was not a 
settlement and did not bar the sales- 
man from a recovery of any addi- 
tional commissions due him the court 


said: 


Condition Must Be Stated 


“Where there is no dispute as to 
the facts a payment of part of a 
balance due is not an accord and 
satisfaction. To constitute an accord 
and satisfaction the offer must be 
accompanied by a declaration that 
if the party to whom the offer is 
made takes it he does so in satis- 
faction of his demand. 
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“The check in question was not 
sent on such condition. There was 
merely the expression of an opinion 
that the employer thought that was 
all this salesman was entitled to re- 
ceive because the employer had some 
supposed grievance. When the sales- 
man accepted the check no implied 
release of the employer arose.” 

In a case before one of the south- 
ern courts, a statement of an ac- 
count was made up by the customer 
and forwarded to the creditor with 
notice that the payment was in full 
settlement. The creditor kept the 
money but sued for recovery of the 
balance. 


Unpaid Balance Lost 


In its decision of this case the 
court commented, “Where a debtor 
remitted to a creditor less than the 
amount of the debt claimed by the 
creditor upon the distinct understand- 
ing that the sum was to be received 
in full discharge of the debt, if the 
creditor did not within a reasonable 
time after the money was received, 
repudiate the offer and return the 
money remitted to him, all liability 


State that has become an authority 
on this principle was made in a 
lawsuit over a bill received by a 
customer for $670. In an honest be- 
lief that the amount of the bill was 
excessive the customer sent a check 
for $400 with a letter that the amount 
remitted was in full satisfaction and 
that he hoped the matter would be 
viewed in the spirit in which he 
had considered it in his efforts to 
fix an amount fair to both. 

Upon receiving the check the credi- 
tor deposited it in his bank and sent 
a further statement of the account 
on which was credited this payment 
with an unpaid balance of $270 for 
which he sued, 


Only One Alternative 


“Upon receipt of this letter,” said 
the court, holding the account to 
have been settled in full, “the credi- 
tor had but a single alternative pre- 
sented for his action — the prompt 
restoration of the money to his debtor 
or the complete extinguishment of 
the debt by its retention. The accept- 
ance of the money involved the ac- 
ceptance of the condition. The one 
could not be taken and the other 
rejected.” 

(Note: While this discussion applies to actual 


cases, it should be remembered that legal rules 
vary in different states.) 








How to Solve Engineering 
and Installation Problems 


Those who will be in the drivers’ seats in the 


approaching boom are preparing now for their roles 


as responsible dealers in comfort by developing 


answers to such questions as... 


Where and How to 
Reduce Heat Gain Loads 


WE ARE CONCERNED this month with 
the house and what can be done to 
keep the cooling load to a minimum. 
The air conditioning dealer can con- 
tribute invaluable advice under two 
sets of circumstances. One involves 
the design of a new house, the other 
involves the existing house. To give 
such advice, the dealer must under- 
stand the nature of the residential 
cooling load, 

Conclusions drawn from market 
studies have led the president of a 
manufacturing air 


major concern 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


conditioning equipment to predict 
that by 1960 we can expect to see 
central air conditioning being in- 
stalled in homes at the rate of well 
million 
nually and that by 1965 the rate will 
have increased to 1,500,000 a year. 


over one-half systems an- 


Anticipation of his share of this busi- 
ness potential should be most grat- 
ifying to the dealer who has strug- 
gled to establish himself in this rel- 
field. But 


homes can be equipped with cooling 


atively new American 


systems at the predicted rate in 10 


years only if there are enough dealers 
preparing themselves now to do this 
tremendous job. 


Sizing Know-How Comes First 


The technical know-how which a 
dealer organization must have to be 
successful in the air conditioning 
field can be broadly classified under 
the same general headings that might 


be used for any mechanical product. 


Thus, he must know how to deter- 


mine the size of equipment needed, 


he must know how to apply it prop- 
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Surface Normal to Sun 

es Ee 
erly and he must be intimately fa- pte cmon 
miliar with it in order to render effi- a | — 
cient service. These three categories 
cover a lot of ground, and into one 


Teeet way 1 I> 
dl ast Wa | a 


West Wall 
+ 4 


or more of them can be placed most | 


of the subjects in this series. This 
article deals with one aspect of the 


Btu per sq tt per hour 


know-how needed to determine the 
size of cooling equipment needed to 








air condition a home. 





10 am. pin 
Sun Time, July 1 
Sell Comfort First 1 SOLAR INTENSITIES normal to sun for July 1 on east, south and west 
walls and on horizontal surface prove value of building orientation and insula- 
The dealer whose primary objec- tion. Curves are taken from University of Illinois Bulletin No. 290, Vol. 
tive is to move merchandise will not XXXIV, No. 36, “Investigation of Summer Cooling in the Warm Air Heating 
be building the technical know-how Research Residence” by Konzo, Kratz, and Fahnestock 
which is necessary for long run suc- 10 
cess. If he is vitally concerned about 
pleasing his customers, he is not Outdoor Dry Bulb 
Temperature 


£ 


merely selling equipment, he is sell- 
ing comfort. And customer satisfac- 
tion goes hand in hand with comfert. 
The dealer who welcomes the respon- 


Tem perature - 
lt? Weg. 
© 
) 


sibility for both will want to see his 
customers get the most of each for 


the smallest investment that is con- item 1-Walls, Without 
sistent with good practice. He will Not Exposed Time Lag Allowance. 
. . . to Sun ———- With Time 
not hesitate then, to provide his cus- Lag Allowance. 
tomers with all the best advice he 
can give toward that end. - - ogee 
. : xposed tosun 

Those of us in the business are Z 
burdened with a procedure which we 
must always follow to get at the heart 
of any air conditioning problem. 
This is the load calculation, and 
aoe ‘ : Item 3-Windows, 


Not Exposed 
to Sun 


for any given problem it can be 
quite complicated or quite simple Item 4 - Windows, 
: . ‘posed toSun 
depending upon the degree of refine- 
ment which one chooses to reflect 
in the result. The dealer, quite right- 
fully, would not take as much time 
nor exercise quite as much care in 


r Hour, (Calculated Values) 


By Trarssinissior) 


/tem 5- Ceilings 
a load determination as would, for \ 
instance, a man doing research for 
the advancement of the art. For the 
dealer, therefore, various short form 
methods have been devised in order 
to reduce calculation time to a min- 


imum. ltem 6-Floors 


Heat Gain in Btu pe 


Tes Sheet Besme Ac Backs tem 7 -/nfiltration or Ventilation Air 
tem 8- Occ ts 
The short form methods are quite 
acceptable. By their use, however, the hs al dale 
matter of determining a load some- - ts 


times becomes entirely mechanical 4am 6am Ilém_. 4pm. 8pm. iépm. 4am. 68am. 
Time of Day 

2 COMPONENTS IN COOLING load vary considerably in 24 hr cycle. 

; Components were calculated without and with allowance for time lag. Curves 

as final and unalterable, overlooking are taken from University of Illinois Bulletin No. 305, Vol. XXXV, No. 101 


and there may be a tendency to ac- 
cept figures which are “ground out” 
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Controlling humidity regain with cooling coil bypass when 
the condensing unit is off ...............-Jan. 1956 
Sizing refrigerant lines for remote installations .Dec. 1955 
Determining if the blower used for an existing warm 
air heating system is large enough for summer cool- 
Te ected wecewecccevsebacc ccc cscs cece VERS 
Eight combinations for arranging heating and cooling 
equipment, the advantages and disadvantages of each 


606. 6:6 CD RERSEETELEES OE is Cb tes 0 0 66h 


1955 


Review of air flow patterns for cooling applications with 
recommendations for selecting and locating registers 
Cneadies epee 0: 6 tebe 9.6 66a 4's Os. 6 6 aw bd eee see 


On the fire are... 


Problems involved in converting water cooled equipment 


to air cooled equipment 


Effect of introducing outside air into a residential air con- 
ditioning system 
Effect of oversizing and undersizing cooling equipment 

Important factors to weigh when installing evaporators 


certain factors which may be peculiar 
to a particular installation and might 
affect the result. Human nature usu- 
ally directs one to follow the easiest 
path, which in this case would be 
taking things the way they are found, 
making one calculation and accepting 
the answer as final. 

Because the load calculation is the 
key to solving any air conditioning 
problem, the basis upon which it is 
made should not be established with- 
out consideration. The dealer should 
not only be prepared to recognize the 
which 
comprise the load, but he should 


consider it a part of his responsibility 


relative weight of elements 


to point out to prospects how certain 
measures might be taken to alter the 
effect which some of the elements 


have. 


Solar Heat is Major Factor 


As compared with the cooling load 
for most other buildings, the resi- 
dential load is peculiar in that it is 
comprised largely of heat which orig- 
inates from the sun. The amount 


of heat energy which falls upon the 
structure is substantially greater than 
the portion which eventually becomes 
part of the cooling load. Certain fac- 
tors involving location, design and 
construction determine what the dif- 
ferential is. 

Let us consider some design fac- 
tors. The present day house is char- 
acterized by large glass areas which 
can be very troublesome to the heat- 
ing and air conditioning dealer un- 
less he knows how to treat them. 
Radiated heat, direct solar radiation 
especially, can pass through most 
glass with very little loss. When these 
rays strike the interior of the house 
and furnishings, they turn into heat 
which cannot escape, and the space 
temperature rises. Double glass is not 
much better in stopping such radia- 
tion than is single glass, although 
it is quite effective as a measure for 
reducing conducted heat and should 


be considered for large glass areas. 


Face Glass Areas South 


Since direct solar radiation can 


enter only those windows which the 
sun actually shines upon, the direc- 
tion which windows face is quite 
important. Of course, not much can 
be done about window direction ex- 
cept in the planning stages of a new 
home. If a dealer were called upon 
at such a time, he should recommend 
that major glass areas be in a south 
wall. This may sound strange to the 
layman, but it is based upon very 
sound reasoning. 

Glass in a south wall actually lets 
in very little radiation even with 
no shading because of the steep angle 
of the sun which is high overhead 
in the 


makes it possible to shade south win- 


summer. The steep angle 
dows with a minimum roof over- 
hang or with awnings. In the winter 
when the sun is lower in the sky 
an overhanging roof on the south 
will not prevent desirable radiation 
from entering the room. 

From the cooling standpoint, a glass 
area on the west side adds most to 
the load. It is very difficult to shade 
properly and still retain any useful- 
ness as a window, since the solar 
radiation continues to fall on it from 
mid-afternoon until sunset. Glass in 
an east wall presents the same prob- 
lem in the morning that west glass 
creates in the afternoon. Morning 
radiation entering through east glass 
in the summer tends to destroy the 
heat reservoir effect of the structure 
which may be important in absorbing 
some of the load during peak hours. 


Check Wall Orientation 


Recommendations with respect to 
glass also apply to walls. If there is 
any choice in the planning stages, 
the largest walls should be on the 
south and north sides of the house 
from the air conditioning standpoint. 
South walls receive solar rays at a 
steep angle and therefore, like south 
glass, are more easily shaded by 
roof overhang. West walls, on the 
other hand, receive more intense ra- 
diation because the angle of the solar 
rays is more nearly perpendicular. 

The facts about the effect of solar 
radiation upon the cooling load have 
been under investigation for a num- 


(Continued on page 92) 
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: GUTTER LINING DETAIL 
IN STONE CORNICE IN STONE CORNICE 
_ Fig! : Fig 2 








We do not wish to presume to tell you how to install gutters, leaders, roofs, 
flashing, coping covers, etc., because there are many methods which you 
no doubt have found to be satisfactory. The purpose of this advertisement 
is to point out the methods of installation that have been proved by many 
years of use, and backed by more than a century and a half of experience in 
working with copper, to be the most satisfactory techniques. You will find 
these methods in Revere’s 110 page brochure, “COPPER AND COMMON 
SENSE.” Send for a copy today. And remember: Revere has a staff of spe- 
cialists known as Technical Advisors, whose experience qualifies them to REVERE COPPER AND BRASS INCORPORATED 
render valuable service and advice regarding the use of metals in the Founded Oy Pat Eevee Gs 2008 
building field. Feel free to consult with them at all times regarding the use, =e pgs bed ar 17,N.¥. 
; “ “ z a é of yn, N. Y.; Chicago, Clinton 
of Revere Copper; you incur no obligation. Revere Technical Advisors and Joliet, Ill.; Detroit, Mich.; Los Angeles and Riverside, 


ay be contacted through the Revere Office nearest you. Calif.; New Bedford, Mass.; Newport, Ark.; Rome, N. Y. 
may & y Sales Offices in Principal Cities, Distributors Everywhere. 
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ONTRACTORS ARE INSTALLING 
tym ilic Convector HUMIDIFIERS 


thie MORE EVAPORATION AREA! 
CTION IN THE PLENUM! 


MORE AND MORE ¢ 


q z | 
AID-0°-MIS 1% 
the time to INSTALL! Gives 9 

Has Two-thirds Less AIR RESTRI 


More Humidity per dollar cost 


Why More and More Furnace Contractors Are 
Insisting on the MAID-O’-MIST Humidifier? 
The reasons are sound. It’s a cinch to install, 
rarely does it require service calls, the cost is 
small and it gives lasting satisfaction to the 
customer. 


You can see in the picture that MAID-O’-MIST 
has no flat bottom pan to block the flow of air 
. .. that its 44” individual copper troughs are 
spaced an inch apart to allow unrestricted air- 
flow between evaporator pads, giving a third 


In CONVENTIONAI more evaporating surface. 


furnaces Maid-O 
clust 


Perfect for small plenums, it is quick and easy 
to install. What's more, it is the only standard 
unit that fits BOTH conventional or counter- 
flow warm air furnaces. 





Use MAID-O’-MIST and you'll agree . . . it’s a 
very remarkable humidifier . . . at a very re- 
markable price. 


LESS AIR 
RESTRICTION 
IN PLENUM 


MORE 
EVAPORATION 
it 
1) AREA 
In COUNTER FLOW 
t naces Lit ys 


f LESS 


INSTALLATION 
i) TIME 


AUTOMATIC HUMIDIFIERS . . . « «© © we « WATERLINE CONTROLS 
AUTO VENTS « « « HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS 

















The only standard unit 
that fits both conven- 

tional and counter flow 
systems 


Eor dependable water level control 





Thrifty answer fo limited space In 


AIR CONDITIONERS 


S 
HUMIDIFIER aim. WASHERS 


PAN FILLERS 


——— 


FAMOUS No. 50 SERIES 
Compact, precision-designed, you can count 
on MAID-O’-MIST float control valves to 
effectively meet your water-level control re- 


FOR CONVENTIONAL warm air fur- quirements. An acknowledged leader in its 
























maces cut opening in plenum and make advanced engineering, they give faithful 
water connections. 9 sizes available performance. 
with evaporation capacities of 1 to 10 No. 51 FLOAT CONTROL VALVE an 
i gals. per day. Only 534” long overall, including copper float 21” 
in diameter x 114” deep. Stem and body made of 


brass . . . valve seat of hard nylon, protected with 
fine metal screen. Can be fitted in 9/16” hole or 
screwed directly into tapped opening. Up to 85 Ibs. 
pressure; 1/, gal. per minute at 50 Ib. pressure. 


No. 52 ; 
Similar to No. 51, but de- 7 


signed for 1 gal. per min- 


ute capacity at 50 Ibs. pres- 
sure, with pressures to 125 ° 
Ibs. Overall length, 8”, No 52 


with 11/4.” x 414” long float. 











No. 59 





Valve is vertically mounted 
with special bracket to 
mount on reservoir or pan 
well above water line. Just 


5” long N° 59 
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FOR COUNTER FLOW, because of its sat bead 
gh desi : can install Series Diaphragm Valves 
oa either side of ae having 3” Heavy duty, large capacity 
minimum air passage. water level controls, rug- 
ged and strong. Capacities 
114, gal. to 6 gal. per min- N° 6917 
MAID-O Md ' 
SER OT 


ute. 

















Get full information from your jobber or write for catalog today! 


3217 NORTH PULASKI ROAD . CHICAGO 41, ILL. 


Good Orientation, Insulation Check Heat Gain 


(Continued from page 88) 





TABLE 1—WALL, WINDOW 
such study, shows the relative sun 94 ceiling areas 
3 most to total cooling load. Data 
is from University of Illinois 
Bulletin Vol. XXXV No. 101, 
“Summer Cooling in the Warm 
Air Heating Research Residence” 
by Konzo, Kratz, 
and Broderick. Table is based 


ber of years. Fig. 1, taken from one 
: Heat Gain, Percentage 
Btuh of Cooling Load 


: Ir Source of a 
contribute a Source Heat Gain 


Walls, not exposed to sun 9080 
Walls, exposed to sun 3460 
Windows, not exposed to sun 6740 
Windows, exposed to sun 3120 
Ceiling 9050 
Floor — 1390 
Ventilation 4500 
Occupants 1600 
Fahnestock 9 Motor 1200 
10 Lights 0 
37,360 


intensities on an east, south and west 
wall as compared to a horizontal sur- 
face and one normal to the sun. The 


IDV eRWNe 


curves substantiate the reasoning 


x 


behind the preceding discussion. 
I 


The house situated with its largest Total 


walls facing north and south has an 
advantage in the winter as well as 
in the summer. During cold weather 
when the sun is low in the sky, a 
large south wall will make the most 
of the 


during midday 


solar radiation it receives 
hours to help heat 
the house. Early morning and late 
afternoon sunshine on the east and 
west walls respectively during the 
heating season is neither as intense 
nor of as long duration as is radia- 
tion on the south wall. 

The size of a house is a factor 
in the relative effect of wall orienta- 
tion on the heating and cooling loads. 
The ratio of wall area to volume de- 
creases rapidly with size. The small 
house has many more square feet of 
wall in comparison to its volume than 
has the large house. The effect of 
wall radiation is more pronounced 


on the small house than on the large 


house, and the importance of proper 


orientation, therefore, is greater for 


the small house than the large. 


Shield West Wall 


There are other suggestions which 
the air conditioning dealer can con- 
tribute to a prospect whose home is 
in the planning stage. Since the west 
wall is one of the largest contributors 
to the cooling load, it should be a 
garage wall if one is to be included 
in the plans. The garage space will 
from the 


separate the heated wall 


living quarters which are to be 


cooled. If this 


practical, it may be possible to plan 


arrangement is not 


a porch or a shaded patio on the 
west side of the house or to locate 
fast growing shade trees so the sun 
will not reach the wall except for a 
short time in the afternoon. If there 


is no room for trees, fast growing 


92 


on Fig. 2, 2 p.m. 





TABLE 2—EMPLOYING SUGGESTED cooling load reduction possibilities would 
produce marked saving in total and individual heat gain loads 





Worst Condition* 


Heat Gain 
Item Source of Heat Gain Btu 
1 Walls, not exposed to sun 9080 
2 Walls, exposed to sun 3460 
3 Windows, not exposed to sun 6740 
4 Windows, exposed to sun 11,100 
5 Ceiling 9050 
6 Floor (Basement cooler than 
conditioned space) 7390 
7 Ventilation 1500 
8 Occupants 1600 
) Motor 1200 
10 Lights 0 
Total 45,340 


Walls not insulated, single glass, no awnings, 
**Wealls insulated. double glass, awnings, ceiling 


Cooling Load Btu 


Saving 
Percentage 
of of Worst 
Cooling Load Total Load 
201 an 14.0 14.4 
7.6 980 5.4 $5 
14.8 3778 20.5 6.6 
24.5 3120 17.1 17.6 
20.0 2000 10.9 15.6 


Best Condition** 


Percentage 


Percentage 
of Heat Gain 


3.1 1390 — 7.6 0 
9.9 4500 24.5 0 
29 1600 8.7 0 
2.7 1200 6.5 0 
0 0 0 0 


100.0 18,348 59. 


ceiling as tested 
insulated 





vines of various sorts may be used 
effectively. The latter two suggestions 
apply to existing as well as to new 
homes. 

Ventilated awnings will effectively 
shield glass from the sun, so will 
Shielding is 


more satisfactory on the outside than 


shade screens. much 


it is on the inside, since once the 


sun rays penetrate the glass and 
strike a window shade or some other 
object inside the house, the energy 
is transformed into heat and becomes 
a part of the cooling load. 

Sky and ground radiation, often 
referred to as glare, are indirect solar 
radiation which has been reflected 
from vapor and dust in the air and 
from the ground. With respect to the 
walls and glass, sky glare is treated 
much as direct solar radiation by 
proper shading and shielding. Ground 
glare is largely a problem in cities 
where paved areas or adjacent build- 
ing walls reflect heat toward the 
walls surrounding the cooled space. 
Decorative walls or fences of the pa- 
tio type may sometimes be used ef- 
fectively to shield building walls. 

The suggestions given so far have 
been directed toward keeping the 


play of solar radiation on walls and 


windows to a minimum. It is usually 
not practical to provide 100 percent 
shading. Certain walls and windows, 
therefore, will require a calculation 
for sun effect as well as the unavoid- 
able conductance load which exists 
because of the difference in tem- 
perature between air on the inside 


and that on the outside. 


Insulation Is First Defense 


The rate of heat flow through a 
wall is largely a function of the 
amount of or lack of insulation. It 
should be considered for both new 
and old construction and used when- 
ever it can be clearly justified. The 
wall with no insulation will soak up 
heat in depth, and its interior sur- 
face will reach a higher temperature 
than will the interior surface of an 
insulated wall. In the latter, heat is 
concentrated in that part of the struc- 
ture outside of the insulation. This 
fact permits the insulated wall to 
cool off more rapidly each evening 
as the air temperature drops below 
the wall temperature and the daytime 
heat flow reverses. Because it cools 
off more rapidly, the insulated wall 


(Continued on page 96) 
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AUTOMATION | 


_ push button selling of packaged air conditioners 










AUTOMATIC 
LEAD. 
PRODUCERS! 


AUTOMATIC 
ADVERTISING 
BARRAGES! 


AUTOMATIC 
SALES CLOSERS! 





MITCHELL does all the work! MITCHELL pays all the bills! 
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MITCHELL 
AUTOMATIC 
DIRECT MAIL 


MITCHELL AUTOMATION “BIRD- 
DOGS" QUALIFIED PROSPECTS 
AND CONVERTS THEM 
TO CUSTOMERS! 


Aggressive direct mail programs, tested and 
proven for big profit results, are ready to go 
in the mail for you! 


MITCHELL'S FOREIGN LETTER MAILING 
. +» prospects receive a unique series of three 
letters from foreign lands, each is signed by 
you and sel/s for you with vigorous impact! 


MITCHELL'S SHOTGUN MAILING ...a 
high powered selling story that blasts into 
your market using complete saturation to head- 
line you! 





MITCHELL 
AUTOMATIC 
LOCAL ADVERTISING 


MITCHELL AUTOMATION 
FEATURES YOU IN YOUR 
MARKET! KEEPS LIVE LEADS 
COMING IN! 


Professionally prepared newspaper ads, TV 
and radio spots will be placed for you by 
Mitchell's national advertising agency. Every 
detail is performed automatically . . . that's 
Automation Advertising! 


Mitchell's hard-hitting television film is an 
automatic lead getter! Mitchell buys the time 
and ties in with a local telephone answering 
service to deliver live leads to your desk 
every morning. 
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MITCHELL AUTOMATION 
MAKES YOUR SALESMEN 
MORE EFFECTIVE 
CLOSERS! 


MITCHELL'S PHOTOGRAPH MAILING... 

qualifies prospects and gives them an actual » 
photograph of their home through the mail. | 
Mitchell Automation makes the pictures... | 
You make the sales! 


MITCHELL'S HOME DEMONSTRATION 
BOOK is a complete guide for salesmen . . .a */ 
pre-packaged sales story on the entire line of 
Mitchell packaged air conditioners. This is a 
factual, down to earth presentation, graphi- 
cally told in words and pictures, enabling every 
salesman to close an order in one call at the 
customer's home. 


MITCHELL MANUFACTURING COMPANY 4 D/V/S/ION OF CORY CORPORATION 


IN CANADA * 19 Waterman Ave., Toronto * In mexico + Mitchell-American, 
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MITCHELL Push Button Selling BUILDS YOUR PRESTIGE 
_ AS IT BUILDS YOUR BUSINESS! 
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YEAR ROUND AIR SELF CONTAINED RESIDENTIAL ADD-ON MULTI-ROOM, AIR 
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rete) lelmaiel. | 4.3 STORE COOLER UNIT AIR CONDITIONER 


Features Slide-out Chassis. owerful hermet ) syste PACKAGES 
Welded hermetic cooling sys' for'use with or without mat J . New A t é 
Electromagic Filter Eye, Low op- we ble air and t f p ‘ 
erating cost, easy insta’ 

Available in air and water c 

models. 








MITCHELL MANUFACTURING COMPANY 
AA-1 2525 N. Clybourn Ave., Chicago 14, Ill. 
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We want to put MITCHELL AUTOMATION ADVERTISING 
to work for us. Please send complete details right away. 


up for your bigge St 
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MAIL THIS COUPON TODAY! 


Name 


Store name___ 


Address 


2525 N.CLYBOURN AVE., CHICAGO 14, ILL. 


Ui cecsieihinielitaietiaaies Zone_____State 
78 Orinoco, Gral. Anaya Mex. D.F. 





Heat Gain Precautions Save Customer Money 


more quickly relieves the temperature 
potential from inside to outside and 
permits lowering the temperatures of 
the interior walls so they may absorb 
heat more effectively when the next 
daytime load is imposed. 

Although wall 


ically placed to reduce the cooling 


insulation specif- 


load may be considered optional, 
ceiling or roof insulation is generally 
a must. It is easily installed in most 
existing houses and certainly pre- 
sents no problem when planned as 
part of a new home. The roof absorbs 
a large amount of heat from the sun 
because the exposure period extends 
through most of the daylight hours 
and because of the angle which the 
roof makes to the solar rays. The 
upper two curves on Fig. 1 illustrate 
this. The long baking raises the tem- 
perature of the entire upper part of 
the house. Heat, even with insulation, 
penetrates down to the ceilings of 
rooms below the attic whence it is 


absorbed by the conditioned air. 


Ventilation Aids Barrier 


Whenever insulation is applied in 
the floor of an attic space, it can 
be made most effective as a_ heat 
stopper by the proper use of venti- 
lation. For a given barrier, the flow 
of heat is a direct function of the 
temperature difference. Any step 
taken to reduce this difference will 
flow. 
room with an insulated ceiling below 


an attic is being maintained at 80 F 


also reduce heat Assume a 


when the outside temperature is 95 F. 
Because of the solar radiation on the 
roof, the attic temperature is 110 F. 
The temperature difference forcing 
heat to penetrate the ceiling is 30 
deg. Since there is 95 F air available 


outside it would be possible to install 


a fan to ventilate the attic properly 


so the temperature would approach 
95 F instead of 110 F. 


done the 


If this were 
temperature difference 
would reduce to 15 degrees, and heat 
penetrating the ceiling would be cut 
in half. Most homes with attic spaces 


do have small louvers at each end. 


(Continued from page 92) 


but these are generally not sufficient 
to have much effect upon attic tem- 
perature. If a fan were used, it would 
be sized to handle enough air to clear 
the attic in 1 to 2 minutes. 

The cooling load on a house, be- 
cause it is largely created by external 
weather, is quite complicated in na- 
ture and ever changing. Each 24 hour 
period, however, represents a com- 
plete cycle for in each period the 
load will reach a maximum and a 
minimum. Fig. 2 is a graphical rep- 
resentation of one such 24 hour cycle. 
The values shown were calculated 
for an actual home investigated by 
researchers connected with the Engi- 
neering Experiment Station of the 
University of Illinois. Curves are in- 
cluded to show how each of the 10 
elements in the cooling load calcula- 
tion varied. 


Where Does Heat Enter? 


Values listed in Table 1 were taken 
from Fig. 2 at 2 p.m. The percentages 
given apply only to the specific house 
checked and should not be general- 
ized. They do tend to show, however, 
the relative magnitudes of the various 
components of the load. It will be 
noted that approximately a third of 
the heat gain entered through the 
(items 1 and 2). The 
walls were uninsulated frame with 


walls alone 


a heat transmission coefficient (“U” 
value) of 0.25 Btuh per sq ft per 
If 35% in. 
had been used between the framing. 
the “U” value would have been 0.071 
according to the ASHAE Guide. This 
would have effected a 72 percent re- 


deg F. of mineral wool 


duction of the wall load which is pro- 
portional to the “UL” value (making 
no allowance for the additional time 
lag which the insulation would pro- 
Since the 


gain is about a third of the total gain, 


vide). uninsulated wall 


the overall reduction due to wall 
insulation would be about one-third 
of the wall reduction or about 24 per 
cent. 

For the windows not exposed to 
the sun a heat gain of 6740 Btuh is 


given in the table. This represents 18 
percent of the load and is based upon 
single glass in the windows. If double 
glass had been used, a reduction of 
44 percent in this item might have 
been made. This represents an over- 
all reduction of nearly 8 percent 
based upon the original total. 

Item 4 in the table shows a value 
of 3120 Btuh for windows exposed 
to the sun; this is relatively low 
because outside awnings were used 
for shading. If awnings had not been 
used the heat gain through the sun- 
11,100 


Btuh. The awnings alone, therefore, 


lit glass would have been 


represent a savings of 17.6 percent 
of what the total cooling load would 
have been under the worst conditions 
as shown in Table 2. 

The official report of the study 
referred to above points out that item 
5 in Table 1 
percentage of the load than it should 


represents a greater 


since the attic floor was poorly in- 
sulated and because inadequate attic 
ventilation resulted in a large tem- 
perature difference across the ceiling. 
With about 3 in. 


insulation and proper ventilation it 


of mineral wool 


is estimated by this writer that the 
ceiling load could have been reduced 
from 9050 Btuh to 2000 Btuh which 
represents by itself a savings of about 
15.6 percent of the worst condition 
shown in Table 2. 


Huge Savings Are Possible 


Table 2 was set up to summarize 
the effectiveness of the various cool- 
ing load reduction possibilities relat- 
ing to the test house. The total per- 
centage of saving is rather startling, 
but it does show what could be done. 
It would be possible to weigh the 
savings these figures represent 
against the cost of the measures sug- 
gested to determine just how much 
of the program should be undertaken. 
As stated before, the load and per- 
centage figures apply only to the 
particular case in point. Each new 
case would have to be studied in a 
similar manner. 
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ARTISAN, 


Prepare for the Higher Pressure Trend 


Check the potentials of Clarage Fan Equipment 


Marcu 1956 


Equip your Air Conditioning Units, Cool- 
ing Towers, Evaporative Condensers, etc., 
with Clarage Type DF Wheels and Housings, 
or Complete Fans. 


Clarage equipment has what it takes for 
today’s higher pressure requirements — is 
suitable for pressures up to 8” with only 
slight changes from standard construction. 


Thanks to heavier duty construction, here’s 
equipment that can be relied on for full 
rated, trouble-free operation and longer 
service life. In fact, it is in a class by itself. 
For example, individual blades are strongly 
RIVETED to the rim and backplate, a large 
flange on the CAST IRON hub gives added 
rigidity to the rugged centerplate, and 
HEAVY GAUGE steel is used for the 
housing. 


Streamlined housing inlets, wheel blades 
that are properly shaped throughout their 
entire depth, and precision wheel balancing 
with special balancing machines assure effi- 
cient, quiet performance. 


Wheels and housings can be hot dipped 
galvanized for protection against severe mois- 
ture conditions. Other special features and 
constructions, such as spark-resistant alumi- 
num wheels, are also available. 


Start capitalizing now on the superior 
quality of Clarage Type DF fan equipment. 
Contact us for complete information. 


Clarage Fan Company 


Kalamazoo, Michigan 


Sales Engineering Offices in All Principal Cities 





clip 2nd mail today for complete story On this 


ALL- NEW AIR-COOLED 


‘‘Add-On’”’ Model SRA featuring... 
brilliant new ‘Pride o’ Yard’”’ 
Outdoor Compressor with 
dramatic sales-building beauty ! 


\S 


. 


Now, Janitrol brings you a totally new con- 
cept of beauty and performance in air-cooled 
summer conditioners, with this great new 
Model SRA—the ‘Add-On’. It features 
Janitrol’s exclusive new “Pride o’ Yard” 
refrigeration unit that completely outmodes 
all other units of its type! 


IT’S BEAUTIFUL! Low, sleek, styled to be shown 
with pride in any yard—a far cry from un- 
sightly, ordinary models. 
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Air Conditioning M 


JANITROL HEATING & AIR CONDITIONING DIVISION NAME___ 
COLUMBUS 16, OHIO 

Please rush me complete information on new line COMPANY, 
of Janitrol air-cooled conditioners with new 

“Pride o' Yard" Remote Refrigeration Unit, and ADDRESS 
tell me how to cash in on the complete Janitrol 

air conditioning line! CITY 














ZONE__ STATE 





YANITROL CONDITIONER ! 


IT’S POWERFUL! Equipped with the famous by from wilting, drying action of exhaust air, 
Janitrol ‘‘cooling heart’’, featuring specially- boosts efficiency and reduces current drain! 
engineered compressor and condenser for 
continued operation with outside tempera- NEVER BEFORE SO MUCH TO TELL, SO MUCH TO 
tures to 125 F! SELL! Join the profit-makers, join the Janitrol 
dealer family. Cash in on Janitrol’s complete 
IT’S ECONOMICAL! Uses only air and electric- line of residential and commercial summer, 
ity, and features top-exhaust! The powerful winter and year ’round air conditioners. . . 
top-mounted fan draws cooler ground air gas and oil-fired furnaces. Mail coupon today 
over condenser and exhausts it out top, in- for complete information, or ask your Janitrol 
stead of sides—protects growing things near- representative! 


Adapts most any forced warm air furnace 
for cooling ... 2,3 and 5 H.P. Models! 


Easy to install. Uses no floor space. Evaporator coil mounts 
in supply outlet duct—use with either upflow or downflow 
systems. All moving parts housed in weatherproof ‘Pride 
o’ Yard’”’ remote condensing unit. Waterless operation elim- 
inates plumbing and sewer problems—reduces service call- 
backs. Accessory blower package available for systems needing 
more air than existing blower delivers. 


‘ft Just in time for you to cash in on 


ae = > 
S SAE Operation Home Improvement! 


Jointly sponsored by Janitrol and other leading companies, 
Operation Home Improvement beams powerful national ad- 
vertising, promotion and publicity to those millions of home- 
owners who want better, more comfortable homes. Get your 
share of the booming modernization business with the 
Janitrol “‘ADD-ON” cooling conditioner! 


In Canada 


Moffat Heating a 
and Air Conditioning 

Division of 

Moffat's, Ltd., 


Toronto 15. 


JANITROL HEATING AND AIR CONDITIONING DIVISION 
SURFACE COMBUSTION CORPORATION / COLUMBUS 16, OHIO 
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What to Do About 








Desired room air 


rN 








Temperature, deg F 





Temperature 


Droop 


Relocation of the thermostat may 
provide relief from the droop 


condition. Here’s what to expect 








from high wall, low wall and ex- 





70 warm 30 0 
Outdoor air temperature, deg F 


1 TEMPERATURE DROOP condition is often caused by 


using oversized heater coil within the thermostat 


-/0 cold 


posed wall location as related to 


room comfort 


By S. Konzo and H. D. Bareither 


University of Illinois 


LAST MONTH WE discussed the development of the 
thermostat from the basic bimetal element through the 
addition of a magnet and finally a heater coil to affect 
the behavior of the bimetal strip in accordance with 
residential temperature control requirements. We found 
that while each addition to the instrument produced 
worthwhile improvements, they were accompanied by 
certain penalties, among which is the condition known 
as “temperature droop,” in which the actual room tem- 
perature may lag considerably behind the inside tem- 
perature of the thermostat because of the relatively short 
and infrequent periods of burner operation required to 
satisfy the thermostat itself. Fig. 1 shows the temperature 
droop which might be caused by using an oversized 
heater coil. This month we shall investigate temperature 
droop in more detail, and see what can be done to correct 
the condition with the equipment and knowledge now 


available. 


The heating dealer might be inclined to scoff at the 
importance of this droop action and claim that he has 
never had any trouble from it. That is quite possible, 
especially in view of the typical homeowner’s habit of 
jiggling the thermostat. We have noted that a corrective 
measure to obtain greater sensitivity from a thermostat 
gave a secondary effect that was not entirely desirable. 
In other words, the effect of droop was to provide a lower 
room air temperature in cold weather than was intended 
by the thermostat setting. Obviously, the simplest cure 
for this would be to reset the thermostat to provide say 
75 F in cold weather rather than 72 F. Note, however, 
that after the thermostat is reset, the thermostat tempera- 
ture may reach 75 F, but the room air temperature will 
still only attain 72 F. In very cold weather, a temperature 
of 72 F in the middle of the room may not be high 
enough to offset the cooling effect of cold walls and cold 


(Continued on page 105) 
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“LENNOX is the best-known name 
and is easier to sell” 


—says Les James of iniand Metais 
Clarkston, Washington 


“‘No matter where a person comes from, chances are 
he knows Lennox. Every check proved that Lennox 


is the biggest seller in the industry—so we decided 
to switch to Lennox heating and air conditioning. 
Also, I like dealing direct with the factory instead 
of buying through distributors. And since taking on 
Lennox, my volume has not only doubled, but I have 
far fewer call-backs for non-billable service.” 
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PROFIT... MORE 


“LENNOX is the top quality line... 
and it’s complete, too” 


—says Clifford Koss, Koss Pibg. & Htg. 


“I worked on most of the leading brands and knew 
that Lennox was tops—but was handling other 
makes. When an opportunity came for me to take 
on the Lennox line—I didn’t have to think twice! 
The first year my sales more than doubled—and it’s 
so much easier to sell Lennox. We don’t have to 
worry about call-backs on installation service, either. 
That helps cut down expenses—build profit.” 
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No wonder more and more dealers 


are switching to LENNOX 


Number One in 0 


many ways! 
IT’S THE NUMBER ONE in product development 


INDUSTRY NAME in dealer backing 


sales training 
service schools 
practical sales aids 


new-business ideas 





factory service 


profit opportunity 


— 
—_—_ 
oa 
— 
— 
— 
a 
— 
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Lennox Industries Inc. 
(address nearest branch. See locations at right.) 


Please send me, without obligation, additional facts about a 's + FIND ig WHY You SHOULD MAKE THE SWITCH 


Lennox dealership. 





Company 


Address. - . - —-— 4 ss lL sereblished 1895 
City 4 Marshalltown, lowa @ Columbus, Ohio © Syracuse, N. Y. 
Salt Lake City, Utah @ Los Angeles, Calif. © Fort Worth, 
Texas @ Decatur, Georgia @ Des Moines, iowa 


in Canada: Teronto, Montreal and Calgary 


My Nome___. 
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Relocate Thermostat to Correct Droop Condition? 


(Continued 


window surfaces. Hence, the homeowner finally shoves the 
room thermostat setting to a temperature level of say 78 F 
in an attempt to attain the same degree of comfort he 


experienced in mild weather with a 72 F setting. The 


homeowner may be doing this by daily adjustment of the 


thermostat setting and may never call the condition to 
the attention of the heating dealer. The dealer in turn 
may never have been confronted by thermostat droop 
until he installs a heater coil that has excess heating 


capacity. 


Relocate the Thermostat 


The thermostat manufacturers are not satisfied with a 
thermostat that requires continuous manual adjustment. 
Hence, another approach was tried to counteract the 
effect of droop. A number of years ago it was found 
that be the 


thermostat nearer the floor. The reason why the relocation 


droop could minimized by _ installing 
was effective may not be obvious, although it involves 
only the well known condition of temperature stratifica- 
tion. The explanation is given in Fig. 2. 

If no droop existed and a room thermostat were lo- 
cated at the 60 in. level, the air temperatures at the 60 
in. level would be constant, as shown by curve B, over a 
wide range of outdoor temperatures. However, the air 
temperatures near the ceiling would tend to rise as the 
weather got colder. This would be caused by the fact that 
with a convection system of heating, as is the case with 
most warm air and radiator types of heating systems, the 
burner would operate for longer periods of time in colder 
weather and the circulating air temperature would in- 
crease. Stratification of the circulating air takes place; the 
warm air rises towards the ceiling and the ceiling air tem- 
perature increases as the temperature outside the house 
gets colder. 

Furthermore, in colder weather the currents of cool 
air descending from the cold glass and wall surfaces tend 
to settle toward the floor, so the floor air becomes cooler 
the 


curve C 


as weather becomes cooler. This is illustrated by 


(Fig. 2) which is representative of results ob- 


tainable with a forced air heating system. 


Many Factors Affect Floor, Ceiling Temperatures 


The extent to which the curves A and C deviate from a 
horizontal line depends upon a number of factors, among 
which are the following: 

a) If the blower operates on the principle of con- 
tinuous air circulation, the ceiling air temperature will 
be relatively low. That is, curve A in Fig. 2 will approach 
curve B. 


b) By introducing warm air from the register into the 


(Continued on page 108) 
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5 WITH FLOOR location of thermostat, temperatures 
at floor would be constant, 60 in. level and ceiling would 
experience negative droop 





ANACONDA THROUGH-WALL FLASHING 


OnE PIECE FL asrinGes 


mT kenay Peon BEL HHO 
«+ Coowree ‘ton 


Seeing Anaconda Through-Wall Flashing is Believing 


A sample, in your hands, will show you why 
Anaconda Through-Wall Flashing is consid- 
ered superior in design, efficiency, durability 
and installation economies. 

See and Feel the Zigzag Corrugations. You'll see 
why the corrugations provide through-wall bond by 
keying with the mortar and offer maximum resis- 
tance to movement. 


See and Feel the Integral Dam. You'll see that the 
dam and the corrugations are precision-stamped 
the same height—to prevent accumulated water 


Use this coupon TODAY 


flowing lengthwise of the flashing. This flashing 
assures drainage in the desired direction. 

You'll be able to visualize better how the machine- 
stamped corrugations and integral dam form water- 
tight end joints when adjoining lengths are over- 
lapped one or two corrugations. And you'll appre- 
ciate that the stiffness imparted by the corrugations 
makes Anaconda Through-Wall Flashing the easiest 
to position accurately and fastest to install. 

You get more protection with Anaconda Through- 
Wall Flashing. Send today for the sample and see 
why. $626 


The American Brass Company, Waterbury 20, Connecticut. 


Please send me my FREE sample of Anaconda Through-Wall Flashing. 


ANACONDA 


FIRM.... 


ADDRESS 
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Worthington dealers wire their thanks 
for 1956 air conditioning program 


Say exclusive FLEXI-COOL line and Climate Man 
Promotion promise record-breaking sales year 


No wonder Worthington dealers are enthusiastic 
about °56. Take E. W. Norwood of the Straus-Frank 
Co. in Houston, Texas. He wired: “The FLEXI-COOL 
line gives Worthington installers application latitude 
unmatched in the industry. With backing of Worthing- 
ton’s CLIMATE MAN promotion, we can’t miss.” Just as 
happy about the deal are men like H. G. Callow of 
Puget Sound Eng., Inc., Seattle, Wash., and George 
Bagwell of George E. Bagwell, Inc., Montgomery, Ala. 

These men are talking about the way the new FLEXI- 


COOL line (2, 3, 5, 7 hp sizes) handles any residential 
or commercial job. With a minimum of basic sections 
and accessories that go together like building blocks, 
most any air conditioning job can be handled. 


Add to this national and local back-up of the unique 
CLIMATE MAN promotion that’s geared to bring in rec- 
ord sales inquiries, and you see why Worthington deal- 
ers look for a banner year in °56. 


Find out more about Worthington’s new FLEXI- 
COOL line and the CLIMATE MAN promotion today. 
Write for full details to Worthington Corporation, 
Air Conditioning and Refrigeration Division, Section 
A.5.56-A., Harrison, N.]J,. 


A556 


THE BEST FRANCHISE ... THE MOST COMPLETE LINE 
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Seek Practical Location for Room Thermostat 


(Continued from page 105) 
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6 UNINSULATED wall pro- 
duces wide variation in inside 
temperatures of room air and 
air near wall. If insulation were 





added, curves B and C would 
approach C 
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lower part of the room, the ceiling air temperature will 
be lower than when the air is introduced near the upper 
part of the room. 

c) By introducing warm air through registers located 
below the windows, the curve C for floor air temperatures 
will be raised. 

d) When heat is introduced below the floor, the spread 
between curves A and C becomes smaller. Heat can be 
introduced below the floor by several methods, among 
which are the follow ing: 

1) Introducing heated air below the floor joists. 
2) Embedding warm air ducts in a concrete floor 
slab. 
3) Introducing heating air into a crawl space be- 
low the floor. 

In some cases where floor panel heating effects are 
large, curve C can be higher than curve B. 

e) With the use of storm sash, storm doors, and in- 
sulated walls, the surfaces of the exposed glass, door, and 
walls become warmer. The down currents of air from the 
cool surfaces are warmer and are slowed down, so the 
floor air does not get as cold in severe weather as when 
the protective devices are not used. 

The typical results shown in Fig. 2 were accomplished 
by having the room thermostat at the 60 in. level. As 
might be expected the only level maintained at a constant 
temperature, irrespective of outdoor temperature, was the 
60 in. level. We are assuming, of course, that no thermo- 


stat droop effect takes plac e. 


Ceiling Temperatures Fluctuate Rapidly 


Suppose we locate the room thermostat at the ceiling 
level. In this case the thermostat would be surrounded 
by higher temperature air. Actually the thermostat would 
have to be set at a temperature higher than 73 F, say 
about 75 F, in order to obtain a temperature of 73 F at 
the 60 in. level. The temperatures that would result from 
the new location of the room thermostat are shown in 
Fig. 3. It is obvious that if the thermostat were located 


at the ceiling, the ceiling level would be maintained 


108 


p44 § : Outdoor temperature, deg F 


0 


at a constant temperature, but all other levels would show 
a temperature droop. The ceiling location of a room 
thermostat would have one advantage over other loca- 
tions, and that would be the large temperature fluctua- 
tions that exist near the ceiling, as shown in Fig. 4. The 
fluctuations near the ceiling during a cycle of burner 
operation are considerably larger than those near the 
lower part of the room. The ceiling thermostat is ex- 
posed to a wide range of temperatures and would re- 
spond more frequently during the day. It should be re- 
alized that the advantage of greater sensitivity is more 
than offset by the fact that the thermostat would have 
to be continually reset as the weather changed. Apparent- 
ly, therefore, moving the thermostat toward the ceiling 


does not improve the droop action described earlier. 


Low Level Thermostat Isn’t Practical 


What would happen if the room thermostat were 
moved toward the floor level? Aside from the fact that 
the instrument would be subject to damage and would 
be unhandy for observation, it would also be exposed 
to air temperatures that do not change much during the 
normal operation of the heating plant. At the ceiling, 
the temperature change during a cycle of burner opera- 
tion might be 6 to 8 F; at the 60 in. level it might be 
from 3 to 4 F, while at the floor level the deviations 
might be as small as 1 F during the same cycle. In other 
words, locating the thermostat near the floor would be 
equivalent to deadening its response to temperature 
change. However, as far as the air temperatures at the 
different elevations are concerned, the results would be 
as shown by Fig. 5. That is, the air temperature at the 
floor level would remain constant irrespective of the 
weather; the temperature at the 60 in. level would show 
a negative droop, and the ceiling air temperature would 
show a much more pronounced negative droop. It be- 
comes apparent that neither the ceiling location nor the 
floor location of the room thermostat is the ideal loca- 


tion. 


(Continued on page 112) 
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condensed consumer reports 
from the files of 


standard 


registers 


PERIMETER 
BASEBOARD REGISTER NO. 55] 


Frozen Frank was in O snit; 

found cold corners wherever he'd sit 
But with the 551's four way diffusion, 
He now has comfort in profusion! 


e \adies, 
s hot as hades. 


STANDARD 


... first in engineering for indoor comfort 


STANDARD STAMPING & PERFORATING CO. 

3137 W. 49th Place, Chicago 32, Illinois 

Gentlemen: Please send me your rew catalog showing the complete 
line of STANDARD STAMPING REGISTERS AND GRILLES. 


Name 


MORAL: If you want to keep 
your customers happy Company 


mail this coupon Address 
and make it snappy: Si a ileal al a 


- 
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that make it easier 
/ 3 MCC MUG CL Cle 
to do a better job 


SNIPS AND SHEARS MALLETS AND HAMMERS BENCH PLATES AND STAKES 


Compound Leverage, Double Cutting =, 


Straight, Combination, > | 
Extra Heavy and Bench Type 
Re d 
— ; 
= i: Riveting Setting . 7 
: Raising . 











a J CIRCUMFERENCE RULES & STRAIGHT EDGE ~ange | 


“es 





~~ 


ROOFING FOLDER 


—_ _ oe ; Cut it! Punch it! Bend it! Join it! 
. Whatever the sheet metal job, there’s 
a Niagara Tool you can 
; count on to do it easier and better. 
GROOVERS Like hundreds of thousands of satisfied sheet 
metalworkers, you, too, will like the heft, 
feel and ruggedness of these tools... and 
you're sure to find the right one in the size you need. 





The next time you need a tool, make it a Niagara. 
It’ll help you turn out neat, clean, 





HOLLOW PUNCHES quality work ree faster and wap at For ease in 
ordering, Niagara’s NEW Bulletin 78 is now available. PIPE CRIMPER 
ree, It’s a hand tool guide for sheet metalworkers, wee 
a e222 not only illustrating and describing ™ 
the long established line, but 
also introducing nine new shears and wR) of 
snips. Get this New Bulletin 78 ee in ae 
RIVET SETS AND today by writing to: : 
HEADERS 
BRACE AND WIRE BENDER NIAGARA MACHINE & TOOL WORKS, BUFFALO II, N.Y. 
a DISTRICT OFFICES — 
> ts 3: ‘ Buffalo ® Cleveland * Detroit © New York ® Philadelphia 
i “yh ae Dealers in principal U. S. cities and major foreign countries GUTTER BEADER 
5 a ' FE 





America's Most Complete Line of Presses, Shears, Press Brakes, Other Machines and Tools for Plate and Sheet Metal Work. 





Biggest Exclusives 


in the COOLING-HEATING industry 
Help Coleman dealers sell! 

















re with 
“= present line! 


Oo The best known brand is the easi- 
est to sell—and more homes heat 
with Coleman than any other make! 
In addition, you have the world’s 
finest cooling. Be a Coleman dealer — 
for extra profits! 

9 Exclusive Blend-Air cooling. Complete line e Lowest cost cooling to operate with ex- 
of vertical and plenum coolers, to install clusive Air-Mist evaporative condenser—25% 
with Blend-Air or other forced air furnaces. LESS power than average air-cooled system, 
Add cooling cycle anytime on FHA Title |. 62% LESS water than with a cooling tower! 


nationally adveriised in 

LIFE e SATURDAY EVENING POST 
HOUSEHOLD ¢ SUNSET 
SMALL HOMES GUIDE 


ORDINARY BLEND-AIR 
efoto] Si, ic) hele} Ri, ic) 


en ay 


© Best humidity control of any cooling, © Exclusive balancing system — tailors cool- (7) Exclusive Coleman blenders keep tempera- 
with Blend-Air distribution system! ing to exact needs of any home. Choice of tures even floor-to-ceiling and wall-to-wall! 

Superior temperature control — with no direct expansion or chilled liquid Ajir-Mist 8] Backed by exclusive $1000 Bond — the 
drafts! Proved in NAHB Viilage, Austin, Tex. condensers — or new air-cooled units. strongest guarantee for any heating system! 


MAIL COUPON TODAY FOR 
COMPLETE INFORMATION 


The Coleman Company, Inc., 
Dept. AA-158 
Wichita 1, Kansas 


Gentlemen: Please send me complete 
information on Coleman cooling and 


heating, fort Pay- 
© Only completely packaged system on © Cuts installation time 2 to 34! 3¥2-inch eating, and your Home Comfert Pay 


the market. Blenders, ducts, fittings — all ducts fit between studs, no costly alterations ment Plan. 
precision-made at factory. Reduces layout needed for modernization jobs. Saves labor 
time... eliminates costly shop work. and inventory — for extra profits! Name 


rao Coleman VIT-ROCK RG OTM al 
‘ ==\ GAS WATER HEATERS Coleman Home Comfort 
Exclusive rock lining can‘t rust! Payment Plan—lets you 
Backed by 10-year warranty and 
exclusive $500 bond... strongest 
guarantee for any water heater. 











Address 





offer easiest terms in town. 


i - t 
Nothing down—3 years to pay! City 





‘\ Coleman since 1900—makers of lamps, lanterns, 
camp stoves, home heating and air conditioning 
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Relocate Thermostat to Exposed Wall? 


(Continued from page 108) 


Many years ago a great deal of controversy occurred 
as to the proper location of room thermostats. With the 
passage of time the solution has been along one of two 
separate lines: 

a) Locate the room thermostat at the 60 in. level. Ac- 
cept the occurrence of droop action, and correct for it 
in cold weather by manual adjustment of the thermostat 
setting. 

b) Locate the room thermostat at a level between 
the 60 in. level and the floor level, say at 30 in. or 48 in. 
levels. These locations will tend to counteract the tempera- 
ture droop caused by the thermostat heater coil, and at 
the same time will not give sluggish response to tempera- 


ture changes. 


Thermostat Locations Affect Response 


As stated previously, a room thermostat can control 
the temperatures only at the thermostat location. 
Theoretically, the ideal location of a thermostat would 
be a spot near the middle of the room at about the 30 in. 
level, or perhaps a spot near a cold exposed wall at the 
same elevation. If the air temperature at this ideal spot 
varies at a much greater rate than that at the thermostat 
location, the thermostat is located in a “dead spot”. 

Normally the recommended location of a thermostat 
is on the inside wall behind which are no heat releasing 
devices, such as wall stacks, steam pipes, or chimney flues. 
A close examination of a room thermostat will show that 
between the wall and the temperature sensitive element is 
an insulating layer. In fact, this element is usually spaced 
at some distance from the wall so that the full effect of 
any room air currents can affect the instrument. The case 
is well ventilated to provide a free flow of room air over 
the case. The room thermostat usually faces an exposed 
colder wall so that radiation heat transfer can occur be- 
tween the case and the cold wall, and thereby make the 
thermostat more responsive to outdoor temperature 


changes. 


Why Not Outside Wall Location? 


Among the questions that arise in connection with 
thermostat location are the following: 

Why are thermostats located on inside walls? 

Why not locate them on exposed walls where tempera- 
ture changes are large? 

Would not the glass surface be a suitable location for 
a room thermostat ? 

These questions are not as absurd as one might believe. 
The surface temperature of an exposed wall does change. 
For example, as shown by the diagrams in Fig. 6, the 
wall surface becomes cooler as the outdoor temperature 
becomes lower. Hence, if the room thermostat were lo- 


cated along the exposed wall and were influenced by the 


ll2 


cooler surface as well as by the cooler air near the wall, 
the result would be that as the weather became cooler the 
air temperature in the middle of the room would be main- 
tained at a higher level. This is the opposite of the droop 
action described earlier. It appears therefore that locat- 
ing the room thermostat on an exposed wall, or on a 
cold glass surface, would counteract the droop action and 
at the same time make the thermostat responsive to 
changes in weather. 

There are difficulties connected with this proposal, 
chief of which is that wall constructions differ so widely. 
For example, curves B and C in Fig. 6 are for an un- 
insulated wall in which the temperatures deviate con- 
siderably from curve A temperatures for the room air 
in the middle of the room. If the wall were insulated, 
curves B and C would approach curve A. In practice, 
therefore, if the room thermostat were located along 
the outer wall of an insulated structure, the tendency to 
overcome droop action might be ideal, but in an uninsu- 
lated structure the correction might be far too great. If so, 
the middle of the room would be much too warm in colder 
weather, and the homeowner would be forced to cut 
down on the setting of the thermostat. Similarly, the loca- 
tion of thermostats on window surfaces would be greatly 
affected by storm sash, sun effects, and frost formation. 

The heating dealer should realize that although the 
inside wall is the usual and preferred location of a room 
thermostat, it is possible to locate the thermostat either on 
or near the exposed wall and thereby obtain not only 
greater sensitivity of the instrument, but also a correction 
for the droop action. It is assumed of course that the 
room thermostat would not be covered by draperies, nor 
be located on a wall which might be heated by the sun. 
It is also assumed that the wall is well insulated. 


Still Room for Improvement 


This then is essentially the story of the simple make- 


and-break contact type thermostat, which has long been 
the prevailing instrument for domestic heating installa- 
tions. It is apparent that much study has gone into its 
development, and that every feature has been the result 
of research and experience. The most remarkable feature 
of the instruments has been that millions have been 
entrusted to not-too-careful homeowners who do_ not 
handle them as carefully as the delicate construction de- 
yet they work faithfully. 

Undoubtedly further developments will take place. The 


mands 


one thing that the thermostat manufacturer should not 
lose sight of is that the characteristics of the heating 
plant cannot be ignored. The curves in Figs. 2, 3, 4 and 
5 are fairly representative of warm air convection sys- 
tems, but require modification for warm air panel heating 
systems. It becomes apparent that the room thermostat 
of the future will be provided with adjustable features. 
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SOMETHING IM FIV, ]] 


30% THINNER 
Lr 4 TWICE AS STRONG 


GRIPS LIKE a PIPE WRENCH 


CLEAN, SHARP BOX JOINT ADJUSTABLE TO 
TEETH 4 POSITIONS UP TO 114” CAPACITY 





EXTRA THIN—ONLY 14” 


PLUSH River AT THICKEST POINT 


NO PROJECTIONS 
NON-SLIP CHECKERNUT 
KNURLING 


Crescent’s No. P210 Utility Plier 
is completely new ... revolution- 
ary! It’s not a “slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its double-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. It will grip 
flat, square, hex or round objects 
with powerful leverage. 


QUICK, POSITIVE 
ADJUSTMENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
ing surface at the arrow 
point. Adjustment is 
made by simply “walk- 
ing” the rivet recess over 
the bearing point witha 
pumping action of the 
handles. Easy, positive, capable of 
heavy loads. 


Handsomely finished in rust-resistant 


) 

zinc plate. Overall length 91% inches. CRESCENT TOOLS — 
nfl 
Sold by hardware dealers and Cive Winge lo Word ‘ 


industrial distributors everywhere. 


hes 4 X “ Sign oS lhe CHisan 
Ses Wp, ~~ <4 ) Symbol of Excellence 


y, 


Crescent is ovr trode-mork, registered in the United States and abrood, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Revolutionary Rheemaire — 
thatcuts operating 


up to 9o% more 


Field Tested 

Units were installed last sum- 
mer in all types and size homes 
in the hottest sections of the 
country. All of the units per- 
formed perfectly—through 
some of the longest heat waves 
in history. 


No Refrigeration Mechanic Needed! 
All refrigerant line connections 
in the new Rheemaire unit are 
equipped with new quick con- 
nect fittings. No flare connec- 
tions, no evacuating or charg- 
ing the system. Any qualified 
heating contractor can install 
it—no refrigeration mechanic 
needed. Can be installed in less 
time—at lower cost. 


This is big news—big news for builders—for home owners— 
and even bigger news for heating and air conditioning con- 
tractors from coast to coast. For now from Rheem comes the 
answer to profitable, practical home air conditioning. From 
Rheem comes a unit that answers every objection to units 
already on the market— it costs less to buy, less to install, 
much less to operate, takes up no usable space in the house, 
and eliminates the noise problem. Just imagine this—com- 
petitive home air conditioners on the market cost 50% more 
to operate than this amazing new unit. 


Designed for homes with forced air heat—but adaptable to 
others—the new Rheem Home Air Conditioner cuts the cost 
of cooling and almost doubles compressor capacity with a 
patented, practical, workable way to cool the condenser with 
a combination of air and water—without costly recirculating 
systems (actually uses much less water than a cooling tower). 
Easily installed in one- or two-story homes—with or without 
basements. Just think of the profit possibilities—people who 
couldn’t afford air conditioning before become good prospects, 
in addition to the thousands of home owners with window 
units who are already presold on air conditioning. 


The new Rheem Home Air Conditioner is ready now. It’s been 
tested and performance-proved by the finest air conditioning 
engineers, technicians, and consultants in the country, and 
every unit is performance-bonded for $1000. So write to Rheem 
—right away—for the free booklet and complete facts about 
this amazing new air conditioner, and find out what the new 
Rheemaire can mean for you. 


? RHEEM 
MANUFACTURING 
COMPANY 


You can rely on 


Seattle + Houston + Chicago + South Gate, California + Sparrow's Point, Maryland 
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anew home air conditioner 
costs almost in halt! 


cooling capacity per compressor h.p. 











PERFORMANCE BONDED FOR *1000 


Here’s complete protection—and positive proof—that the revolu- 
tionary new Rheemaire is fully perfected, and thoroughly depend- 
able. So carefully have these new units been tested—that Rheem 
guarantees payment of $1000 if the Rheemaire doesn’t operate 
satisfactorily at its rated capacity in any home. It’s the only guar- 
antee of its kind that you can offer to air conditioning customers! 
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Write to Rheem on your 

company letterhead for 

full information about the 

amazing new Rheemaire. 

You'll receive an illus- 

trated booklet with all 

the facts about this new 

= home air conditioner. 

Write to Rheem Manufacturing Company, 

7600 S. Kedzie, Chicago 29, Illinois. Dept. 
AAS. 





ineer Expands Dealer’s Scope 


He’s a vital cog in the organization who serves 


as liaison between the academic world of theory and the 


practical elements of installation and servicing 


By |. Wayne Premer 


Manager, Heating Division 
Hager-Fox Heating & Refrigeration Co. 


No poust everyone has a definite opinion on the worth 
of graduate engineers. My own opinion is that they 
are well worth their salt. 

Engineering gives us a system. It is the art of making 
practical application of the sciences. 

The company I work for has made profitable use of 
this theory in management. We have four graduates who 
are heads of four basic departments: new house heating. 
replacement heating, kitchen and company manager. 
Having started exclusively in the new house heating 
field in 1947 and gradually, as we proved our system, 
expanding to include replacement heating and new and 
replacement kitchens, our total employment to date is 
18. We do a $700,000 volume annually, of which $260,000 
is in new house heating. Lansing, Mich. boasts of a 
population of 100,000 with another 90,000 in outlying 
areas. Our new heating operation has averaged for the 
past three years over 320 jobs yearly, with an average 
selling price of $800. Of these 320 contract jobs, 
90 percent are sold to builders. There are few housing 
projects in Lansing; and the average builder puts up 


about six houses yearly. 


Organized System Cuts Overhead 


We are able, through our system, to accomplish this 
$260,000 volume with a total of 7 men, one salesman 
who doubles as overall supervisor, one stacking man, 
one furnace installer, one layout and duct system man, 
two sheet metal erection men and a startup and cleanup 


° 
man. ; 





This discussion was presented by Mr. 
Premer at the Oil-Heat Institute 33rd annual 
convention and expresses the views of many 
industry leaders who employ graduate engi- 
neers in managerial positions in the belief 
that their methods reflect up-to-date and pro- 
gressive heating techniques 











Most builders are wise enough in this day 
and age to ask for a heating dealer when 
they start a house, but heating men vary. 
They might be put into three classifications: 

1) The conscientious but overly cautious 
and foolish dealer who reasons that if a 
furnace will do the job, he will use the next 
larger size just to be sure. The same is true 
with his register and duct sizing. Everything 
is adequate but it is wasteful and not neces- 
sarily the best. 

2) The shortsighted heating man who uses 
equipment that is too small and a duct system 
which is inadequate in design; as a result, 
the house doesn’t heat well. 

3) A dealer who employs a heating engi- 
neer who is able to specify an adequate fur- 
nace and duct system through an accurate 
determination of heat loss. 

We like to think we are rated as a reliable firm whose 
engineers’ heat loss calculations continually produce ade- 
quate systems. 

Our system starts with a heating or sales engineer who 
determines heat loss by a method based on the National 
Warm Air Heating and Air Conditioning Association 
manuals. We prefer the perimeter method that takes 
into consideration the square foot area of the house. 
From our method of calculating an accurate heat loss, 
the furnace and duct sizing and equipment selection 
comes quickly. 


Estimctes Are Complete 


Our registers determine the price per run. We believe 
this system is superior to that of using a standard price 
per opening, especially on the larger house. The length 
of the trunk line also is reflected in our pricing. 

These methods build confidence among our customers. 
They must have confidence because buying heating isn’t 
like buying a new automobile. You can’t take it out 
and drive it around the block it has to be bought 
on its reputation and has to live up to it. 

The second step in our system is writing a clear cut 
contract, not just giving a price on scratch paper or the 
back of an old envelope. Our contract includes in an 
estimate to a prospective customer the full story of the 
heating plant and its components. 


(Continued on page 120) 
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Report #3 





for G-E Home Heating and Cooling Dealers 





THE G-E “VEEP” IN ACTION 


How new G-E "Magic Sales-Maker"--a consumer visual sales 
presentation, popularly called "The Veep"--helps increase sales 
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How VEEP" buttoned up sales of 7 
furnaces in a small Missouri market 


Seven furnaces sold through one 
mailing! That’s the profit-heavy 
job done by a dealer in Brook- 
field, Missouri. And since there 
are only about 2,000 homeowners 
in Brookfield, it took something 
special to build a record like that! 
And the Stubblefield Home Im- 
provement Co. used something 
special —a two-fold attack (1) 
They mailed out imprinted copies 
of a G-E mailing piece to prac- 
tically every home owner in town. (2) They followed 
up inquiries with the “Veep” visual sales presentation. 
The results were very impressive in all respects. 

Stubblefield’s distributor, General Heating and Cool- 
ing Co., of St. Joseph, Mo., is sold on this two-prong 


L. C. BOWEN, 
General Heating and Cooling 
(General Electric Distributor) 

St. Joseph, Mo. 


approach and is using it. L. C. Bowen, General’s whole- 
sale salesman, is masterminding similar strokes 
throughout the territory. As a result of Bowen coach- 
ing, one dealer made a sale the first night he used the 
“Veep.” 

Watch for more true sales stories like this one — in 
future G-E advertisements in this publication. They 
all teach the same lesson: —the profit-wise home heat- 
ing and cooling dealer is the one who has climbed on 
the G-E Bandwagon. Want to join up? 


FREE! Sales Secrets That You Can Use. 
Exciting success stories by G-E sales- 
men tell how they broke sales records 
with the aid of the “Veep.” For your 
copy write GENERAL ELECTRIC, HOME 
HEATING AND COOLING DEPT. AA-36 
BLOOMFIELD, N. J. 


Progress /s Our Most Important Product 


GENERAL GQ ELECTRIC 


Home Heating and Cooling Dept., Bloomfield, N. J. 
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If you tighten your belt another notch every time you have to get out 
the “sharp pencil” to beat the #$%”? price boys... STOP IT! 
You can do business and plenty of it . . . multiple housing jobs or single 
replacements . . . and still make a good, legitimate profit. You can . . . if you handle 
Perfection Regulaire warm air furnaces! Here’s why... 


You sell builders without price cutting...because 





with Perfection’s Regulaire, builders get 





a guaranteed extra profit on every house! 





There's no mystery about it. Any house it means you aren't asked to shave your bid. 
equipped with a Perfection Regulaire furnace What's more, as a Perfection dealer, you, and 
brings a higher loan appraisal. That’s money only you, can offer builders a great, new, home 
in the bank for your builder customers. ..and selling idea. ..the““Guaranteed Comfort” home. 
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the ‘SHARP PENCIL’! 


You sell the replacement business without 
shaving your profit! 





Perfection with Regulaire gives you something to sell furnace prospects 
that the “price” operators can never approach. Regulaire and the 3-stage 
fire are the best customer bait in the furnace business today. And they 
provide your customers with the only way to full-time comfort. . . 
constant warm air circulation. 

And Perfection has a brand new “kitchen table” sales tool to help you 
sell it. Be sure to see this new selling help that makes it clear to prospects 
in no uncertain terms why Perfection’s guaranteed heating dealers are 
the ones from whom they should buy. Helps you sell summer cooling, 
too! Perfection Industries, Division of Hupp Corporation, 7705-A Platt 
Avenue, Cleveland 4, Ohio. 


TALK TO 


DAT a é rr f - Cc ti 3 © rr 
PUAN 
wey 


AUTOMATIC HEATING // summer COOLING 


MPRK Z 
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Engineer Provides Clear Cut System 


(Continued 


Also, on our printed estimate sheets, we include the 
statement that we reserve the right to locate the furnace 
and registers in order to guarantee proper heating and 
to avoid arguments with the owner who may suddenly 
decide he wants to place a pingpong table where we plan 
to set the furnace. Defining the work to be done by 
others is also important to save unnecessary misunder- 
standing as to such considerations as who is to do the 
cutting for the register openings, floor patching, wiring. 
and when necessary, who is to run the water line for the 


humidifier. 





Does estimate show all this? 


1) Furnace make and model number, heat- 
ing capacity, type of oil or gas burner, 
type of system (forced air or gravity) 
and other items such as humidifier, ther- 
mostat and type of controls? 


2) Fuel tank if required (whether basement 
or underground) giving capacity in gal- 
lons and including articles such as oil 
line, fill and vent pipe, gage, fill alarm 
and oil filter? 


3) The duct system (whether round pipe or 
graduated rectangular duct using base- 
board registers and grilles), number of 
supply and return air openings to each 
room and to the basement, and make 
and size of registers? 











Once this estimate has been given to a customer and 


he approves it, the original signed copy becomes a 
contract agreement which is placed in our files. 

From the signed contract we make an acknowledgement 
of order to the customer, a hard copy which becomes a 
permanent record under which all costs of materials and 
labor are posted. Upon completion of a job, this hard 
copy of the contract becomes our permanent service card 


held on file by our service department. 


The third step is systematic field erection. This pro- 


cedure starts with the field supervisor, who also locates, 
sizes and marks all register openings for cutting. The 
cutting is then done either by the builder or by our men 
according to the contract. We find that on 70 percent 
of our new heating jobs, the builder will do the cutting. 
When he does so, he will take particular care when he 
lays the joist and sets the studding. There is probably 
nothing more perplexing to a layout man than to find 
double beneath 


random 


joists partitions and studding set at 


between joists and other places. making an 
} | 


ordinary heating job unnecessarily difficult especially 


on two story houses. Roughing in register boxes and 


from 


116) 


page 


grounding return air openings follow. At the same time 
we rough in an inside oil vent and a thermostat wire. 

As to duct installation, instead of taking a number of 
fittings, some flat sheets and a hand brake to the job 
as some heating dealers prefer to do, we also have a 
system for trunk line erection. 

In layout and design, our field engineer, who also 
supervises duct installation, makes a sketch of the base- 
the the 


in., locating every joist and issuing all instructions per- 


ment, measuring entire house to nearest 14 
taining to supply and return air openings and other 
specifications. From this sketch, a layout drawing is made, 


using the scale of 84 in. to one foot. 


Careful Sizing Cuts Waste 


Once all joists and openings have been located on the 
drawing, sizing of the trunk line begins. Starting at the 
run farthest from the furnace, the field engineer increases 
the trunk size with each additional opening all the way 
to the furnace. The same is done with return air trunk 
until the drawing is complete. All pieces of duct and each 
fitting are numbered on the drawing. The whole layout 
operation, including two trips to the job site (one 
for measuring and one for checking after the drawing 
has been made), compiling a complete bill of materials 
and making a scale drawing, takes about 314 hr for the 
average job, but we find that the time saved on duct 
erection and the minimizing of wasted metal pays for 
this layout many times over. The waste of metal per job 
averages from 2 to 4 percent. 

From this layout, the bill of materials is taken and 
passed on to the sheet metal shop for fabrication. They, 
in turn, number each piece to correspond with the 
numbered layout. This process eliminates shortages and 


mistakes in erection. 


Installers Can Do Complete Job 


Equipment installation follows the same pattern. Our 
furnace installers also are licensed to do class B wiring, 
so that one man does a complete job including delivery 
of the furnace and basement tank, assembling and setting 
the furnace in place with smoke pipe and oil line, wiring 
a furnace and thermostat, setting the oil tank and doing 
any necessary piping. 

One good man with a little experience, who is able 
to make every move count, can set three furnaces and 
three basement oil tanks in two 8 hour days. Following the 
furnace installation is setting up of the air distribution 
system and its components and general cleanup and 
startup of equipment. The thoroughness of the original 
startup is responsible for fewer call backs. 

1956 
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evolutionary New Gae Valve Design! 


HONEYWELL'S 


Bl 


SILENT GAS VALVE 


@ terminal connections... 
for faster wiring 


@ electrical parts out of 
the gas stream . . . meets 
S. U. R. requirements 


@ operating parts out 
of the gas stream... 
eliminates periodic servicing 


@ can be mounted in any 
position in a horizontal pipe 
run... solves space 
problems 


@ can be used with all 
gases and all types of 
equipment 


Combines the simplicity of the solenoid valve 
with the silence of the diaphragm valve... 
plus many additional new advantages of its own 


the plunger 
which acts 


SILENTLY 


Time MS 
of oil 


Featuring. 


@ all working parts 
permanently lubricated 
and sealed... provides 

long, trouble-free life 


@ no bleed connections 
required... cuts 
installation costs 


@ small compact size... 
installs out of the way 


@ self-aligning soft disc 
valve ... assures tight 
close-off 


-~@ inclined self-cleaning 


% valve seat... eliminates 
7 periodic servicing 


When you specify the Honeywell \7a2 
youre specifying the best in gas valves! 


For complete information, call your 
local Honeywell office—or write 
Minneapolis-Honeywell, Dept. 2749, 
Minneapolis 8, Minnesota. 


Honeywell 


Fit we Controls 





('ompletely New and Different ! 


HONEYWELLS 


cl 





AGA and UL LISTED 


Conforms to utility requirements 


ACTUAL SIZE 


IT’S SILENT IT’S LOW IN COST It eliminates 


i 
4 eliminates home owners’ y priced _, f PERIODIC SERVICE 
q complaints about slightly abov because the operating parts 
noisy valves solenoid ah are out of the gas stream 


Heres the GAS VALVE that sets 
a new Standard for the industry! 





SERIES OF PARABOLIC ARCHES typify vaulted roof construction of the Lambert-St. Louis municipal airport ter- 
minal building where roof sections are covered by sheet co pper 


Sheet Copper Sets the Pace 
in Airport Roofing Design 





Many eyes are on the new airport terminal 
building at St. Louis, dedicated March 10, 
where a huge roofing job employed sheet 
copper for a barrel vaulted design using 


standard batten seam construction 











THE DESIGN AND construction of a new airport terminal By James F. Redding 
building at Lambert-St. Louis municipal airport has Copper & Brass Research Assn. 
created much interest among American and foreign air- 
port commissions as a possible model for other airport 
expansion and modernization projects. 
The new terminal building provides three important 
facilities demanded by a modern air-minded public 
convenience, comfort and efficiency. The external ap- 
pearance is enhanced by a barrel-vaulted roof with a 
sheet copper skin. The roof is a clear span divided into 
three sections each comprised of intersecting barrel- 
vaulted or parabolic curve elements which make six 


intersecting dormer arches. 


Job Ranks Among Largest 


The structure is 415 ft in length and 120 ft wide; the 
vaulted ceilings are 32 ft high. Each of the three roof sec- 
tions is 120 X 120 ft on the flat; allowing for curves, 


arches and overhang, engineers estimate the actual area HAMMERING DOWN THE BATTEN SEAM to 


set copper panel in place are Foreman Fred Dent 
[he sheet copper application, laid over a slab founda- and Anthony Andrews of Mound Rose Cornice & 
(Continued on page 126) Sheet Metal Works 


to be approximately 72,000 sq ft. 
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a size to fit your 
needs ! 


the ROU ts LU 


a:-Giuneaqca-@aa 


waterless air conditioner 


For your customer with the specia/ problem, the “Clima-Twin-Aire is versatile, tailor- 
made solution .. . using no water. 

Completely separated from the evaporator, the condenser may go about anywhere... 
garage, outside in a concealing group of shrubs, in its own louvered house. All moving 
parts are outside! 


Condensers come in 2, 3 or 5H. P. sizes. The 
evaporator packages are equally 
versatile, designed for vertical or 
horizontal application ...in the attic 
... underneath or above the furnace. 
And then, of course, there's the 
famous “Clima-Twins,” matching 
cooling and heating units. - 


= 


— 
= Se ees ees ——— 


—_ =< 
ee ee ee ee eee oe 


Gentiemen: Please send me IMMEDIATELY full infor- 
mation on Round Oak air conditioning. 


Name ROUND OAK CO., INC. 


Firm DOWAGIAC, MICHIGAN 
Address 


City 
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POPULATION 


NEW HOUSING 


STAINLESS STEEL 
INGOT PRODUCTION 


OF BUSINESS 


Can you grow 


with your 


As the national economy con- 
tinues to expand so also will your 
markets. For you to grow with these 
markets there must be a correspond- 
ing increase in your supply of raw 
material. Right now, as in the case 
of stainless steel, this presents a 
problem. 

If stainless steel sheet plays an im- 
portant part in the manufacture of 
your product, you are more than 
likely accustomed to specifying 
Type 302, 18-8 chrome nickel grade. 
Due to government stockpiling of 
critical and strategic nickel, this par- 
ticular grade is not as readily avail- 
able as before and no immediate 
increase in supply can be expected. 
How then, if you are to increase 
your participation in this growth, 
can you overcome your problem? 


markets ? 


THERE IS A WAY—another grade 
of stainless, namely Type 430, és 
readily available. Since it is a straight 
chromium stainless, it is not affected 
by the nickel shortage. Type 430 is 
by no means new and untried as it 
has been used extensively in strip 
form by the automotive and other 
industries, Over 30% of all stainless 
made in this country is the non- 
nickel bearing Type 430 produced 
primarily as strip and not as sheet. 

Beside availability, the substantial 
savings in base price between 430 
and the 18-8 grade is also of signifi- 
cant importance in these days of 
high prices. The amount you are 
presently spending for your stainless 
steel supply will buy considerably 
more stainless in the 430 grade, par- 
ticularly in our MicroRold sheets. 


Washington Steel 


Corporation 


3-A WOODLAND AVE., WASHINGTON, PA. 
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When applied properly in appli- 
cations where extreme corrosion re- 
sistance is not a factor, Type 430 has 
all the desired qualities of beauty, 
strength, corrosion resistance, long 
life and low maintenance. The steel 
industry estimates that 50% of all 
stainless steel sheet applications 
could satisfactorily use Type 430 as 
an economical and practical mate- 
rial. If the product is cleaned regu- 
larly 430 stainless can be used in any 
application. Why don’t you investi- 
gate the possibilities of Type 430 for 
your product? 


Send for your copy, “Care 
and Use of 430 Stainless” 





Sheet Copper Solves Curved Roof Problems 


(Continued from page 123) 


BEAMS OF 24 oz cold rolled copper are installed in the valleys of a curved roof section. Copper proved partic- 
ularly adaptable to this application which required following the curve of the roof without buckling or distorting 


tion shell which is the base of the roof, is most inter- 
esting. Erection of the vaulted roof began with construc- 
tion of a wood form, upon which the concrete slab shell 
was poured to a thickness of 414 in. A 3 in. layer of 
glass fiber insulation was laid over the shell. The roof 
deck over the layer of insulation was formed from 1 in. 
plywood. Sheet copper roofing was applied to this 
wooden deck to provide for minimum friction of the 


sheet copper when it contracts and expands. 


Batten Seam Construction Used 


The sheet copper roofing job by Mound Rose Cornice 
& Sheet Metal Works of St. Louis, under the direction of 
President Louis Schwartz, is said to rank as one of the 
major roofing installations in the Midwest in recent 
times. The structure required about 120,000 lb of cold 
rolled sheet copper. Standard batten seam construction 
was employed to meet the structural requirements. 

“The main panels are of 20 oz cold rolled copper in 
8 ft X 36 in. sheets,” explains Mr. Schwartz. “Turned 
up at the battens and allowing for lock edge, these sheets 
finish up into 7 ft 8 in. 3134 in. panels. 


“The battens were dovetailed inward at the base to per- 


126 


mit expansion and contraction in all directions,” he con- 
tinued. “The batten caps are 24 oz sheet copper which 
are locked to the sheets. The valleys and beam covers 
are also 24 oz sheet copper. Due to the curve and slope, 
provisions had to be made to lock the roof beam covers 
and valleys tightly to the roof sheets and follow the con- 
tour of the beam. 


Cold Rolled Sheets Answer Needs 


“Cold rolled sheet copper was highly satisfactory for 
this particular roofing installation because it follows 
the roof curve without buckling or distortion. 

“The barrel-vaulted roof wasn’t much of a problem 
for us, in spite of its unusual characteristics,” Mr. 
Schwartz points out, “because we met many of the prob- 
lems in recent installations of sheet copper roofs and 
domes similar to this one, on the old St. Louis courthouse, 
on the Jefferson national memorial, and on the United 
Hebrew temple in St. Louis. We also encountered some 
similar problems in our application of sheet copper on 


the Missouri Delta Hospital roof in Poplar Bluff, Mo. 


(Continued on page 130) 
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)o you know the sales and 
profit facts about usAIRco 


istributorships? 








Find out how young, growing, 


cooperative management will give you a 


“two-sided partnership”! 


If you are thinking of going into air con- 
ditioning, or dissatisfied with your present 
source .. . it will pay to get the facts about a 
usAIRco distributorship 

The only distributor program built with you 
in mind, assures flexibility to meet local con- 
ditions . . . gives a closeness of cooperation from 
the factory you will find nowhere else! 

usAIRco manufactures a complete line of air 
conditioning equipment for every type of job. 





Over 30 years’ progress in this field guarantees 
unsurpassed quality . . . makes possible our 
liberal 5-year warranty and service allowance. 

Inventory problems are eliminated through 
usAIRco’s Warehouse Plan and Finance Plan, 
which make merchandise available when you 
need it, without tying up capital. Aggressive 
advertising and dealer aid program helps you 
to keep the sales ball rolling. 

Write today for complete details! 


<I AAT ae. 


COMMERCIAL 


PLETE RESIDENTIAL LIN 
& INDUSTRIAL COMPLETE RESIDEN E 


= : oa 
| J a 
. 


\ | “ADDS-ON" YEAR "ROUND AIR-COOLED 


UNITED STATES 


AIR CONDITIONING CORPORATION WL7)/, (41 


MINNEAPOLIS 14, MINNESOTA 
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R. John Craig, Manager, Packaged Refrigeration Division 


United States Air Conditioning Corporation 
mai lis 14, Mi a 


p 





1 would like the complete story on the 
usAIRco distributor plan. 


Name of Company 





Address 





City 











There’s Modern Beauty 
Plus Greater Utility in This 


New Round Thermostat 


SS TR ae EE EE 


QUALITY 
THERMOSTAT 


MODEL TR125 








e Easy-to-read double dial 

e Adjustable heat anticipation 
e Easy lever adjustment 

e Enclosed snap action switch 
¢ No leveling necessary 


The new Crise Round Thermostat has graceful contours 
and a removable cover that can be painted to match 
any room setting. Separate scales are provided for both 
room temperature and temperature setting. A com- 
pletely enclosed precision snap action switch makes or 
breaks the circuit—requires no leveling to install. The 
TR125 Crise Round Thermostat is designed for use on 
low voltage circuits. For additional information and 
price schedule write us. 


CRO 


Mawuenctur (NS — OM rAny 


CONTROLS DIVISION 
COLUMBUS 16, OHIO 





There’s a Dependable 
Crise Control for 
Every Application 


CRISE FAN AND 
LIMIT CONTROLS 


The highest quality in fan, limit 
and combination controls for auto- 
matic heat. All feature clear lucite 
windows, easy-to-read dials. 


CRISE THERMOSTATS 


There's modern beauty plus the 
greater utility of a double scale 
in this new round thermostat. The 
removable cover can be painted 
to match any wall. 


CRISE 
SOLENOID 
GAS 
VALVES 


Built for use 

with all types 

of gases and 

gas-fired heat- 

ing equipment. Designed for whisper-quiet 
operation, long life. 


CRISE 
ZONE 
CONTROLS 


Each Crise 

Zonetrol is a 

complete unit. 

No auxiliary 

switch, power 

box, or trans- 

os former is re- 

quired. It's the economical way to zone 
heating and air conditioning systems. 
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HOUSING—AIl weld 
ed. May be turned 
for other discharges 
eyeMmLttieliehivels 


FRAME — All welded. 
Easy access to motor 
for lubrication and 
servicing. 


DRIVE COVER — 
Weatherproofed and 
ventilated. 16 gauge 
steel. Fastens secure- 
ly with 4 screws. 


* HUB—Machined cast 
iron. Continuously 
sol lolita to Mi Rel] ol-1a-te) 
lock bushings an- 
chor wheels to shaft. 


INLET—Circular angle 
iron. Rigid. Spun ven- 
turi. 


WHEEL—Completely 
arc welded into one 
solid mass. 
ically balanced 
Sizes 12% to 36'2 


BEARINGS — 
bearing pillow 
cated, sealed 
eM Zell te] oli 


Self-aligning, ball 
blocks. Pre-lubri 
Sleeve bearings 


SHAFT — Heavy WN 
construction (@ 
eT collie MR elile MM ole)| Vw 
illo MM stelle lalate} V-BELT DRIVE 
Adjusts for blower 
speed variation 
Conservative rat 


an 
MOTOR — Designe« 
iitele( Melle Mellel gelnir 
by Peerless for 
Peerless blower size: 





MOTOR BASE—Sturdy 
heavy. Pivoted at one 
end for easy drive ad 
justment 

Dynam 


Specially Engineered, Compatible Blower Components . . . The 
Reason For Outstanding Peerless Performance and Quality! 


® This is the Peerless Backward Curve 
Blower, one of the workhorses of the depend- 
able Peerless line. Like all Peerless units, it’s 
designed, engineered and manufactured com- 
pletely at Peerless . . . motor and all. It is 
this complete control from components to 
finished unit which enables us to uncondi- 
tionally guarantee every fan and blower we 
make. Each component works in perfect 
harmony with the other to give quiet, trouble- 


free performance. 


Write, Wire or Phone Us Today! 
Ask for Bulletins SDA-160 or SDA-200 


FAN AND BLOWER DIVISION 


THE Peerless. Electric COMPANY 


FANS - BLOWERS - ELECTRIC MOTORS . ELECTRONIC EQUIPMENT 
1405 W. MARKET ST. e WARREN, OHIO 
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Peerless Backward Curve Blowers can be specified 
with confidence. They are thoroughly tested accord- 
ing to test codes. They meet PFMA, NAFM and 
NEMA standards. Scores of them are operating in 
schools, hospitals, other buildings and government 
installations all over the nation. We are used to 


producing to customer or government specifications. 


THE PEERLESS ELECTRIC CO. 
WARREN, OHIO 


C1 Send me Bulletin SDA-160. 
CL) Send me Bulletin SDA-200. 


ADDRESS.......... 





Roof Design Provides for Future Growth 


(Continued from page 126) 
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“A minimum of soldering was done in connection with 
the airport terminal installation. All seams were locked 
in the direction of water flow, and the only soldering 
was at the apex of the roof where the copper sheets of the 
different curves joined in the valleys and gutters. 

“Each roof is drained at four points, and provisions 
for handling large quantities of water were made by 
fabricating and installing large funnel shaped drains of 
32 oz cold rolled sheet copper which was brazed to heavy 
machined brass ferrules. 

“The face member of the eaves presented a problem 
in that it followed the curves of the roof as well as slop- 
ing outward. So we covered the roof side and top with 
locked copper sheets and anchored them to a heavy cleat 
connected to a reglet embedded in the concrete,” Mr. 
Schwartz recalls. 


‘ 


Additional Sections Provide for Growth 


On the airport job, provision was made for future ex- 


pansion of the terminal facilities by erection of two addi- 


V-SHAPED skylight sections in 
metal frames wedge between each 
connecting section of airport roof. 


tional sections of the same type, making a total of nine 
roof sections with a sheet copper covering. 

The terminal building interior is on three levels which 
are served by escalators. The main concourse has wide 
glass areas to provide a view of the entire airfield from 
the interior. Dining rooms, lunch bars, lounges and other 
public rooms are located convenient to the passenger 
promenade. Air travel offices are grouped and baggage 
and supply sections are located at convenient points for 
their purposes. 

Total cost for the project was $4,500,000. 

Other principals in the construction work were L & R 
Construction Co., general contractors; Minoru Yamasaki 
of Hellmuth, Yamasaki, Leinweber, Inc., who designed 
the terminal building; Conway B. Briscoe, city director 
of public utilities; and Roberts & Schaefer Co., 
consultants, who contributed advice in designing the 
roofs shell. Landrum & Brown, airport consultants, as- 
sisted the designers and airport commission in the early 


planning stages. 





treatment of sickness or injury are not taxed 
as income of the employees. If the company 
has a plan for continuing all or part of an 
employee’s pay while he is absent for sick- 
ness or injury, limited amounts of this “sick 
pay” are also tax exempt. 

This applies whether the payments are 
made by the company or by an insurance 
company. In the case of an illness requiring 





Many Sickness Benefits Are Tax Exempt 


UNDER THE PRESENT tax law, according to 
the American Institute of Accountants, pay- 
ments from your company to employees for 


hospitalization even for one day during the 
course of the sickness, or in the case of any 
injury, the first $100 per week of payments 
are tax free. In the case of illness which does 
not require as much as a day’s hospitaliza- 
tion, the exemption begins after the first 
week of absence. 


No great formality is required concerning 
the plan but it would be well to explain it to 
the employees and keep appropriate records 
of the amounts paid. 
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Oo NEW BUSINESS 
©o CUSTOMER ACCEPTANCE 
AND SATISFACTION 
°o BIGGER PROFITS 
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HEATING AND AIR CONDITIONING 


Here are the reasons YOU should be a Mor-Sun Dealer... 


A COMPLETE LINE of warm air heating and air conditioning equipment. f fd 
QUALITY DESIGN AND CONSTRUCTION that ensures customer satisfaction. Se a eee ee eee 
: : soundest business opportunities 

THE RIGHT SIZE...THE RIGHT PRICE for every home heating and cooling market. ' 

fie open to heating dealers, see your 
NATIONWIDE DISTRIBUTION with immediate delivery from local stocks. neamebt Slaten Thtesoche’s 
SALES TRAINING sponsored by Mor-Sun—practical, professional “how-to-sell” instruction. listed in the Yellow Pages of your 
NATIONAL ADVERTISING that pre-sells Mor-Sun, builds customer recognition and acceptance, telephone directory—or write di- 
boosts your business and profits. rectly to: Mor-Sun Furnace Divi- 
SALES PROMOTIONAL HELPS, selling tools to help you interest the prospect and close the sale. sion. Morrison Steel Products, Inc., 
CO-OP ADVERTISING PLAN for your local use— newspaper, radio, TV, and other approved media. 609 Amherst Street, Buffalo 7, N.Y 


—— me oa 


UT on Bale || 


@ There’s a Mor-Sun Warm Air Furnace and Air Conditioner for every home heating and cooling 
requirement... the right size... the right price... for new construction or modernization. 
Also manufacturers of Morrison Roly-Door Steel Sectional Overhead Doors and Morrison Service Bodies 








1 WATERPROOF AND ACIDPROOF .. . holds 
back sludge-forming water that clogs nozzles. 


a a 0002” FILTRATION PurOlator element is 
26 DE: \ re): uniformly dense, the only medium to provide 


THE O11 FULTER 


‘ 
ht. micronic filtration to .0002”. 


3 NO CHANNELING Uniform density eliminates 
‘soft spots’’ for oil to break through and 
minimize filtration. 


4. NO DISTORTION PurOlator's Micronic Element 
will not shrink, distort, stretch, flake or 
deteriorate when oil passes through. It will not wear. 


&. FITS MOST HOUSINGS The necessary gaskets 
for installation in other housings are included 
in the PurOlator package, for the cost of 
the element. 


€. ONE SIZE FITS ALL JOBS PurOlator offers 
a standard one-sized unit which is physically 
among the smallest elements available, yet has 
a capacity three times the largest element sold for 
domestic burners. This reduces stock and 
inventory problems. 

















Only. PurOlator filters offer all 6 advantages 


Write for all the information you need, including prices, 
The PurOlator PF-2002 prevents nozzle clog- oy gy Products, Inc., Rahway, New Jersey, Dept. 


ging and cuts down fuel pump wear. No other 


oilburner filter offers all of the six advantages Dualars andl Jobber! 
¢ <A few valuable 


explained above to assure this efficiency of dealer and jobber territories are still available. One 


may be near you. For confidential jobber and dealer 
information, send us a letter on your company letter 
head 





operation. That’s why the PurOlator PF-2002 





Oil Burner Fuel Line Filter has become the 








most widely used by original equipment manu- 


facturers in the combustion industry. There's 


no advantage in settling for less. It fits most PUR. yFe\re)e) 
popular housings, and, with adapters, this one 
element is widely interchangeable — cutting 


Ww yur stock and invento yblems. 
dov n yc ur st ck ind i ent ry problem FIELD OF FILTERING” 
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How to get 
two sales out 
of a single 
remodeling job 





Guess how much money will be spent on 
remodeling this year. Five billion? Eight? 
Ten? Some experts predict even more. 

You can get big remodeling profits your- 
self with Crane’s Year ’Round Air Condi- 
tioner. That’s the air conditioner that lets 
you get two sales out of a single remodeling 
job. 

Here’s how. If a prospect doesn’t want to 
put out the money for the complete Crane 
Year ’Round unit in one lump sum—sell the 
heating section now, and the cooling later. 
It’s made so that the refrigeration unit can 
be slipped in... anytime. 


Either way, you’ve got terrific selling fea- 
tures. This Crane product is pre-assembled. 
It’s easily installed. It’s compact enough to 
fit in the snuggest spot. Cooling system is 
hermetically sealed. Built-in damper gives 
simple heating-cooling change-over. 

Crane offers a complete line of Year ’Round 
Units competitively priced—in both 
Counterflow and Hi-Boy models. Gas and 
oil fired—air or water cooled, two-, three- 


and five-ton sizes ery. 
Your Crane Branch or Crane Wholesaler Cir 
can give you complete details. Why don’t /MPRON 
you call right now? What's behind the remodeling boom? Two things. 
A CTIO N—a civic agency publicizing the need for remodeling. 


CRANE CO. OPERATION HOME IMPROVEMENT—o privately financed (200 
General Offices, 836 South Michigan Avenue, Chicago 5, Illinois million dollar) promotion for home improvement. Together, they're 
VALVES «+ FITTINGS «+ PIPE « KITCHENS + PLUMBING «+ HEATING building a gigantic remodeling market for you. 
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Home Builders Hear Air 


Conditioning Trends 


® Reading of Air Conditioned Village report is delayed 


to allow time to coordinate tabulated information 


® Central cooling reported to be moving out of the lux- 


ury category as people recognize its advantages 


® Building orientation, heat loads, noise control and 


government mortgage specification discussions further 


the cause of cooperation between building and air con- 


ditioning industries 


THE LONG AWAITED report on the 
findings at the Air Conditioned Test 
Village in Austin, Texas was to have 
been presented at the 12th annual 
convention of the National Associa- 
tion of Home Builders. However, at 
the time of the convention session 
on residential air conditioning, Chair- 
man Ned A. Cole stated that the 
report had not been passed by the 
committee and could not be made 
available until another meeting had 
taken place to coordinate the infor- 
mation obtained at the research vil- 
lage. Mr. Cole stated that the change 
in policy from seasonal evaluation 
of data to an annual evaluation for 
the period from October 1, 1954 to 
October 1, 1955 delayed reading of 
the report. He indicated that exten- 
sion of the program to a two year 
test project would enable the men 
doing the research and evaluation to 
obtain more facts and figures to veri- 
fy their analyses. He also expressed 
the hope that additional information 
might be released during the late 
spring or early summer of 1956. 
In reporting some of the facts 
passed by the air conditioning com- 


mittee. Mr. Cole said the average 
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cost for heating and cooling each of 
the 21 houses in the village was 
$112.93 for one year, or $9.41 a 
month. Other information presented 
by Mr. Cole dealt with the solution 
of noise problems involving air con- 
ditioning equipment and_ revealed 
that the air conditioned village proj- 
ect was responsible for many build- 
ers changing their specifications to 
provide more substantial supports for 
machinery so noise levels might be 


kept below the 40 decibel level. 


Cooling Becomes Necessity 


On the same program were Her- 
bert T. Gilkey. technical director, 
National Warm Air Heating and Air 
Conditioning Association; George S. 
Jones, Jr., managing director, Air- 
Conditioning and Refrigeration In- 
stitute; Fred W. McGhan, Architec- 
tural Standards Div., Federal Hous- 
ing Administration; and Charles I. 
Hopkins, director, Construction and 
Valuation Service, Veterans Admin- 
istration. Mr. Gilkey 


the growing demand for central cool- 


advised that 


ing systems has changed the thinking 


of many people who at one time con- 


sidered a central residential cooling 
system a luxury. Recent interviews 
now show that many more people 
are thinking of it as a necessity. 

To meet the comfort requirements 
of customers Mr. Gilkey cautioned 
those specifying equipment to make 
a careful estimate for each installa- 
tion. He reminded the audience that 
building orientation is extremely im- 
portant in selecting equipment. The 
same building could have four dif- 
ferent heat loads based upon the re- 
lationship between glass exposure and 
the solar intensity load. 

The use of an arbitrary figure of 
15 percent was recommended for 
selecting equipment capacity to 
match the maximum heat load. Any 
figure falling below or above this 
safety factor calls for the next size 
equipment offered by a manufacturer. 


Cooling Is Selling Tool 
The value of 


equipment as a merchandising tool 


summer cooling 
to sell more houses was pointed out 
by George S. Jones, Jr., who esti- 
mated that 125,000 homes were air 
conditioned with heating and cool- 
ing equipment during 1955 and that 
the figure should reach approximate- 
ly 200,000 in 1956. 

The Federal Housing Administra- 
tion and the Veterans Administra- 
favorable to 


tion are approving 


homes for guaranteed mortgages 
when central air conditioning has 
been specified according to the rec- 
ommendations made in the manuals 
published by NWAHACA, according 
to Fred W. McGhan and Charles I. 


Hopkins, who also appeared on the 
panel program. 
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Back of Airtemp 
is Chrysler— 
the greatest 
name in engineering! 


THE FORWARD LOOK IN 


...and AIRTEMP 
leans over backwards 
to help you make 


more profit in 


Heating and Cooling! 


From your Airtemp Distributor and 
Airtemp, you can expect and get assistance. 
Every step of the way to success as an 
Airtemp Dealer there is help available in 
financing, merchandising, application, 
installation and service. 
Airtemp is the profitable franchise in 
Heating and Cooling. Get all the facts and 
you'll see that your profit opportunity is 
with Airtemp. Write Department AA-3, 
Airtemp Division, Chrysler Corporation, 
Dayton 1, Ohio. 


DIVISION 
CHRYSLER COR 


HEATING + AIR CONDITIONING FOR HOMES, BUSINESS, INDUSTRY 
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jy~why 


take 


the 


blame... 


fe) mu lat-tol-relel-hc-milal-lelt- hale) alta 


cut down customer complaints by recommending an application of 


SILVERCOTE 


REFLECT! Pa SULA Fi 


SILVERCOTE Products, Inc. 
161 E. Erie St., Chicago 11 


Please send your FREE booklet with complete information on 
SILVERCOTE Reflective Insulation. 


FIRM NAME 


ADDRESS 


CITY — . - : . STATE 
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Much of the pain of customer complaints can 
be ended before it starts—before you even start 
iCoMmaal-L¢-mm-lammr-liammorelarenidrolaliare mmiat-oc-lit-tdlela mm lamar: | 
residential or commercial building 

Make sure the building is. properly insulated 
Colm limerelalelidrelaliare mm at-rrelailial-ialem-lam-le)eliler-lelela 
of Silvercote Reflective Insulation. It reduces 
summer indoor temperatures up to 10°, taking 
Dale coun Mme) mm Cal-me ol-(oL.euele-t-L diate mal-r-t au ley-leMelame) mm til- 
air conditioning equipment. And it saves fuel 
warmth in winter, too. 

Silvercote is a natural insulation for the air 
conditioning age. Fifteen layers of millions of 
tiny aluminum flakes, bonded to a heavyweight 
sheet, give it the heat reflective power of a 
million miniature mirrors. Moreover it's a natural 
‘‘breather’’ sheet. Available on rolls, or as a 
sfcLortale Mela ola-laleMmat- litem oli-lal.c:)@)ar-ielt-hélelat-omn saan cs 
fo] mmole i mm ia-1-mm olele).d(-)am-1ale mmol =) @e-li Mm dal-Me lanl olelac- lal 


facts on Silvercote. 
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EVERYBODY'S TALKING ABOUT 


ECONOMY 


a, 
| NTERNATIONAL 


Cconomuy: 


Can you satisfy and sell every customer with International Economy? 
You bet your boots you can! Economy gives you the furnace models, 
features, types and ratings to meet every customer’s heating and 
cooling needs exactly. Further, you can cash in on Economy’s long 
Seetote experience — 114 years of proven leadership in building heating 
equipment. What customer could say anything but YES to heat that’s 
exactly tailored to his needs — heat that’s properly installed by you 
— heat that’s low in cost to buy and saves him money for years? 


Economy definitely holds the answer to more heating and cooling 
profits for you. Interested in talking about it? 


See your distributor—or write: Dept. A-356 


International Heater Co., Utica 2, New York 


Step up your gas furnace sales with 


NEW ECONOMY GAS FURNACES 


10-YEAR WARRANTY 
A.G.A. APPROVED 


MEET SUPPLEMENTAL UTILITY REQUIREMENTS 


Gas “‘Lo"’ Hi-Boy Gas Counterflo 
24 MODELS 

The Finest in Home Heating 
since 1842... complete cooling, too. 


ab WIDEST CHOICE OF MODELS — HI-BOYS, LO-BOYS, COUNTERFLO, 
Ii NTERNATI Oo NAL GRAVITY, SUSPENDED, GAS CONVERSION BURNERS, ETC. 


60,000 TO 250,000 BTU. INPUT 


Heater Co., Utica 2, N.Y. ASSEMBLED AND NOT ASSEMBLED MODELS 
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DOUBLE REGISTERS fed from same overhead 
duct take advantage of characteristics of moving 
air to supply comfort in summer (high wall reg- 
ister) and winter (low wall location) 


RAISED FLOOR in closet permits the sup- 
ply and return duct to pass under the first 
step of the stairway on its way back to the 
year ‘round conditioner 


Schott’s Alley Face Lifting 


Tests Contractor’s Skill 


...in overcoming space limitations involved 
in the installation of year ’round air conditioning 


IN THE SHADOW of the nation’s Capitol, where history 
has left its mark many times, lies the fabulous block-long 
Schott’s Alley. One building with 12 two story dwellings 
fills one side of the “alley.” These old dwellings have 
seen good times and bad, originally providing residence 
for servants of early Washington families, then shelter 
for freed slaves, and finally housing for low income 
families as the neighborhood began to show the effects 
of a changing way of life. Under the surfaces of the 
weathered brick exteriors lay a type of architecture 
familiar to that of old New Orleans. To modernize these 
dwellings and convert them into mddern apartment 
buildings while retaining the historic flavor of the ex- 
terior walls it was necessary to call upon the ingenuity 
of every craft in the building trade. The warm air 
heating firm which installed the year ‘round air con- 
ditioning system is Combustioneer Corp. D. E. Shytle, 
general manager and vice president, says his two greatest 
problems were finding equipment that would fit into 


the small amount of floor space allocated to the equip- 
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systems in these historic dwellings 


ment and determining the location of ductwork. 

The building is set on a 12 in. concrete slab and 
has a fiat roof. The original dwelling units did not 
contain chimneys; thus the location of the heating and 
cooling unit was restricted to a place where a pre- 
fabricated chimney could be installed in a corner of 
one of the partition walls and then plastered over. The 
space required for this necessity was not to exceed a 
maximum of 1 sq ft because of the small room area. 

Each year ‘round unit was located in a different 
place in the various apartments; thus different types of 
packaged units were required to meet the individual 
limitations. Where headroom was available but floor area 
at a minimum, the elevated furnace with a drawer com- 
partment beneath it filled the bill, but where headroom 
was at a minimum, floor space was used for a vertical 
package arrangement. Both types of installation left little 


room for installing the duct fittings. 


(Continued on page 142) 
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bccbibed te Selling Reateres 


of the Thermostyled. 


by DETROIT CONTROLS 


BEAUTIFUL STYLING... EYE-LEVEL READING 


As new as tomorrow ... that’s what furnace manu- 
facturers and dealers said when they first saw the 
Classic .. . and you'll agree with them the first time 
you install one of these smartly designed thermostats 
on your next job. 


The satin-gold case and black dial with its easy-to- 
read numerals complements the color scheme of any 
room. 


But enough about its beauty . . . that’s obvious... 
what you want to know is how much does it cost and 
how easily it can be installed. 


Yes, it looks like more money but it costs no more 
than other makes . . . and that’s important to you, 
but equally as important is the fact that the Classic’s 
wiring system is standard 2-wire low voltage—and 
it will practically replace any thermostat without 
wiring changes! 


Now, add up these exclusive selling features of the 
Classic and compare them with other thermostats of 
any shape, size or style and we're sure you'll want 
to find out more about it by calling one of the 
Detroit Controls representatives in your district or 
writing us today for full information. 


TIMED CYCLING Ends “HOT” and “COLD” Periods 


Here is another Detroit Controls exclusive selling 
feature ... Timed Cycling . . . the device that actually 
anticipates the heating needs of the home . . . con- 
trols room temperature within a fraction of a degree 


. . . provides the ultimate in heating comfort by 
eliminating over and under heating. Find out more 
about Classic, the “self-governing” thermostat, by 
writing for descriptive folder Form 1687 today. 


YOU Live BETTER witH DETROIT CONTROLS 





DETROIT CONTROLS corPorATION 
5900 TRUMBULL AVE. « DETROIT 8, MICHIGAN 
Division of Amtnican- Standard 





Representatives in Principal Cities e Canadian Representatives: 
RAILWAY AND ENGINEERING SPECIALTIES, LTD., 
Montreal, Toronto, Winnipeg. 











AUTOMATIC CONTROLS for REFRIGERATION 


AIR CONDITIONING * DOMESTIC HEATING * AVIATION °* TRANSPORTATION * HOME APPLIANCES * 


INDUSTRIAL USES 
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10 and 16-ounce 

Chase” Thru-Wall Flashing 
actually gives you 

more copper 

at less cost! 


) 
ets it’s the COPPER that does the water- 
proofing job of flashing through a masonry wall—and the 


expenditure should bring the MOST COPPER to the job. 


Chase 10-ounce Thru-Wall Flashing gives you 42% 
more copper than lighter, 7-ounce “copper fabric” or 
membrane flashing. Yet Chase actually costs 25% less! 


And Chase 16-ounce Copper Thru-Wall Flashing 


Oc 


(which costs only about 8% more than 7 oz. membrane 


Oo 


as ing o} 4 g Ss INC t a) op I 
flashing) gives you a bonus of 128% more copper: BRASS & COPPER CO. 
What’s more, Chase 10 and 16-ounce Copper Thru- WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


Wall Flashing lasts years longer. It’s made from quality zp, Nation's Headquarters for Brass & C. 
} + Copper 


: , PP ig! —_ Ging Ind\anapols Minneapolis Philadelphia 
temper. And the 3-way bond that’s keyed right into the — ; Mo. Newark Pittsburgh 
metal guarantees a watertight bond that lasts as long as —_—Chariatts 


the wall itself! 


rolled temper copper, rather than dead soft “deposited” 


Find out more. Write for Free folder giving details 
and specifications. 
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CURTIS has 102 years of experience in 
manufacturing precision made equipment. One 


ee A Cc T uU A L of the first manufacturers of packaged air 
conditioning units—since 1936. 
rm r— | 
© sons Unsurpassed know-how for building air 
why conditioning units that operate longer with less 
za maintenance and service—YET ARE 


COMPETITIVELY PRICED with generous profit 
margin for you. 


3 CURTIS provides sales and promotional aids— 
d ea le rs a complete financing plan—and a national 


advertising compaign to make your selling easier. 
can make more money— 


CONSISTENTLY: 





Packaged Liquid Chillers— 

7. to 100 tons—F-12 or F-22. 

With room console units 

to provide controlled cooling and heating 
without duct work. 


Evaporative Condensers ¥ os 
and Cooling Towers 

up to 100 tons. 

Air handling units to match. 


Packaged units 
in a rainbow 
Condensing units of colors— 

up to 100 tons— a CURTIS exclusive. & a ea , 

’ ¥ 3 through 50 tons. ackage: 
F-12 or F-22. 9 Air Cooled 
Air Conditioning Units— 
2 through 7 2 tons. 


Residential and 


Commercial applications. 
YOU CAN COUNT ON 


MANUFACTURING COMPANY 
REFRIGERATION DIVISION e 1982 Kienlien Ave., St. Louis 20, Mo. 


eS t1" Sp wn| & SS Que 
\ We — FUL MANUFACTURING EXPERI 


: INDUSTRIAL AUTOM 
ine COMPRESSORS AUTO LIFTS AIR CYLINDERS CAR WASHERS AIR COMPRESSORS 


ered ee ees 
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Space Planning Provides Year "Round Comfort 


(Continued from page 138) 





NARROW DUCTS and close quarters for the in- 
stallers added to the contractor's problems 


In addition to the problem of installing the ductwork 
was that of locating the supply and return openings 
for registers and grilles. Two return grilles were used, 
one from the second floor installed in the side of the 
stairway next to the top two steps. The return duct 
dropped down the wall stud space, turned at the first 
floor level and ran back to the conditioning unit. This 
duct passed under the first step of the stairway where 
the first floor return grille tapped into the return air 
duct system. The space beneath the stairway was utilized 
as a closet, the floor of which was raised to provide 
space for the return air duct system and a supply duct 


so conditioned air was directed toward the front door. 


Two Registers Provide Year "Round Comfort 


The supply air for the living room was provided from 
ducts which ran in the joist space beneath the second 
floor. The takeoff connections turned from the ceiling 
into the stud space in a partition wall and dropped to 
two supply registers, one of which was in a high wall and 
the other in a low wall location. The purpose of the 
two openings is to take advantage of the natural char- 
acteristics of conditioned air to obtain the best air cir- 


culation in the living room. For summer cooling, the 
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TWO DOOR GRILLES provide air for the gas 


diverter of this furnace 


upper register is opened and the lower one closed. During 


the winter, the process is reversed. 


Ductwork Follows Natural Paths 


Providing conditioned air to the second floor through 
ductwork called for the use of joist space below the 
second floor to cross the apartment and then drop below 
the ceiling until the ducts could reach a partition wall 
with unused stud space. To reach a desirable register 
location in the rear bedroom it was necessary to run 
the duct up the stud space to the joist space above 
the second floor ceiling and follow this opening to a 
stud space which was convenient for a register opening, 
and then drop down to the desired level. All ducts placed 
in the second floor ceiling joist space are covered by in- 
sulation. 

The modern, individually air conditioned apartments 
which so recently comprised one of Washington’s worst 
slum areas now house members of the Senate and House 
of Representatives and their families who have brought 
with them a new name for the old alley it is now 
known as Schott’s Court. 

The modernization project was carried out by the 


National Engineering & Development Corp. 
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Oy 


ee yOu can have TRIPS... 


You Can Hunt Jaguar 


in Panama FREE 


ED 


...it's Easy 


Be one of the first to qualify...hunt 
jaguar, if you like...or bask in luxury 
at the magnificent El Panama Hotel — 
swim, fish, see the Canal, buy exotic, 
duty-free gifts from all over the world. 
Only Vornado dealers can qualify — 
and you'll be surprised how easy it is... 


First Qualifying Period 
Closes APRIL 15th 








Dgour in 56 


Sa ‘with [/owmade 


Products of The O. A. Sutton Corporation * Wichita, Kansas 


Volume Sales 
WI se cial h 





comtral air fee 4 





Everybody in the appliance business has been taking 
trips—Vornado wants you to go, too! Yes! Go with Vornado! 


Vornado’s new “packaged” central air conditioner is 
the “talk” of the trade... it’s air cooled... low-cost... fully 
guaranteed—and has proved its performance in thousands 
of installations. 


Again Vornado is “years ahead” in product design and 
performance. At last here’s the opportunity for volume sales 
with Vornado’s mass merchandising methods. 


THESE TESTED AND PROVED PROMOTIONS 
ARE YOURS FOR THE ASKING... 


SELECTED CUSTOMER PLAN 

+ FINANCE COMPANY PLAN 

*« NEW HOUSE PARTY PLAN 

EARLY BUYING INCENTIVE PLAN 
‘+ MARKET PLACE SELLING CENTER 
+ DIRECT MAIL AND LITERATURE 


.. plus a tremendous schedule of national and 
local advertising. 


.. Wrap it up... buy your units...win your trip... 
get your promotion going — and make money this year. 


CALL YOUR DISTRIBUTOR NOW! 


THE 0. A. SUTTON CORPORATION @ 1807 W. Second St., Wichita, Kansas 


1 would like complete information on your new, low-cost Central 
Air Conditioners. It is understood there is no obligation. 


NAME 





FIRM 





POSITION. 





ADDRESS 





CITY. 








INSULATION news from L-O-F GLASS FIBERS COMPANY 


Wayne Johnson, of Johnson Insulation Company, 
ducts for the 
Northwood Shopping Center in Oak, 
Michigan. He found Super:Fine lightweight, easy 


to handle and cut—yet so strong it could be pulled 


used Super’Fine to _ insulate 


Royal 


between the ducts and walls without tearing. 


[ = 





Super:Fine’s low installation cost 
means big business for contractors! 


Fast installation combined with 
high insulating efficiency can 
clinch the contract for you. 
Super’Fine’s millions of fine glass 
fibers form countless dead air cells 
which provide highly efficient insu- 
lation. It is pleasant to handle 
fast and easy to apply. It cuts 
readily with an ordinary knife, 
needs no special measuring or fitting, 


can quickly be wrapped around 
ducts and supporting hangers. Con- 
tractors find that workmen can ap- 
ply more Super’Fine per day than 
other types of insulation. 

You save on storage space, too, 
because Super’Fine comes in com- 
pressed rolls up to 72’ wide, in 
all standard thicknesses and _ roll 
lengths. They take up less space, 


yet the insulation springs back to 
full thickness when unrolled. 


There’s big business ahead for you 
when you discover how Super:Fine 
can help you save on duct-applica- 
tion costs. Check your Yellow Pages 
for the nearest distributor or write: 
L-O-F Glass Fibers Company, Dept. 

15-36, 1810 Madison Avenue, 
Toledo 1, Ohio. 


L-O-F GLASS FIBERS COMPANY 


TOLEDO 1, OHIO 


Makers of glass fibers by the exclusive ““Electronic-Extrusion”’ process 
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Here’s a proven plan 
for making more money in the 
heaceee warm air heating 
\\g ——- 


Se ee 


it’s yours FREE - 
from //ermo-Lase 


America’s leading manufacturer 
of BASEBOARD air distributors for 
heating and cocling 





The amazing new A. Q. B. W. Sales Plan will prove that, with 
very little extra effort on your part, you can make more sales and profits on your 
warm air heating and cooling installations. There will be no extra 
cost to you in putting this proven plan to work... 
and you will find, as hundreds of other dealers have, 


that you can make more profit on every job. 


Find out about the amazing Thermo-Base COMFORT GUARANTEE that helps 
you sell every job at a higher price and more profit. Get a FREE copy of the 
beautiful new full-color Thermo-Base CATALOG that includes the greatly 
simplified method for figuring both heating and cooling installations, that 
will save you hundreds of hours of estimating time every year so that you 
can figure more jobs at more profit! 


Thermo-Base Div., Gerwin Industries, Inc., Dept. 34, Michigan City, Indiana 
Gentlemen: Please send complete information on the A. Q. B.W. Plan and 
the Thermo-Base Comfort Guarantee. 





Name Company. 
Address 


City State 
GERWIN INDUSTRIES, Inc., Michigan City, Indiana 
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Central heating 
Piped steam or 
Warm 

Noncentral 

Nonctrl 


Not 


1945 


All 


Housing Census Heating Data 


Corpus Christi, Tex. Durham, N.C. Galveston * San Diego * Wilkes Barre 


Winston Salem, N.C. 


SUGGESTIONS on how a warm air heating dealer can areas that are socially and economically integrated with 


use some of the housing data available from the Bureau the central city. Data for various areas has been reported 
American May 1953. 


Additional reports will continue to appear regularly. 


of Census were given in the November 1954 American regularly in Artisan since 


Artisan. Localities covered in the reports are metropolitan 


Types of Fuel Used in Centrally Heated Dwelling Units 





Standard Metropolitan Areas 


W ilkes- 
Barre, 
Pa. 


Corpus San 


Christi, 


Winston 
Salem, 
N.C, 
Forsyth _ 
County 


Durham Galveston 


N. ¢ 


Diego, 


Tex Tex Calif. 


Nueces Durham Galveston San Diego Luzerne 


County County County County County 


All dwelling units 
Number 
Central 


48,077 
42,980 


5,125 


26,917 37,510 
31,785 


3,995 


181,440 
165,790 
60.525 


41,338 
38,860 
12,930 
,210 
130 
130 
85 
,440 
855 
80 


reporting 25,600 
5,830 
2,490 


45 


heating equipment 
heating 

Coal 80 
Wood 5 
Utility gas 

Bottled gas 


65 620 6 
335 
50,535 
1,735 
6,005 
1,030 


265 


Liquid fuel 
Other fuel 


Not reporting 35 





Types of Nonfarm Dwelling Units, by Type of Heating and Year Built 


Renter occupied 


Total occupied Owner occupied 
i 


) 


and 


jdwelling unit 


unit 
dwelling 


dwelling 


5, 
4 
other 
jdwelling units 
4 


dwelling unit, 


dwelling unit, 


detached 


dwelling unit 


detached 


§$ to 9 dwelling 


10 dwelling unit 


or more 
15 to 9 dwelling 


|Other 1, and 2 


| dwelling 


| detached 


| 


| Other 
13 and 
unit 

1 
|All 
Total 
1 

3 and 
unit 


| 
| 
| 
| 


Standard Metropolitan Area of Corpus Christi, Tex. — Nueces County 


occupied units 40,540 31,445 3,155 21,085 12,985 


HEATING EQUIPMENT 


1,835 350 19,455 ,460 995 2,955 


,688 3,060 760 
2,275 561 
413 
355 

540 


959 


447 15 
203 232 15 1 
244 528 l 
285 332 34 1,835 
2,321 721 14,773 
102 21 32 480 


2,369 
,034 
335 


, 103 
930 


266 
104 
162 
64 
607 
59 


2,319 
1,241 
1,078 
2,520 

15,767 

479 


957 367 
163 
204 
285 

2,221 


82 


hot water 264 
142 
323 

2,906 


122 


631 
326 
1,610 
10,157 
261 


499 
3,381 
323 


682 


air furnace 


heating, with flue 


htng., without flue; or not htd 269 


2,444 
reported 98 


YEAR 


later 


BUILT 


or 311 974 $75 658 


517 
»473 
240 


1940 to 1944 
1939 of earlier 
Not reported 


501 831 
1,611 
56 


2,507 


172 


Standard Metropolita 


All occupied units 
HEATING EQUIPMENT 


Central heating 


14 


Piped steam or hot water 
Warm 
Noncentral 
Nonctrl 
Not reported 
YEAR 
1945 or later 
1940 to 1944 
1939 or earlier 
Not reported 


air furnace 
ng, with flue 


without flue ; 


heat 


htng., or not htd 


BUILT 


rea of Durham, N.C. 


754 
505 
714 

482 


2,557 
4,012 
13,759 
758 


— Durham County 


1,452 
2,027 
9,095 

411 


245 ,190 3,260 
409 
221 
188 
691 
42 
42 


2,025 
379 
646 
,309 
715 


208 


465 
615 
,029 
149 


5,305 


658 
350 
308 
4,297 
308 
41 


$75 
340 
4,338 
52 


,066 


443 
369 


558 
781 
1,561 


172 56 


}10 dwelling unit 


jor more 
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2 proven money-makers 


to help you profitably “outsell” in the new construction market 


Norman SKETCHBOOK 


The finest sales tool available to help you 
show and sell the advantages of horizontal 
gas furnace installations to builders, architects, 
home owners. 


The Norman Sketchbook is. a powerful and 
— sales tool developed for dealers in the 
eating and air conditioning field. It contains 32 
ges of architects drawings showing actual home 
oor plans with heating and cooling systems 
sketched in. Packed with visual ideas to help de- 
velop more business from builders and architects, 
it demonstrates to them the many “plus” advan- 
tages of the Norman Southerner horizontal forced- 
air gas furnace in modern home design and 
construction. 


In replacement selling, you can select a floor 
plan from the Sketchbook similar to your pros- 
pect’s, and show him exactly how the Norman 
Southerner fits his needs. 


An Important Norman “Plus” Feature 


The exclusive new Norman Heat Exchang- 
er is just one of the many engineering 


“plus” features in the Southerner. This “air- 
foil” tube heat exchanger is scientifically 
designed so the velocity of the combustion 
gas passing through the tube is varied by 


Mail the coupon today for illustrated folder 
showing all the “plus” advantages of the Norman 
Southerner horizontal forced-air gas furnace . . . 
and a copy of its profitable sales tool, the Norman 


changing the cross sectional area several 
times throughout the pass which creates 
turbulence and assures efficient wiping 
action and maximum heat transfer. There 
are no welds in the combustion zone, to 
assure longer life. 


Sketchbook. 


NORMAN PRODUCTS CO. 
1150 Chesapeake Ave. 
Columbus 12, Ohio 


Please send me illustrated folder on the Norman 


1150 Chesapeake Avenue, Columbus 12, Ohio Southerner and copy of the Norman Sketchbook. 


Manufacturers and designers of quality gas heating 

= and air conditioning equipment _—. 
“ZS Go ee 

Schoslroom Upshot and inshot Norman Unit Heaters Duct Furnaces 


ters residential and industrial 
Cenversion Burners 


Name 
Address 





= 





Zone —— State 





© ee ee oe ee ee ee ee ee ee ee ee oe ee 
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modern, compact designs 
still more practical 








THE NEW 


POWER-CENTER 
BLOWER 

















The demand for more compact equipment—and ever-higher performance 
—calls for maximum blower output under increasing static pressures. 

The Brundage Power-Center Blower fits this need to a “T.”’ 

Using the new Iron Fireman-developed motor, the Brundage Power-Center 
Blower eliminates the space—and the cost—required for externally mounted 
motors, belts, and drives. And test results show that the Power-Center main- 
tains efficiency in the highest static pressure ranges. 

Along with these design advantages, the Power-Center affords a new 
measure of durability. With a rubber cushioned shaft supported on both ends, 
and sealed ball bearings, it will run quiet and true. It will add to your products’ 
reputation. 

Presently available in limited test quantities, the Power-Center will be in 
full production soon. Now is the time to schedule your test and development 
program. 


MOTOR AND UNIVERSAL - OO 
WHEEL are inte- MOUNTING gives se oe ie at oy 
grally joined, can't you the greatest de- co witty gett r re set 
work loose. You're assured of full sign freedom. Each blower is readily vas .ngnten nema af 


efficiency and quiet operation for installed in any standard discharge —— op ee will pon oot you & 
customer satisfaction. position. est and development work. 


_- 








THE COMPANY Blower Speciabists 


504 North Park Street Kalamazoo, Michigan hor 35 Yea 





AmerIcAN ArtiIsAN, MARCH 1956 











~ “One of 

the first things 

I learned was this: 
- you can always 

_ depend on 

a Field Control” 





You have put your faith in more than 15,000,000 times 


TT E eee eke be Soha SAE Shel Mr ti a Mee! fa oar meek ts) Bam Oe E hohe Mala mn neln} 
* - Alliiiates’s CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 





Housing Census Heating Data 


(Continued from page 146) 


Types of Nonfarm Dwelling Units, by Type of Heating and Year Built 


Owner occupied 


Renter 





Total occupied occupied 








> 


and 
idwelling unit 


and 


dwelling 
dwelling unit 


1, 


dwelling unit 
i, 


dwelling unit, 
dwelling unit 


detached 


dwelling unit, 


3 and 4 dwelling 
detached 


1 dwelling unit, 


detached 
3 and 4 dwelling 


unit 
5 to 9 dwelling 


other 
dwelling units 
unit 


l 
}Other 
5 to 
unit 
10 

l 

All 
Other 


| or more 


110 





Standard Metropolitan Area of Galveston, Tex. — Galveston County 


All occupied units « ‘31,775 


HEATING EQUIPMENT 


heating 


20,670 5,075 3,285 1,720 1,025 14,005 .740 17,770 = 8,405 


3,922 
2,828 
1,094 
3,682 
23,041 
1,140 


Central 2,872 602 233 160 
1,831 578 233 141 
1,041 24 wath 19 
1,856 695 356 504 
15,285 3,584 2,569 926 

656 193 127 131 


2,338 206 

1,374 196 
964 10 

1,250 113 

10,078 1,347 
338 


1,584 740 
1,454 653 
130 87 19 
2,432 719 
12,963 554 
792 392 


112 
Piped steam or hot water 


Warm 
Noncentral 
Nonctrl, htng., 
Not reported 

YEAR 
later 
1944 


earlier 


au furnace 


flue 


flue ; or 


heating, with 


without not htd 


878 
131 
BUILT 

1945 of 
1940 to 
1949 of 


Not 


5, 465 
5,179 
20,290 


832 


4,110 
3,303 
12,751 


825 
416 
3,653 


181 


126 
489 
2,550 
121 


,308 
352 


2,157 
2,827 
12,314 
472 


979 97 
,034 485 
,202 1,019 
190 24 


976 


reported $06 460 


Standard Metropolitan Area of San Diego, Calif. — San Diego County 


All occupied units 
HEATING EQUIPMENT 
Central heating 


9,695 111,730 20,935 12,555 9,995 4,480 82,230 ,320 4,910 77,465 ,410 11,540 9,635 


807 41,373 5,658 3,991 


599 


858 34,303 32,561 1,742 23,504 ,812 3,602 4,727 


Piped steam or hot water 376 


Warm air 
Noncentral 
Nonctrl. htng., 
Not reported 

YEAR 
later 
1944 


earlier 


furnace 
heating, with 


without 


1945 of 
1940 to 
1939 ofr 
Not 


reported 


All occupied units 
HEATING 


Central heating 


Piped steam or hot water 


Warm 
Noncentral 


air furnace 


heating 


Nonctri. htng., without flue ; 


Not reported 

YEAR 
later 
1944 


earlier 


1945 or 
1940 to 
1939 or 


Not reported 


All occupied units 
HEATING 

Central heating 
Piped steam or hot 
Warm 
Noncentral 
Nonctrl. htng., 

Not reported 


au furnace 
heating, 


without 


YEAR 
later 
1944 


earlier 


1945 of 
1940 to 
1939 ofr 
Not reported 


not 


BUILT 


EQUIPMENT 


with 


not 


BUILT 


EQUIPMENT 
water 


with 


not 


BUILT 


431 
816 
htd 


37,268 


34,630 


4,105 721 
4,937 


$.329 


392 
,0O17 
414 

133 


2,019 
»429 
512 


058 
2,808 


612 


7,294 
9,589 


1,081 595 


481 
377 
692 
854 


298 
400 
3,424 
359 


2,854 
31,449 
25,872 
20,041 


2,022 


23,195 
12,543 
45,005 

1,490 


2,615 239 


29,946 
24,672 
18,199 

1,896 


22,412 
12,058 
41,526 

1,325 


1,503 
1,200 
1,842 


126 


783 
485 
3,479 
165 


4,522 
18,982 
19,944 
31,926 

2,087 


11, 
21, 
39, 

4, 


Standard Metropolitan Area of Wilkes Barre, Pa, — Luzerne County 


100,840 


68,868 
$5,218 
13,650 
22,108 

726 


htd 


> 


, 158 


103 
457 
053 


48,260 438,710 9,900 
35,012 
26,799 
8,213 
8,953 


3.777 


24,184 
19,698 
4,486 
10,164 
3,991 


371 


6,430 
5,639 
791 
2,439 
846 
518 183 
1,810 
1,187 
44,201 
1.059 


188 25 
188 82 
37,523 9,496 


808 


07 


Standard Metropolitan Area 


200 
3,058 
9,142 
596 


htd 2.068 


8,925 
1,671 
7.254 

14,464 


1,299 


2,920 


,280 
, 143 
137 
516 
100 

25 


28 


1,050 


962 


939 


$3,095 


40,158 
31,792 
8,366 
8,937 
3,455 
$45 


1,639 
1,066 
49.493 
R95 


36,205 


28,102 
21,700 
6,402 
5,475 
2,252 
375 
1,561 
1,013 
32,944 
685 


4,513 

1,706 

10,548 
394 


12,056 
10,092 
1,964 
3,462 
1,203 
170 


45 


210 

69 

1,035 
97 


16,890 47,745 


28,710 
23,426 
5,284 
13,171 
$,271 
593 


464 
391 
560 
,326 


of Winston Salem, N.C. — Forsyth County 


576 
$8? 
994 
.764 
,209 
$49 


2,020 

443 

14,130 
$04 


,490 
322 
958 
.148 
,490 


4,843 


,000 
282 


2,287 


2,055 


6 


910 
,099 
811 
,478 
$25 

143 


249 
174 
257 


374 


,035 


.126 
331 
795 
049 
574 
287 


610 

277 
899 
249 


24,320 


14,007 
11,210 
2,797 
7,182 
2,886 
246 


135 
135 
23,398 
649 


534 
3,068 
3,758 
4,047 

133 


1,906 
4,147 
4,920 

567 


430 
4,297 
,148 
,623 
136 


»223 
,898 
,184 

329 


,996 
100 
424 
100 
25 


28 
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woemnes Line ducts with ULTRALITE 300 


Billings, Ment. . . 9-2419 
Birmingham, Ala... 4-5461 
Brookline, Mass. 

LOngwood 6-8381 
Buffalo, W. Y. . . PArkside 3710 
Charleston, W. Va. . . 3-9467 
Charleston Hts., $C. . . 4-5973 


Chicago . . WAterfall 8-8135 or 
FUiton 5-0550 


Cincinnati . . . CHerry 1-7435 
Cleveland . . . Skyline 1-4200 
Columbia, $. C. . . 2-3361 
Columbus, Ohio . FAirfax 6033 
Dallas, Tex. . . PRospect 7300 
Davenport, lowa .. . 2-6205 
Denver, Colo. . . CHerry 4-6569 
Detroit . . . TAshmoo 5-6000 
El Paso, Tex. . . 3-9611 

Fargo, N.D... 4411 

Ft. Smith, Ark. . SUnset 3-1155 
Ft. Wayne, ind. . ANthony 8482 
Ft. Worth, Tex. . FOrtune 4827 
Greensboro, N.C. . . 2-5250 
Gulfport, Miss. . . 3866 
Houston . . . JAckson 9-4649 
Indianapolis . . MElrose 5-3451 


messin Gnd move up to 7500 cfm of air— 


Joplin, Mo. . . MAyfair 4-4366 

Kansas City, Mo. .GRand 1-0700 

Little Rock . . FRanklin 2-7221 . ° 7 . 

co heates eens without objectionable noise! 
RAymond 3-6521 ee 

Louisville . . . JUni 4-7845 e . e 

ciate... aaa without eroding the duct liner! 

Miami, Fla. . . 65-2595 

Milwaukee . . GLenview 3-6786 * ‘ ” 

Hahulle, Tenn. 46661 without much more air resistance than 

New Haven . . . MAin 4-7682 

onbenetitpegenne you get from bare metal ducts! 

New York . . . WOrth 4-8550 

Oklahoma City . REgent 9-2825 


Omaha, Nebr. . . ATiantic 1155 For performance, there is nothing on the metal ducts. 
Philadelphia . GArfield 6-8240 


° . — . so e 
Piehebergh . Citorehint 1-7100 market today like Ultralite 3300 — the Ultralite #300's performance in all air 
Phoenix, Ariz. . . Alpine 4-9764 only spray-coated duct liner of long tex- conditioning systems —low, medium or 


Raleigh, N.C. . . 2-3501 tile type glass fibers. high velocity — can well mean the dif- 
mi ening : nt op Ultralite +300 possesses the density that ference between a successful and an un- 
Salt Lake City . . ELgin 9-1966 it takes to silence high frequency fan satisfactory job . 2 0 SE eee eee 
San Antonio . . TAylor 2-1509 noise. Its long staple strength and spray- difference in the size of duct required to 


San Francisco . SUtter 1-5967 coating prevents delamination even in handle the flow of air! Get the facts to- 
Savannah, Ga... 62461 


Seattle, Wark. . . SEnece 7280 high velocity systems. And its .021 fric- day a a. a pig eg 
St. Louis . . CHestnut 10448 tion coefficient compares very favorably  '0r whose phone number Is listed in the 
St. Paul... Midway 6-7865 with .019 coefficient of unlined bare adjacent column. 

Syracuse, N.Y... 73-0216 
Tampa, Fla... 4-4911 

Tulsa, Okla. . . CHerry 2-3145 
Tupelo, Miss... 2245 Write Today for New 8-Page Technical Brochure 
Washington, D.C. . . AD 4-1928 


Wichita... AMherst 7-1208 “Ultralite Thermal and Acoustical Duct Insulations”’ 


GUSTIN CON cranny Cen 





























See our catalogs in 
Sweet’s Architectural & 
Piant Engineering Files 


GUSTIN 


Thermal and acoustical insulations * Molded glass fiber pipe insulation 
Pipe couplings and fittings 
226 W. 10th St., Kansas City, Mo. 
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Reduce installation cost up to 12% with 





Kaiser Aluminum Sheet for Ducts 


Win lightweight aluminum ductwork you can often skip 
many steps in handling and trucking assembled sections. 


Long sections can be assembled on the floor and lifted 
into place without heavy scaffolds or hoisting equipment. 


Worker fatigue is reduced. There is less wear on shop 
equipment. Your entire operation is speeded up. 


This can mean savings up to 12% in labor and handling 
costs. 


Additional savings are obtained if sheet is used in coiled 
form cut to specified lengths, as there is no waste from trim- 
ming or shearing. And smaller heat-carrying ducts, made pos- 
sible by aluminum’s high BTU delivery, save metal and 
fabrication. 


Kaiser Aluminum Sheet for ducts is easy to fabricate. The 
same methods and equipment can be used as with galvan- 
ized, and there is no metallic coating to chip or peel during 
bending. Aluminum’s appearance blends with the modern 


Kaiser Aluminum & Chemical Sales, Inc. 
Room 5372, Industrial Service Division 
1924 Broadway, Oakland 12, California 


__free copies of folder entitled 
“Kaiser Aluminum Sheet for Ducts.” 


Please send —_— 


NAME 
ADDRESS 
COMPANY 


CITY AND STATE 


architecture of offices and stores without additional finishes. 


Delivers 17% to 46% more heat than bare or asbestos 
paper-covered galvanized due to aluminum’s low emissivity, 
low friction loss, and high thermal reflectivity. Same BTU 
delivery with as much as 14% smaller duct sizes. Needs no 
insulation. High corrosion resistance eliminates painting or 
other protective measures. 


For complete information, contact any Kaiser Aluminum 
sales office, located in principal cities, or one of our distrib- 
utors. Kaiser Aluminum & Chemical Sales, Inc. General Sales 
Office, Palmolive Building, Chicago 11, Illinois; Executive 
Office, Kaiser Building, Oakland 12, California. 


Send coupon for free folder. Helps you take full advantage 
of aluminum’s unique combination of properties. Availability 
charts on Kaiser Aluminum Sheet for ducts, in both flattened 
and coiled sheets, including thicknesses, weights, etc. Also 
contains weight and coverage comparisons for aluminum and 
galvanized. Mail coupon today! 


Kaiser Aluminum 


setting the pace—in growth, quality and service 
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Little things? Sore—but added up they 
installation time saved, And in a cost 
like our's, that’s dollars saved! 


—— 
SEQUOIA’S sales story to you, Mr. Heating Dealer, 





~ 


is simple. You can take your choice: (a) Make 
more profit per job, or, (b) Bid installations more 
competitively, or, (c) Deliver a better quality 


furnace at the same price. 











'LS oy \ 
TE COMPLETE sequoin GAS ial 


I1GOOCO BRITTAN AVENUE © BAN GCARLOSG, CALIFORNIA 


Manufacturers of Upright, Reverse-Flow and Horizontal Gas Furnaces and Air Conditioners 


“Cro jT GS ‘ 
ANOTHER Circle an area within a 100-mile radius of Houston, and there you'll 
KEY SEQUOIA DEALER find Central crews busily producing an annuvol $500,000-plus 
; volume in heating and air conditioning. Handling more than 1,000 
A. J. HOWETH installations a year in this key Texas market! Sequoia thanks key 
CENTRAL HEATING & AIR CONDITIONING CO. U. S. Dealer Howeth for his unsolicited praise: "... after installing 
of Bellaire, Texas nearly 6,000 Sequoia furnaces...we have yetto find even the 

first defective one from the factory!" 





KEY to the new Honeywell Forced Air Zone 


NEW MODULATING 
DAMPER MOTOR 


easy to install—for heating and heating-cooling systems 


Zoning with new damper 


ONEYWELL Zone Control 

H is the modern method of 

heating that gives different 

areas of a home the different 

amounts of heating and cool- 

ing they require. That's a story that makes sense to your 

customers. And it makes even more sense with the new 

modulating damper motor that measures out the exact 

quantity of heating or cooling called for by each ther- 
mostat. 

Look at the diagram above for a typical installation in 

a home divided into two comfort zones, each controlled 





motor gives your customers comfort in every room 


by its own thermostat. The key to the system—the new 
M829 modulating motor and its damper—is quickly and 
easily mounted on the duct in five simple steps as ex- 
plained and illustrated on the opposite page. 

No other system gives as much comfort and efficiency 
—without involving troublesome service calls. You'll be 
way ahead in customer satisfaction as well as in the profit 
resulting from a more complete job. 

For complete information on the new Honeywell Forced 
Air Zone Control System, or details on wet heat zoning 
equipment, call your local Honeywell office. Or write 
Honeywell, Dept. AA-3-39, Minneapolis 8, Minnesota. 
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Control System 


M829 modulating damper actuator adjusts the damper to a 
position that lets a measured amount of heating or cooling 
through the duct. Each motor is controlled by signals from 
the thermostat in its corresponding zone. 

The motor is noiseless and has no gears or 
pumps to get out of order. It can be mounted 
in any position. 


T835 outdoor reset control operates the 


burner—varies furnace temperature as the 
outside temperature changes. 


Your choice of 


o<) 
: 


New simplified Clock Honeywell 
wiring panel Thermostat Round 


Honeywell 
Zone Control 


H 112 offices across the nation 
wOmEYWEL 
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Five easy steps to install 
the new actuator-damper 
package which includes the 
new D522A damper, 
M829 modulating motor and 
the Q401A motor bracket. 


Step 1—Determine where the 
damper is to be mounted and 
measure for the front and rear 
bearings: Honeywell Zone Con- 
trol damper kit contains all neces- 
sary installation parts. 


Step 2—Cardboard templates are 
provided in every kit. By using a 
template and locating it under the 
previously scribed bearing location, 
the damper slot can be cut out 
quickly and easily. 


Step 3—The damper provided in 
the kit is a universal damper which 
can be cut to fit any duct. After 
measuring the width of the duct, 
cut the damper to the length which 
is desired. 


Step 4—Drive the pointed damper 
shaft through the far side of the 
ductand insert damper. Themount- 
ing plate on the cutaway side is 
then easily fastened to the duct. 


Step 5—Mount the actuator and 
connect the linkage to the damper 
shaft. The simple, low-voltage wir- 
ing is then run to the thermostat 
and the installation is complete. 


155 





CENTRAL HEATING units 
gas fired Conversion burners 


zeae so es rd Dak! 


Your customers will ‘like the economy and efficiency of a JZ Gas 
Conversion Burner that eliminates coal storage and handling. 


JZ Gas Fired Conversion Burner is fully automatic with a choice of 
electric or gas-actuated controls. 


Installation — it is easy to make a 
workman like job — just bricks in 
ash pit opening of furnace — and it 
will fit 98% of the domestic heating 
plants. Gas Control Valves, pilot 
and piping are all shipped in a 
complete package assembly. 

One Model +CB-200, on natural 
gas has input rating of 75,000 to 


200,000 Btu. Pipe size 34”. A.G.A. 
approved. 


Central gas heaters 


mee P ae Sari 


VERTICAL OR HORIZONTAL 


Central Heating Units that are universally adaptable; a complete 
package unit ready for installation. Vertical and Horizontal models 
of equal efficiency permit installation in basement, attic, service 
closet or utility room in old or new homes. 


The Horizontal 
model can even be 
installed under the 
house, or for indus- 
trial heating can be 
installed on shelf or 
balcony; used as a 
suspended heater or 
as a duct heater. 


Capacities from 
65,000 Btu/hr input 
on natural, mixed or 
L.P. gas. A.G.A. ap- 
proved. 


Write for illustrated ieevature aud — 


COMPAN ¥ 


Greek Ta Oma. 
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Typical installation of an 
Anemostat High Velocity Under-the- 
Window unit in a classroom. 


How to deliver 


high velocity air to schoolrooms 


Shown here are two ways of using the Anemostat All-Air 
High Velocity system of draftless air distribution for 
heating and ventilating schools. Under-the-Window units 
(above) are the most practical for colder climates. Corridor 
distribution (below) is preferable in warmer climates. 


Advantages: 


e All-Air High Velocity units require smaller than con- 
ventional ducts, thus save space and money. 

e All-Air HV units can be used for individual or zone 
control, in single or dual duct installation. 

e Since air is supplied from the main equipment room, 


there is no need to break through the outside of the 
building for prime air make-up. This eliminates grilles, 
dampers, possibility of leaks. 

e The Anemostat All-Air HV system can be simply in- 
stalled by the sheet metal trades. No supply or return 
pipes are required. Units are quiet, 

need a minimum of maintenance 

from custodians. 


For latest data on All-Air High 
Velocity units, write on your business 
letterhead for new Selection Manual 50 
to Anemostat Corporation of America, 


10 E. 39 Street, New York 16, N. Y. 





Diagrammatic layout shows 
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So Halstead & Mitchell 
engineers said: 


A BEARING ON 


ER PERFORMANCE’ 


Nothing has more bearing on cooling tower performance 
and life than do tower fan bearings. On them turn the 
induced draft cooling tower’s only moving parts. 


Announcement by Halstead & Mitchell engineers of a 
permanently sealed and lubricated fan bearing means a 
bearing so designed as to completely eliminate moisture 
—and consequent rusting of the bearing balls and races. 
The elimination of periodic greasing cuts your tower 
maintenance costs to an absolute minimum .. . literally 
adds years to cooling tower life. 


With not a single bearing failure reported from the hun- 
dreds of these “new bearing” towers in actual use, Hal- 
stead & Mitchell offers you . . . now more than ever... 
the best buy in cooling towers on the market today 


SUPER-QUIET, 4-BLADE FANS, TOO! 


There are new fans, too, on Halstead & Mitchell Cooling 
Towers—deep-pitch fans which operate at much, much 
lower speeds—actually cut cooling tower noise level in 
half. Sturdy, stainless steel fan blades . . . stainless steel 
fan shafts . .. make sure your tower will have not only 
a quiet life, but a long one, too! 


For Complete Details, Write for Bulletin CT-584 


lstead s Mitchell 


BESSEMER BUILDING, PITTSBURGH 22, PA. 
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New Bearing available 5 thru 50 Tons 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the application of these products. For additional product 
information which is available, see this month’s New Literature department 


Cheek Bender 


CHEEK BENDER designed for inside corner bends nor- 
Bett-Marr Mfg. Co., Hopkins. 


Minn. Unit has 12 in. throat and accommodates up to 


mally done by hand 


20 ga. metal; weight is 41 lb. Changeable strips pro- 
vide adjustment for varying width bends. Unit is 
equipped with strips for 14 and 5g in. bends; strips 


for 3g and 1% in. bends are also available. 


Fiber, Foil Insulation 


LIGHT DENSITY glass fiber insulation with aluminum 
reflective vapor barrier on one side with tabs for 
L.O.F. Glass Fibers Co., 1810 
Madison Ave., Toledo 2, O. Available in standard, 


nailing or stapling 


medium and full thicknesses, product is said to range 
from | to 2 oz. per running ft. Insulation is in widths 
to fit 16 in. stud spaces and is available to accom- 
modate 20 and 24 in. spacings. Foil is applied to only 
one side to permit insulation to “breathe” toward the 


outside, the company reports. 


Gas Pressure Regulator 


Mopet H-250 gas pressure regulator in 44 and 34 in. 
pipe sizes designed to take the place of two standard 
size regulators Major Controls Co., Highway 71 
and Yorba Rd., P.O. Box 537, Corona, Calif. In-line 


regulators have capacities of 126,000 (14 in.) and 


139.000 Btu. Body has vise grips; hexagonal flange 


is designed to facilitate installation in enclosed spaces. 
Unit is cast and fabricated of light weight aluminum 
alloy. 


Fan Cooled Motors 


“STANDARD ENCLOSED” and “Severe Duty Enclosed” 


models of fan cooled, a-c motor in 1/5 hp range, for 
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ventilating systems handling contaminated air — Gen- 
eral Electric Co., 1 River Rd., Schenectady 5, N.Y. 
Standard models feature steel conduit box and fan 
cover; conduit box has keyhole mounting for quick 
installation. A 14 in. conduit hole with 34 in. knock- 
out is also provided; conduit box is gasketed. Fan 
cover is light weight steel; cast iron is used on the 
rest of the enclosure. Both models have long, perma- 
numbered leads for use with wire nuts and lifting 
eyes. On larger models, threaded parts are coated with 
special lubrication; motor shaft and washers on 


through bolts are sealed for added moisture protection. 


Redesigned Furnace, Air Conditioners 


“RHEEMAIRE” CENTRAL air conditioning unit with thin 
water film covering surface of copper condenser, and 
oil fired furnace with “Flex-Fold” steel combustion 
chamber—Rheem Mfg. Co., 7600 S. Kedzie Ave.. 
Chicago 29. Air conditioner has condenser unit en- 


cased in stainless steel; water film, combined with 
all copper tubing and fins on condenser unit, is de- 
signed to increase the rate of heat removal. Mechani- 
cal moving parts are located outside the house. Cool- 
ing section can be installed in the ducts of most warm 
air furnaces, the company states, Oil fired furnaces 
feature heat exchangers with convolute design and 
hinged baffles. Combustion chamber is fabricated by 
folding alloy steel together to allow for expansion and 
contraction of the steel through the on and off cycles 
of the burner. Unit is designed for conversion to gas 


if desired. 


Combustion Chamber Reflector 


STAINLESS STEEL DISC placed in furnace combustion 
chamber using gun type oil conversion burner to in- 
Vape-O-Plate Sales 
Corp., Janesville, Wis. Semi-conical in shape to con- 


crease combustion efficiency 
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form to natural flow of combustion gases, disc rests 
on 3 adjustable legs over combustion chamber. Cor- 
rugated design is said to provide greater resistance to 
warpage and increase reflective characteristics. Unit 
is designed to: 1) bring combustion temperatures up 
rapidly, increasing vaporization rate; 2) restrict com- 
bustion area, holding air and oil mixture in close 
union to force completion of burning process; 3) cause 
every oil particle to meet a hot surface as it rises; 
+) eliminate sooting and waste caused by incomplete 
vaporization and burning at top of flame; 5) provide 
efficient heat deflection, directing hot gases down in 


chamber and add to radiating surface. 


High Ceiling Diffuser 
Mover BP cerine diffuser with variation of air pat- 


terns from horizontal to vertical—Barber-Coleman Co.. 
1101 Rock St., Rockford, Ill. Designed for long vertical 


air throw, unit is said to drive warm air to the floor 
from mounting heights up to 50 ft with temperature 
differentials up to 40 F. Adjustment of air patterns 
can be made from the floor or with an adapter unit 


through the duct from crawl space above ceiling. 


Centrifugal Blowers 


BACKWARD CURVE, non overloading centrifugal blower 
with hollow sectioned areodynamic shaped airfoil 
blades Chicago Blower Corp., 9867 Pacific Ave., 
Franklin Park, Ill. Blade design is said to eliminate 
eddy currents. Blowers are available in direct or V- 
belt drive. Spun type aerodynamic inlet cones are de- 
signed to reduce air turbulence. Blowers have single 
or double race, self-aligning ball bearing pillow blocks; 
larger fans have roller bearings. Wheel sizes range 
from 131% to 143 in. Air deliveries are from 600 to 


1 million cfm, 1 to 32 in. 


Roof Exhauster 


*“ALUMALUNG LOW silhouette roof exhauster built of 


extruded aluminum sections Iron Lung Ventilator 


Co., 5403 Prospect Ave., Cleveland 3, O. Available 
in 20, 24, 30, 36, 42, 48 and 60 in. sizes and in ca- 
pacities from 3800 to 42,000 cfm, all-aluminum ex- 
hauster is 2] in. high; all seams are welded. 


Heavy Duty Lock Former 


“Super Speed” lock former said to make Pittsburgh 
locks and other seams at approximately 75 lineal ft 
per min.—Lockformer Co., 4615 W. Roosevelt Rd., 


Chicago 50. Unit has 2 hp, 220/440 volt, 3 phase 
motor with matched double V belt drive. Lock former 
is pressure lubricated; has large work table and guid- 
ing surface area; speed is increased over standard 
models for application in large production shops. 


Duct Noise Silencers 


“(Q-Duct” sections designed to fit into air condition- 
ing duct system during design stage to reduce duct 
noise — Industrial Acoustics Co., Inc., 341 Jackson 
Ave., New York 54. Available in 148 sizes, silencing 
units can also be attached to blower intakes and dis- 
charge systems or any other point where air flow noise 


is encountered. 


Glass for Skylights 


TRANSLUCENT GLASS fiber reinforced plastic glazing 
material designed to reduce breakage and maintenance 
problems for skylights Structoglas Div., Interna- 
tional Molded Plastics, Inc., 4387 W. 35th St., Cleve- 
land 9, O. Glazing is shatterproof, weather resistant 
and light weight (0.080 in. thick), according to the 
manufacturer. Glazing is said to reduce heat entry 
and glare without interfering with lighting efficiency ; 
provide additional insulation; and increase inside 
visibility. Featuring pebble grain surface in standard 


sash sizes, panes are in green, blue or clear colors. 


Heat Exchanger 


“Stak Heat-REcCLAIMER” for oil or coal heating sys- 

tems — Heat Reclaimer Mfg. Div., Dolin Metal Sales 

Corp., 315 Lexington Ave., Brooklyn 16, N.Y. Unit 
(Continued on page 164) 
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Central Heating—Air Conditioning 


Ae 


A SIZE AND SHAPE FOR 
EASY INSTALLATION ANYWHERE 


Your Silent Partners 
] COMPLETE 
for Sales! = wm 


YEAR FACTORY 





LOBOY UNITS! 


WARRANTY 





For basement 
or utility room 
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For closet or 


AIR CONDITIONING! 


For use with all types forced air 
furnaces. 


FOR DETAILS 
and specifications, clip 
this ad and mail it with 
your letterhead to 
Chattanooga Royal. 
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HORIZONTAL UNITS! For attic, 


space 


ll COUNTER-FLOW 


UNITS! @a . 
utility room , UNITS! For alcove, 
closet or utility room 


CENTRAL HEATING 
AIR CONDITIONING 


RECESSED WALL HEATERS 
SPACE HEATERS 
BARBECUE BRAZIERS 








MANOF MANY ROLES 


FANOF MANY ROLES 


Remember Lon Chaney? He gave chills galore to silent film fans in ‘‘Phantom of the Opera’’. .. moved from 
role to difficult role at the drop of an opera cloak, earning him his stage name, ‘‘Man of A Thousand Faces.” 


At Utility, we have a blower as nimble as Mr. Chaney at changing roles—at your ‘‘direction.’’ Known off 
location as the 4-Way Discharge Blower, on location it positions quickly in any one of four positions— 

top horizontal, top vertical, bottom horizontal or bottom vertical. If we wanted to stretch a point, there are 
actually eight positions, since the fan faces left or right at any of the above angles. 


The key to the stellar performance of Utility's 4-Way Discharge Blower is the rigid frame. You simply place 

the fan in the desired discharge position and the job is done, without bolts or screws or costly sheet metal work. 
This rigid frame also adds a bonus of strength and stability to the installation. Inventory-wise it makes sense. 
Available in single and double widths, this blower can take care of many jobs without emergency 

re-ordering or ‘“‘hand fashioning” on the job. 


The quality is there—and it’s all Utility! One-piece wheel for rigidity, long life and super-quiet operation. 
And due to Utility's advanced production techniques, this ‘‘fan of many roles’’ is priced with the lowest. 
Proving again that when quality and price must get together, Utility is always the logical answer. 


Manufacturers of heavy 
A Division of Utility Appliance Corp. and standard duty blowers for 
beating, air conditioning 


UTILITY FAN CORP and ventilating installations. 


Producers of blowers 


911 East 59th Street, Los Angeles 1, California pestornce a ovigindd 
equipme manufacturers. 


Write for catalogue data. 
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AAF Grease Filter 


protection from fire hazards and 


AAF puts ‘wo tried-and-true products—the Grease 
Filter and the Range Filter—on the all-important 
job of eliminating dangerous exhaust grease and re- 
ducing maintenance costs in the commercial kitchen. 

The Grease Filter is for normal kitchen service. 
This all-metal filter contains 4/4 miles of woven 
wire media in a unique, vapor-trapping pyramid 
pocket design. Unit is furnished with individual 
holding frames or with housing arrangements spe- 


Pimentitin Ai Fitter 


COMPANY, INC. 


355 Central Avenue, Louisville 8, Kentucky 
American Air Filter of Canada, Ltd., Montreal, P. Q 


AAF Dust ” ti4 AMERglas Replaceable @ 


Contro! Equipment _ sezech Air Filters 


L. 4 
Herman Nelson Herman Nelson 
Propeller Fans d } Unit Blowers 
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OUR BUSINESS ———* Company— 


AAF Range Filter 


cially designed to provide increased filtering surface 
directly above grease-producing areas. 

The Range Filter is for heavy duty, continuous 
service—where kitchens are operated practically 24 
hours a day. It features filtering media consisting of 
seven stages of herringbone baffles, offering a large 
surface area on which grease is deposited. 





Get all the facts on both filters in 4 


this new bulletin. Use the coupon. 








sd 

bd : P ° 

e American Air Filter Comany, Inc. 

e 355 Central Avenue, Louisville, Ky. 
° 
Sd 


Please send me Bulletin No. 204-A which describes AAF 


Grease and Range Filters for kitchen service. 


e 
e Name 








City. 
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down near ceiling for downward discharge. Diffuser 
is in 106, 124, and 126 in. sizes, and in base- 


installs in smoke stack near heating unit; heat rising hoard mounting models, Built-in damper provides 


in stack quickly heats 68 tube reclaimer core and a control for system balancing. 
thermostatically controlled blower forces fresh air 
through the hot tubes. Standard duct attachments can 
° . . . . 
be used to deliver the heat where needed. Unit consists Air Cooled Air Conditioner 


of 350 deg thermostat control; motor and 140 cfm “CENTRAL” AIR COOLED air conditioning unit in 2 and 


blower; heavy gage steel welded housing (10 in. 314 hp sizes, designed to cool homes up to 1500 sq 


stack opening); removable core with 68 air tight, ft and 2200 sq ft, respectively — Amana Refrigera- 
spun end tubes; summer cover plate for use when tien. Inc. Amana. Ie. Prefabricated duct work. air 


core is removed; and spun adapters for all stack sizes. diffusers, return air grilles and outside attic vertical 
grilles are optional. Branch ducts are 8 X 8 in.; re- 
turn air and supply ducts are 10 X 14 in., in 4 ft 
lengths. The 314 hp unit has twin 134 hp compressors 
which operate concurrently or independently. Single 
motor powers condenser and evaporator fans. Low 
voltage thermostatic control for remote operation is 
standard equipment on both models. 


Aluminum Solder 


SOLDER FOR BONDING aluminum to copper, brass and 
other non-ferrous metals — Ultralloy Corp., 53 W. 
“FANAIRE” SIDEWALL TYPE perimeter diffuser for heat- Jackson Blvd., Chicago 4. Solder requires no flux or 


Perimeter Sidewall Diffuser 


ing or year ‘round systems—Auer Register Co., 6600 special equipment and is corrosion and fade resistant, 
Clement Ave., Cleveland 5. Unit can be installed close the company states. Copper content provides im- 


NEW! IMPROVED! GENERAL“ FILT 


Models 1A-25A and 2A-700A Offer These New Fea 


] RESTYLED SEAL 2 CUPPED RIM 3 NEW BUNA 
IN FILTER CAP IN BOWL FOR GASKET COMPOUND 
IMPROVED ° e 


PREVENTS LEAKAGE ® EASIER SEALING 


ABSOLUTELY LEAKPROOF 


Won't Clog .. . Won’t Crack 
Complete restyling of the cap, seal, and gasket of 
General Filters 1A-25A and 2A-700A positively elimi- 
nates any danger of leakage cr improper sealing. 
GENERAL’S CUPPED-RIM all-steel filter bow! holds the 
new BUNA gasket securely in place against the re- 
designed cast iron CAP SEAL . . . provides easier seal- 
DELUXE ing .. . lifetime dependability! 

2A-300 
for big dirty jobs. ' CLEAN RIGHT SOOT REMOVER 
Depth-type, mere removes up to 2” layer of soot from any heat- 
Ss ctewes SE ing plant in 2-5 minutes! Non-corrosive, non- 
eon Anadiiaaeel explosive. Made specially for General Filters. 


GENERAL FUEL OIL FILTERS | 
pag yet GENERAL FILTERS, INC. 
Ace thatiatiaiadabie 43800 GRAND RIVER AVENUE + NOVI, MICHIGAN 


Than Ever! Canadian General Filters, ltd. * 39 Crockford Blvd. © (Scarboro) Toronto, Canada 


1A-25A 





IMPROVED 
2A-700A 


encaseaqd cartridge 
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RESULTS: 


BUT THAT'S NOT ALL. Kalamazoo’s new line of 
Registers and Grilles has a definite price advan- 
tage, too. Just check our Discount Schedule and 
you'll see! With Kalamazoo you enjoy the best 


margin of profit available, and we'll prove it. 




















Kalamazoo units are clean-lined, top performing, 
handsome in every respect. They're packed with 
SELL. Write today for our new catalog which gives 
complete information, including prices, on this 


complete line. 


CHOICE DEALERSHIPS AND DISTRIBUTORSHIPS AVAILABLE 


ALAMAZOO 


Since 1901 — the finest in heating equipment 
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a Uiaalela-t mel ale| 


Burners 
Air 


Conditioners 


100 ROCHESTER AVENUE q 
KALAMAZOO, MICHIGAN 





INDEPENDENT 





Adjustable Vertical Front Bars 
Adjustable Horizontal Rear Bars 








Rear View — 
Showing Volume 
Control Dampers 


Write for Bulletin 

No. 54-A which gives 
complete details and sizes 
up to 48’’x 24” 


Always Leading — 
Always Progressing 


THE INDEPENDENT 
REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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proved conductivity; melting point is over 700 F. 
Other characteristics: 2500 to 3500 psi tensile strength 
in joints; 20 percent elongation in 2 in. 


Magnetic Water Conditioner 


WATER CONDITIONER designed to eliminate and prevent 
scale and corrosion formation in air conditioning 
systems by imparting added energy to the atoms in 
the water solution — Packard Water Conditioner 
Div., Inc., 2220 W. Beaver St., Jacksonville 9, Fla. 
Employing no moving parts, the conditioner is in 
sizes to handle from 6.5 to 1760 gpm, for connection 
with pipe sizes from 34, to 12 in. 


Air Cooled Air Conditioners 


Sertes SAAC anp SAR air cooled air conditioners in 
2, 3 and 5 ton capacities — Shana Mfg. Inc., 188 W. 
Randolph St., Chicago 1. SAR series is blower driven, 
for indoor application, and features “Shana-Matic” 


couplings designed to eliminate necessity of refrigerant 


charging in the field. Units can be installed in attics, 
crawl spaces, utility rooms, breezeways and garages. 
SAAC series uses propeller blade for outdoor applica- 
tion; condenser has air intake on 2 or 3 sides, and 
discharges through horizontal fan blade in 4 direc- 
tions, the company states. Evaporator assemblies on 
both series include convertible design for horizontal 
or vertical installation. 


Fuel Oil Gel Inhibitors 


Mixtures of “Santolene C” and “Santolene H” in 
ratios of 1:2 to 1:10 said to inhibit formation of 
copper mercaptide gel in fuel oil systems — Monsanto 
Chemical Co., 1700 S. Second St., St. Louis 4, Mo. 
When mercaptans react with copper in brass com- 
ponents of burners, a copper mercaptide is formed, 
which combines with fuel oil to produce a yellowish 
translucent gel that clogs filter screens, the company 
states. The two agents which combine to form the 
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“and how my dad seus Jhatcher ins 


“Saturdays I help dad out at the store. 
Mostly cleaning and things like that. Most our 
customers come in on Saturday. Dad tells them 
a whole lot about Thatcher. He says there's a 
whole lot of good things to tell. Seems like 
nearly everybody ends up buying one. Yessir, 
Thatcher's a great line to handle ... it must be, 
my dad says sol” 


Here's why you'll do 
better with Thatcher, too! 


You’re In Business All Year Round With 
THATCHER. Complete winter heating and 
summer cooling lines make every season a 
selling season! 


You’re In Touch With More Prospects... 
You Close More Sales With THATCHER. 
New power-packed sales-building program is 
ready and set to go to work for you! 


You've Got The Extra Edge On Competition 
With THATCHER. More experience in man- 
ufacturing heating equipment and building con- 
sumer confidence than any other company in 
the field... 10 year product guarantee... and 
other plus-features help you clinch the sale! 





Your Business and Personal Interests Are 
Properly Advanced With THATCHER. 
Complete personalized assistance program is 
geared to consider your sales problems individ- 
ually ... to work with you on the special needs 
of your market . . . and to provide fast action 
in every situation! 


Why not make your sales job easier... more 
profitable ... with Thatcher. Get the full story 
today! Write Thatcher Furnace Company, 
Garwood,N. J. 


Thatcher 


Specialists in heating Since 1850 





Garwood, New Jersey 
Branch office: 4646 W. Washington Bivd., Chicago, Ill. 


Jhe Uldest Meme in Lattor Comfort 
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equipment developments Fire Venting Skylight 


“FIRE-VENT” skylight with fuseable link which sepa- 


+ ths + . rates der extrem eat, causing cover section to 
inhibitors were specifically designed to overcome rates under extreme heat, causing A 
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screen and filter clogging and to inhibit rust and cor- open — Marco Co., 45 Greenwood Ave. East Orange, 
rosion, according to the manufacturer. N.J. Unit is fabricated of fiber glass reinforced trans- 
lucent structural panels set in extruded aluminum 
frame. Skylight has self contained curb and roof flange 
Out-of-Wall Diffuser and is designed for installation directly to roof open- 
No. 16 OUT-OF-THE-WALL diffuser designed for appli- ing. 

cations where stackhead and duct cannot be installed 


in the wall Air Control Products, Inc., Coopers- 


Welding Electrode 


9-77 


“FLEETWELD 37” E-6013 all-position electrode for 
welding sheet metal with a-c or d-c current — Lincoln 
Electric Co., 22801 St. Clair Ave., Cleveland 17. De- 
signed for use where burn-through, sticking and poor 
fit-up are problems or when using low open circuit 
voltage welding machines, unit is said to have good 
arc stability. Drag technique may be used. Electrode 
is available in 14, 5/32 and 3/16 in. sizes. 


ville, Mich. Available in 10 X 6 and 12 X6 in. Packaged Air Conditioners 


models, unit is said to be especially applicable to con- LINE OF PACKAGED air conditioning units with chilled 
crete or cinder block applications or on certain older liquid or direct expansion cooling coils in 134, 3 and 
types of construction. Unit has a back section that fits 5 hp sizes — Coleman Co., Inc., St. Francis and Sec- 
against the wall with pre-cut hole in the bottom, and ond St., Wichita 1, Kans. “Air-Mist’” wet bulb con- 


a diffuser which screws into the front. denser utilizes extra cooling effect of evaporation, 


IT PAYS to get your GALVANIZED FITTINGS 
and RAIN CARRYING GOODS 
from CHAR-GALE bs 


«< 


When you think of galvanized fittings, think of Char-Gale. Every- 
thing from plenum to register is manufactured and stocked for 
immediate shipment by Char-Gale. 


The true advantages of prefabricated galvanized fittings, seam 
tubing and snap lock pipe are evident in the Char-Gale line. En- 
gineered for easy assembly, they also show their sound engineering 
in the efficiency with which they deliver air after installation. 


In addition, the Char-Gale method of packaging fittings in convenient 
packages saves you money by providing easy storage without 
damage or waste. 


Rain carrying goods by Char-Gale round out your line, while 
giving you extra savings on mixed truckload shipments. 


Also a full line of aluminum fittings. 


Rapid, nation-wide delivery service by Char-Gale’s 
own fleet of trucks means prompt delivery direct 
to you. Reduces your inventories to save you 


money and space. 


MANUFACTURING COMPANY 
bai ANOKA, MINNESOTA 
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any heating and 
cooling control system 
is all right when its 


all General Controls 


Sometimes the whole is greater than the sum of 
its parts. For example, when a heating and cool- 
ing control system is General Controls from first 
to last, you have the advantage of top quality 
in each part. And the added advantage of having 
each control component custom-engineered to 
work best with every other component. All this 
plus the incalculable advantage of knowing 
there is a single responsibility for perfect per- 
formance. 

A single source simplifies the manufacturer's 
design and procurement problems, solves the 
jobber’s stocking problems, provides the dealer 

with sales-building consumer acceptance for his 
products. The result: a better end product, easier 
to sell. 


A complete product line 
with 
ONE SOURCE OF SUPPLY, 
ONE RESPONSIBILITY 


Automatic 


T-231 


Combination Heating and 
Air Conditioning Thermo- 
stat provides single point 
temperature control. 


RS108A241 


Master Control Panel pro- 
vides prewired installation 
for any combination of 
motor controls. Under- 
writers Laboratories 
Approved. » 


Centralizes control of 
complete year ‘round func- 
tions—heating, cooling, or 
blower alone for ventila- 
tion. 


o©) 


r Home, in and the Military 


Skokie, Hilinois 
Guelph, Canada 


Fie Pst _GENERAL CON r ROLS 
Iron Mountain, Michigan 
Glendale California itacturers of Automatic Controls 
Burbank, California ‘el FORTY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 


Penrex CONTROLS AND GENERAL CONTROLS 
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Nowa KING SIZE 
Model Too! 


Fuel Oil Filters, 


% 
> 


l o | 
[ mel ‘i 


i F.300 


Ue On Ue 
M Kine « 


Fl ‘al . 
x Ope, F400 | zs 


. a 
WL; 


> 


Best for the JOB! 
Best for YOU! 


More features . . . better heat for your cus- 
tomers .. . more profits for you. Double filter 
action positively protects against clogged 
nozzles and lines, eliminates call-backs. 
Leakproof one-piece construction, reinforced 
bolt spud, guaranteed permanently rustproof. 
Hexagon extensions . . . easiest of all to 
install . . . at either tank or burner. 
It’s sure to satisfy. Use Auto-flo Fuel Oil Filters 
on every installation, gravity or pressure type 
burners—the F-300 Standard, or the 
>, _y King Size F-400 for over-standard and 
A 3f commercial applications. 


ASK YOUR WHOLESALER AUTOMATIC 
ABOUT THE... HUMIDIFIER 
AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich. 


Please send me full information on Auto-Flo: 
I Fyel Oil Filters. “100” Automatic Humidifier. 





Address 





Zone State 
See eee eee eee eee eee eee nee er Ke Ke ae wee eee eee 
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the company reports. Air enters through grilles in 
the base, is mixed with fine water spray and blown 
over surface of the condensing coil. Water consump- 
tion is said to be about 3 gal per ton-hour. Air dis- 
charge is upward to provide for location of unit close 


to buildings and shrubbery. 


Prefabricated Air Duct 


“INsUL-Pipe” prefabricated round air duct designed 
for uniform thermal insulation and vapor barrier on 
ducts which pass through attic and crawl space - 

Coleman Co., Inc., St. Francis and Second St., Wichita 
1, Kans. Duct is made of glass fiber and plastic; out- 


side surface is covered with film of aluminum pig- 
mented vinyl, second spray coat of phenolic prevents 
erosion of inner surfaces. Short metal expansion coup- 
ling joins straight sections; material can be mortised to 
fit around 45 and 90 deg elbows. Duct is fabricated 
in 6 ft lengths with nominal inside dimension of 314 
in. Section weighs under 2 lb. Manufactured by Gustin- 
Bacon Mfg. Co., Kansas City, Mo., the duct is said to 
have shown satisfactory results in tests of heat loss 
and gain, condensation and sound absorption, and to 
meet NAHB requirements. 


Portable Nibbler 


Move. HN Heavy purty portable nibbler designed for 
cutting heavy gage sheet metal Fenway Machine 
Co., Edgemont and Clementine Sts., Philadelphia 34. 
Unit is designed to handle stainless steel to 10 gage, 
milder steels and non-ferrous metals to 8 gage. Nib- 
bler will follow patterns or templates and will cut from 
any angle; it will also cut contoured or corrugated 
stock, the company reports. Minimum cutting radius 
is 6 in. Punch and die takes a 14 in. slug of metal 
with each stroke; full load speed is 600 strokes per 
minute. Motor is universal type, about 1 hp. 


Air Cooled Air Conditioners 
Mopet 1OACCL 


and companion 1OLSU 10 ton “Low Side” unit 


10 TON air cooled condensing unit 
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SELL WARM AIR FURNACE OWNERS ON 
YEAR-ROUND AIR-CONDITIONING 
Every warm air furnace is half an air conditioning 
system — so the sale is half made before you start. In 
fact, your own file of warm air installations is a ready- 
made prospect list for Typhoon Convert-to-Cool. Just 
show ’em how to enjoy year-round comfort for hun- 
dreds of dollars less than they ever expected to spend! 
And there’s never a water problem with Typhoon — 
air-cooled units, backed by 46 years of engineering 
experience. 























Simple, efficient operation Typhoon cooling coil 
goes on top of furnace and connects into present ducts. 
Compact refrigerating unit (only 3 feet square) is 
located at convenient spot outside the living area. 
Works on electricity alone. Air cooled — no water sup- 
ply problem, no drainage problem, no plumbing, no IDEAL FOR ATTIC FURNACES, LO BOY 


sewer tax. AND COUNTERFLOW FURNACES 


2-3-5-8-10 TON UNITS SEND IN THE COUPON Now! 


Typhoon Air Conditioning Co., 
505 Carroll St., Brooklyn 15, N. Y. 


Show me how I| can make money with Typhoon Convert-to-Cool. 
Send me Bulletin R-4. 


Name 





Address 





Specialists in Air Conditioning 


‘nce 1903 ; 
Since 1909 City Zone State 
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Top Photo: The Heatwave Hi-Boy. Completely automatic. Built-in draft diverter. At Left: 
Heatwave Counter-Flo for perimeter and underfloor heating. Installed in closet, alcove or 
utility room. Minimum duct work. 


Heatwave Gas Fired Furnaces and Central Heating Systems have a 
two-way claim to fame! 
They make extra dollars of profit for the man who sells and installs 
them. They save extra dollars in fuel costs in the homes they serve! 
No other furnace manufacturer offers such a fine opportunity for 
you to increase both sales and number of satisfied customers. 
EVERY HEATWAVE MODEL: 

© Factory Assembled Cast-lron Burners 

© Fire-Tested Smart in Appearance 

© Ready to Install Economical to Operate 


* Competitive in Price 10-Year Factory Warranty 


THE HEAT WAVE FLOOR FURNACE ci 





Here's the efficient whisper-quiet floor furnace that 
offers the utmost in service, economy and long life 
BTU INPUT: 27,500, 35,000, 
50,000, 65,000, 75,000 





DISTRIBUTED BY OUTSTANDING 
WHOLESALE SUPPLY HOUSES. 


WRITE OR WIRE — GET THE FACTS = a 


SOUTHWEST MANUFACTURING CO 


Subsidiary of the F. E. Myers & Bro. Co 
BOX 151 AURORA, MO. 
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Typhoon Air Conditioning Co., Div., 
Hupp Corp., 505 Carroll St., Brook- 
lyn 15. Condensing unit may be 
located anywhere outside conditioned 
area; air handling unit is suspended 
from wall or ceiling or recessed into 
the wall. Components include centrif 
ugal blower and variable speed pu! 
ley; units can be used for conversion 
to year ‘round air conditioning with 


warm air systems. 


Evaporative Cooler 


“AIR WASHER” type evaporative 
cooler in five sizes ranging from 
1000 to 12,000 cfm capacities Al- 
ton Mfg. Co., 1112 Ross Ave., Dallas 


2. Fresh makeup air is pulled through 


r 


a water spray that is washed over 
a double set of filter mats. Hermet- 
ically sealed motor driven pumping 
unit is used on 4000 and 5500 cfm 
units; the 7000 to 12,000 cfm coolers 
are equipped with “aquasprae” 
pumping unit and double set of filter 
mats. Float valve mechanism auto- 
matically regulates evaporative water 


requirements. 


Material Handling Blowers 


MATERIAL HANDLING blowers in di- 
rect or V-belt drive, designed to ex- 
haust industrial waste materials 

Chicago Blower Corp., 9867 Pacific 
Ave., Franklin Park, Ill. Wheels are 
designed to meet a variety of needs; 
long shavings wheel handles long fi- 
brous material, grinding dust, etc.: 
rim type wheel is for heavy material 
or higher speeds; wool wheel handles 


clinging fibrous materials. Six dif- 
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Barber “Spread-Heat’’: the conversion burner 








When Barber set out to design 
“Spread-Heat” burners we checked 
first those things that heating con- 
tractors wanted most. We knew, 
you see, that the burner that is best 
for you is best for the home owner. 

We first 
coal burning furnaces for their 
BTUH ranges and physical di- 


mensions. And we managed to 


studied thousands of 


produce three burners that would 
cover practically the whole lot. 


Think of the fewer burners 
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that heating men designed 


you'll have to stock or order. 
As a matter of fact, one ‘“Spread- 
Heat’’, the UP-2, will convert 90% 
of all coal or wood burning fur- 
naces itself. By careful selection of 
tube length and a telescoping ven- 
turi, the same three burners will 
physically fit most all furnaces too. 
Then we put controls and air 
shutters where 
they'd be easy to install and service. 
Adjustable legs at both the control 
and burner end made it possible to 


in an enclosure 


position the burner at just the right 
height in the furnace in a few 
seconds. 

We added to these features the 
color we knew customers preferred, 
a wide selection of controls, and a 
price that would appeal. The result 
is a conversion burner for wood or 
coal furnaces that will mean more 
sales for you and more profits. 
Write today for specifications and 
prices on the “Spread-Heat” to the 
address below. 


MANUFACTURING COMPANY 


GAS AND O!tkL BURNER DIVISION 


1052 East 134th Street, Cleveland 10, Ohio « 


GL 1-2666 











ZATKO METAL PRODUCTS CO. 


WORLD'S 
LARGEST 
Manufacturer 


Stamped 


One-Piece 
Pulleys 


. +. Stronger 
...» Last Longer 
.. + Cost Less 


THE CHOICE OF LEADING ORIG!NAL 
EQUIPMENT MANUFACTURERS IN THE 
HEATING, AIR CONDITIONING AND 
AUTOMOTIVE FIELDS. 


Standard 


Fractional 


Horse Power 


V-Belt 


Pulleys 


All 


sizes in 


stock. Vari- 
able Pitch 
Pulleys allow 
speed varia- 
tion up toe 30 


3% 


OD'S from 
to 31". 
SEND 
TODAY 
for 
Literature 


and Prices. 


ZATKO METAL PRODUCTS CO. 
20850 ST. CLAIR AVENUE 
CLEVELAND 17, OHIO 
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ferent types of acid resistant coatings 
are said to meet any acid or fume 
condition. Units are available in 9 
drive arrangements in two tempera- 
ture classes; Class I is for 70 to 600 
deg temperatures; Class II handles 
601 to 1000 deg temperatures. Wheel 
diameters are from 914 to 601% in. 
Volumes range up to 50,540 cfm. 


Room Air Conditioners 


“COOLERATOR” line of room air con- 
ditioners with four directional grilles 
and concealed control panels — 
Lonergan Mfg. Div., McGraw Electric 
Co., 704 N. Clark St., Albion, Mich. 
Flush mounted “Super” 34 hp model 
handles rooms up to 440 sq ft; 1 hp 
unit handles up to 600 sq ft and is 
thermostatically controlled; both are 


15 3% X 26 % X 23 15/16 in. 


“Custom” line consists of 34 hp model 
for rooms to 480 sq ft; 1 hp unit 
for rooms to 660 sq ft; and 2 hp 
unit for rooms to 1010 sq ft. The 2 
hp unit is 26 3g X 17 3, X 29 
15/16 in.; others are same size as 
“Super” models. Other equipment in- 
cludes dehumidifier with 1/5 hp com- 
pressor and four window fans in 20 


and 24 in. sizes. 


Closet Furnaces 


Two Gas FIRED furnace models rated 
at 75,000 and 85,000 Btu and de- 
signed for closet installation D. P. 
Ran Appliance Corp., 1202 N. Ala- 
meda, Compton, Calif. Units are 1414 
in. wide, 2814 in. deep and 641, in. 
high; both have 4 in. vents. Cast 
iron burner and clam shell type heat- 
ing elements are balanced to eliminate 
resonant noise and roaring, the com- 
pany reports. Furnaces are available 
with direct or belt drive; both have 
24 volt control system or self-generat- 
ing system. Blowers and motors are 
on sliding shelves. 


Cleaning Solvent 


“VINSOL” INDUSTRIAL solvent for re- 
moving oil, grease, wax and tars 
from sheet metal, tools, components, 





YOU are invited 


to read and use 
AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 
practical helps published in Amer- 
ican Artisan each month. 


@ Last year’s record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 175 feature 
pages on Air Conditioning and 
Warm Air Heating; 170 pages on 
Sheet Metal Fabrication and Con- 
tracting; 215 pages on Management 
Methods. That’s 560 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod- 
ucts, Trade Literature, Association 
Activities, etc. 


@ You will get in the Artisan vital 
information and practical “know- 
how” of dollars-and-cents value to 
your business. It points the way to- 
ward better methods, lower costs, 
and improvements in merchandising 
and contracting procedures, also cor- 
rect practices in design, fabrication, 
installation, and servicing. 


@ Just one idea could easily pay 
back many times the small amount 
of your entire subscription. By or- 
dering now, you'll automatically get 
the next big annual Buying Direc- 
tery described below. 











TO KEENEY PUBLISHING COMPANY 
6 N. Michigan, CHICAGO 2, ILL. 


O.K. . . . Enter this subscription for 
AMERICAN ARTISAN fo start 

or first possible issue — for term 
checked below, at special introductory 
rate of 


] 3 Years, (36 big issues) $6.00 
Saves you $3—Same as 1 year FREE. 


2 Years, (24 big issues) $5.00 
Saves you ONE DOLLAR CASH. 
Check here for l-year trial for $3. in U.S 
Rates to Canada 3 yrs., $10; 2 yrs., $7, 
or 1 yr 4 


(It is understood that this will bring me the 
Annual Buyers’ Guide Directory of Equipment, 
Manufacturers and Trade Name Index in each 
January issue.) 


I enclose check for $ 
later 


Send bill 


My Name 
(Please Print) 


Title 


Firm 


Street 


City 


Postal Zone No 


Business 
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FOR MORE 
FURNACE SALES 


The Cozy line of gas-fired furnaces is fitted 
to make you a comfortable profit. This ad- 
vance line of modern heating equipment is 
designed to take care of over 90% of all 
home and small building heating problems. 
All Cozy products are quality produced with 
outstanding features that make them easier to 
sell, easier to install, and easier to maintain... 
and they are backed by over a quarter of a 
century of manufacturing experience. Get the 
facts on the year around, high-profit sales 
plan. Write today! 


The Cozy Challenger, the 
best buy in floor furnaces, 
Cozy Horizontal Forced Air models available in five has accessible controls. 
capacities, 60,000 BTU to 140,000 BTU input. This 
space- and money-saver can be installed in attic, 
utility room, under floor...even without basement. 


Cozy Wall Heaters 
available in four ca- 


Compact upflow and counterflow Cozy Forced pacities, single or dual 


Air models give zero clearance; let you use 4” wallinstallation; 
piping or conventional ductwork. Has exclu- three different tem- 
sive Heat Wringer, Heat Exchanger. Adapta- — perature controls are 
ble for air conditioning. 75,000, 105,000, -_ optional 
140,000 BTU input capacities. P ; 


The ADVANCE FURNACE CO. 


WICHITA, KANSAS 
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bigger filter in PREMIER furnace cleaners 
doesn’t need cleaning before the can Is full 


In furnace cleaning, it’s not the size of the can; it’s the efficiency 
of the filter* that counts. Now, for the first time, a full “4% bushel- 
capacity cleaner! You can do a perfect job and never have to 
worry about lugging cleaning equipment around. Notice that this 
machine is only 4 the size of ordinary cleaners. 
Premier’s giant pleated filter has 3 times more working 
filtering area than other makes. This means you don’t have to 
clean the filter so often either. 2 out of 3 filter-cleaning inter- 
ruptions are avoided. Jobs go faster. You make more profit per job. 
“Op ReviaAB_e’’—famous Premier furnace and air conditioning 
cleaner (P-908F) now also available with this new auxiliary filter. PREMIER COMPANY 
For information on all Premier furnace and air conditioning Dept. 405 


cleaners, write today for Folder FB14. 55 Woodlawn Ave., St. Paul 1, Minnesota 


35 Gerrard St. West, Toronto, Canada 
For complete information, write today to... 


*Patent applied for. 
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etc. Speco, Inc., 7308 Associate 
Ave., Cleveland 9. Designed for use 
in confined areas, the solvent is said 
to have cleaning properties closely 
resembling carbon tetrachloride but 
with much less toxicity. Solution is 
Adaptable for cold, 


bucket or dip cleaning, the solution 


also fireproof. 


is packaged in portable 5 gal. con- 
tainer with metal tray that can be 
raised or lowered. or in standard 1 


gal. cans and 55 gal. drums. 


Heating, Cooling Line 


Gas FIRED furnace, 2, 214. 3 and 5 


ton air cooled air conditioners, water 
cooled units and outside thermostat 
General Electric Co., 5 Law- 
rence St., Bloomfield, N.J. Gas fired 


lines 


furnace has cast iron heat exchanger, 
direct drive blower with adjustable 
speed control and increased capacity 
blower for highboy models. Air con- 
ditioners have remote air cooled con- 
denser-blower unit, spring-mounted 
compressor and acoustically insulated 
cabinet; the 5 ton unit is package 
model. Units are in single phase 
power or for three phase in 3 larger 
units. Water cooled units feature re- 
designed control box and controls; 
capillary tubes to replace expansion 
Out- 


weather 


valve; tube-in-tube condenser. 


door control indicates 
changes to indoor unit via 25 volt 


circuit. 


Quarter Inch Drill 


“SHOPMATE 14 in. drill with split 
aluminum housing which permits all 


parts to be assembled in one rigid 
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half — Portable Electric Tools, Inc., 
320 W. 83rd St., Chicago 20. Split 
arrangement is designed to provide 
good alignment for the armature. 
Drill is rated at 2 amp, 1600 rpm 
with a-c, d-c motor. Chuck type drill 
has pistol grip with trigger switch. 
Drilling capacity is 14 in, steel, 14 in. 
hardwood. 


Germicidal Lamp 


“GERMITROL” ultra-violet energy 
germicidal lamp unit for installation 
in heating, air conditioning and ven- 
tilating ductwork Everett Engi- 
neering Co., 300 S. Second St., Abi- 
lene, Tex. Stainless steel unit plugs 
into 110-120 volt, 60 cycle a-c cir- 
cuit, uses 15-w hot cathode lamps. 


Lamp mounted at 


holder can be 
dual angles for maximum ultraviolet 
output. Dimensions of tube holder 
in duct are 18 in. overall plus ballast 
and starter case (3 X 3 X 6 in.). 
Unit is installed by cutting hole in 
cuct, screwing unit in place and 
Ultraviolet 


said to be 38 microwatts per sq cm 


plugging in. output is 
at one meter; rated life of lamp is 
approximately 14,000 hr, based on 
continuous operation. 


Remote Air Conditioners 


AIR CONDITIONERS in 2, 3 and 5 ton 


capacities with remote compressors 
and adaptable for use with city water, 
tower 


water, evaporative or air 


cooled condensing units Frigidaire 
Div., General Motors Corp., 300 Tay- 
lor St., Dayton 1, 0. Insulated cabinet 
filters, 
coil, thermostatic valve, centrifugal 


Model XD 


compressor can be 


contains multipath cooling 


blower and 
**Meter-Miser” 


installed at any remote location. 


motor; 


Tinners’ Snips 


Mopets 10, 11 anp 111 adjustable 
tinners snips which can be set to 
comply with the hand pressure of 
the user — W. 
Co., 314 Camden St., 
N.J. Adjustable 


flush nut and lock spring permit 


H. Compton Shear 
Newark 3, 
screw, concealed 
variation of leverage tension. Model 
10 makes a 214 in. cut and 


ll in. snip; No. ll, a 2Y 


how PREMIER furnace cleaners 
cut your labor-time costs 


Labor-time takes 90% of your mainte- 
nance cleaning costs. PREMIER saves 
you money because it reduces that 
time. Here’s how: 

1 You spend less time on each job be- 
cause of special pleated filter design. 
The filters in PREmMreR machines are 3 
times larger than others . . . 3 times 
more working-filter area than other 
makes. This saves time boosts 
profit of each job. Notice this machine 
is half the size of ordinary cleaners, yet 
holds a full half bushel. 

2 PREMIER equipment is practically 
maintenance-free because their special 
built motors are well ventilated to run 
cooler. Extra air flow over the motor is 
possible also by the exclusive “‘3-times 
larger”’ filter. This means longer motor 
life. 


3 All models are completely equipped 
withstandardattachments. Special tools 
for out-of-the-ordinary jobs are also 
available. 


PREMIER YOUR BEST BUY 


4 Low initial cost due to high volume 
of sales. Fine engineering design born 
of years of experience have made Pre- 
MIER machines the preference of clean- 
ing men. 

5 Listed by Underwriters’ Laboratories 
and Canadian Standard Ass’n. 

“Op RELIABLE”’—first and most fa- 
mous Premier furnace and air-con- 
ditioning cleaner (P-908F) with ex- 
ternal filter bag for ‘‘hot jobs” now 
also is available with new 3-times- 
larger internal filter. For information 
on all Premier furnace and air con- 
ditioning cleaners, write today for 
Folder FB14. 


PREMIER COMPANY 
Dept. 406 
755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto, Canada 





you offer more value with 


—earwese 








Model 600 B 
Vapoglas 
Humidifier 


THESE &skurttle aa ee © ee ae ee ee 


FLEXIBLE, ALL-PURPOSE: For use with sloping 
curved bonnets or straight plenums in gravity or 
fo) coi To Motta sl oisbele mo} Corel te 


QUICK INSTALLATION: Only one hole in plenum 
needed. Installation averages under 30 minutes. 


BUILT-IN QUALITY: Acid and alkali resisting glass 
lined pan and float chamber. Leakproof glass float. 
NN bod <=) Mo tele Mossbcoyesl mo) Cocebele! used on other vital parts. 
Corrosion resistant. 


LESS AIR STREAM RESISTANCE: Patented Vapo- 
glas plates insure more moisture output. More 
a fonsle)coistele Mord ome aelolt tore 


For further information, write to: 


ia A 
+> Skuitle 


MANUFACTURING COMPANY 
Milford, Michigan 











Model 760 Model 450 
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in. cut and 9 in. snip; No. 111, 
a 2 in. cut and 71,4 in. snip. Imple- 
ments are drop forged of bar steel, 
have welded blades and blue finish 
handles. 


Add-On Air Conditioner 


Mopec GB-21B central air condition- 
ing unit in 2 ton capacity, designed 
for homes with warm air heating 
ducts Gibson Refrigerator Co., 


515 W. Williams, Greenville, Mich. 
Water cooled unit has replaceable 
fiber filter, spring mounted sealed 


compresor unit and gray enamel 


cabinet 45 in. high, 25 in. wide and 


30 in. deep which requires 5.2 sq 
ft of floor space. 


Furnaces, Air Conditioners 


THREE HIGHBOY and three lowboy 
gas fired furnaces with inputs of 
80,000, 100,000 and 125,000; and 
two remote air cooled air condition- 
ers Roberts-Gordon Appliance 
Corp., 44 Central Ave., Buffalo 6, 
N.Y. The two larger furnace models 
are also available in oil fired units. 
Featured in furnaces are single port, 
chrome alloy “Spreader-Flame” burn- 
ers; die formed heat exchanger de- 
signed for maximum heat extraction; 
double inlet centrifugal blower which 
is rubber mounted and equipped with 
thermal overload protection. Models 
2 and 3 GAR air conditioners in 2 
and 3 ton capacities are designed for 
use with highboy and _ lowboy 
furnace models. Models “D” and 
“F” cooling coils are designed for 
vertical flow through the  evap- 
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| —You can save money on round balancing 
dampers with the Sensational 


When 
you ve got 
to figure “% 


IDS Series—With Spring-Loc 


e ; JD Series—No Spring-Loc 
_ prefabricated, inexpensive dampers ready 
for immediate installation in ductwork. A comparable 
damper made in the shop costs considerably more. 
The Jiffy Damper consists of the famous PARKER-KALON 
Jiffy Regulator (now made by Duro-Dyne) preattached 

. to a galvanized iron blade. Steel threaded bearing 





can't break. No loose parts to rattle. 


Two styles are available: JDS Series has patented Spring-Loc 

for keeping damper in perfect position under high air velocities. 
JD Series—same as JDS but without Spring-Loc. For Six Duct 
Sizes: 4", 5”, 6", 7", 8", 9"; Special sizes and shapes also available. 


ee 


\ 
—You can use unskilled labor a 
to make absolutely non-binding \4 
louver dampers with the * 


aren omplete line of flexible 


a 
BIND.. Connector Materials 
* 

D u r oO Re E : y d e « | % Duro-Metal-Fab: Preassembled metal-to-fabric-to- 

metal. Saves expense of attaching metal to fabric. Exclu- 

Pat. Pend. sive Double-Loc Seam prevents fabric pulling out while 
. . braking, or being cut when connector vibrates on the job. 

Precision-Engineered Damper Hardware 





—You can make flexible connectors 
up to 3 times faster with Duro-Dyne’s 


_ Generous metal dimensions 3” and 4” full usable, fabric 
Permits smoothly operating, [7 @ 4 : dimension over 3" exposed. Metal is 24- or 26-gauge 
non-binding louver dampers : galvanized iron. Choice of fabrics includes game 
to be assembled with little le lem) RP Canvas, Asbestos or Neoprened Fiberglas. Packed 
care and no alignment } gl 50 ft. or 100 ft. to handy Dispenso-Flat carton. 


Deoiieds Hive cnecs Econ-O-Fab: Considerably 
: aa lower price, but same qualit 
4-way adjustability auto- and pt ceesiesh as they J 
matically Gompeneaine for Metal-Fab. Lighter metal and 
soamnaiaets hese ell fabric for residential work 
venting wadien ont = and lighter gauge ductwork. 
bending of the connecting Same generous metal and 
fabric dimensions. Includes 


rod, the main cause of . 
damper binding. Neva Bind Double-Loc Seam. Same choice 


é . Se of fabrics. Packed 50 ft. or 
anand” ste 8 yo / 100 ft, to handy Dispenso-Flat carton 


Duct Fabric: Quality fabrics without metal. For special jobs 
. . ; | where contractor must fabricate connectors from fabric and metal 
pp dee bp ae tata octoee ee “ cut to size. Following fabrics are supplied in 100 ft. rolls packed in 
Duro-Bushings; 1 pair Duro-Bearings handy dispenser cartons: Canvas, U. L.-Approved—6” or 10” widths. 
; : Asbestos, Heavy Grade—6" width. Neoprened Fiberglas—6” width. 


Write us for literature D 
or see your distributor “ro be ve - 
 800- B THIRD AVENUE, NEW HYDE PARK, 
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MAKE YOUR RESERVATIONS TODAY FOR THE 


MOST PROFITABLE SHOW ON EARTH 


with Te 
SHANA=>t: 


(waterless) 


led an pir-Cooled 
al CONDITIONING 


Featuring these star attractions: 


e futura designing — For any 
home in any state! 

@ precision engineering 
(in compliance with U.L. stand- 
ards) 
ultra performance 
(guaranteed at A.S.R.E. and 
A.R.1. standards) 
Simplified “A-B-C” installation 
and servicing 
Shana-Air selling program 


AIR-COOLED 
SAR and SAAC 


Series . : 
Available in 2, 3 SW Series 





WATER-COOLED 


and 5 ton capacities j : Available in 2-3-4-6 


ton capacities 


PLUS these additional attractions: 


e Shana “Duo” Units! @ Combination Units! 
e Commercial Units! e Winter Air Conditioners! 





Shana Manufacturing, Inc. 
188 West Randolph Street Chicago 1, Illinois 
DEarborn 2-7030 


r - ~ 
| 
| 
i 


Please send me additional information about SHANA-AIR 
air conditioning. 
] Exclusive franchises still available C) Cost of units, 


Description of all air conditioning units manufactured by 
Shana Manufacturing, Inc 
CC ———————— — — —_ 
Name of Firm . _ . 
Address - — 
ae 7 
Phone Number ——— — - ” . ‘ 
] Dealer (] Distributor (] Manufacturers’ 
Representative 


Zone State 
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orator; “S” model is for horizontal 
flow. Sealed compressor unit, twin 
air cooled condensers and centrifugal 
blower are housed in heavy gage steel 


enclosure. 


Portable Space Heater 


PORTABLE OIL FIRED heating unit 
for small homes, storage rooms, etc.. 
rated at 100,000 Btu capacity — Qui- 
et Automatic Oil Burner Corp., 33 


Bloomfield Ave... Newark 4, N.J. Fea- 
tures listed by the manufacturer: 
burns no. 2 fuel oil, has electric igni- 
tion; circulates warm air with small 
electric fan; can be plugged into any 


electric outlet. 


Vacuum Cleaner 


“NEVER-CLOG” furnace vacuum 
cleaner said to be clog-proof Pull- 
man Vacuum Cleaner Corp., 31-39 
Allerton St., Boston 19, Mass. Second- 
ary filter resists soot, soot acids, alka- 
lies. rot, mildew and fire, the com- 
pany states. A complete set of attach- 
ments is standard equipment with the 


cleaners. 


Room Air Conditioner 


“Koo.-A-Bout” room air conditioner 
in 3 ton (10,300 Btu) capacity, de- 
signed for operation anywhere in the 
room Whitehall Engineering Co.., 
506 N. Dearborn St., Chicago 10. 
Cabinet is 31 X 19 X 18 in. is 
mounted on four ball bearing 
casters for mobility, has sloping top 


to provide air distribution with- 
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a: 


Bethcon is better to work, 
better to look at 


Sheet-metal jobs like this one are being made better these 


days with Bethcon, product of Bethlehem’s continuous gal- 
vanizing lines. One of the chief advantages of continuous 
galvanizing is the superior bond between zinc coating and 
base metal, which permits severe forming without damage 
to the galvanized finish. You can actually bend Bethcon 
double without cracking or peeling of the zinc. 

Another “plus” is the improved appearance and sales 
appeal of the finished product. Continuous galvanizing gives 
Bethcon brighter, more uniform spangles. It also distributes 


the zinc more evenly over the sheet, eliminating the heavy 


BETHLEHEM STEEL 
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beads usually found on the drip ends of galvanized sheets. 

You can specify Bethcon in cut sheets or coiled lengths, 
16-gage or lighter. You can also choose between plain and 
corrosion-resisting copper-bearing steel for the base metal, 
depending on your requirements. Any additional informa- 
tion you would like to have about Bethcon will be gladly 


furnished by the Bethlehem sales office nearest you. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 


Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


pETHLEHEN 
STEEL 
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e TOO BIG FOR REFRIGERATION 


Ideal for laundries « foundries @ dry cleaners e factories 
warehouses e florist shops ¢ restaurants, etc. 

“Hopeless” cooling problems are easily and economically 
solved with PALM-AIRE or SNO-BREZE evaporative air coolers. 
Great volumes of filtered, cooled air clear out sweltering heat in 
large-area hot spots. Research proves that morale and working 
capacity go up as the temperature goes down .. . an installation 
soon pays for itself in startling production increases! 

And best of all, top-quality Palm-Aire and Sno-Breze coolers 
are low in initial cost, operate for next-to-nothing! 

Get in on the ground floor of the new idea in industrial cooling 
and cash in from the sale of coolers plus the highly profitable instal- 
lation work. Customers will flock to you when they hear you're 
installing low-cost air cooling systems that really do the job! 


Send in the coupon today for free descriptive literature! 


THE TWO TOP NAMES IN EVAPORATIVE AIR 
COOLERS ... BOTH MADE BY PALMER — 


gen 





PALMER MANUFACTURING CORPORATION 
Dept. 31, 2200 West Fillmore St. 
Phoenix, Arizona 


Yes! We'd like to cash in on the benefits of low-cost, 


PREE 

BOOKLET-- 
MAIL COUPON 
TODAY 
large-volume air cooling. Please send details and free booklet. 


NAME 





COMPANY NAME 
TYPE OF BUSINESS 
STREET 
CITY ZONE___STATE 
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out draft, and has _ push-button 
control panel and thermostat on right 


side. Unit weighs 164 lb. 


Ceiling Air Diffuser 


Mopiriep “Kno-Drart” ceiling air 
diffuser designed to prevent removal 
of the unit and tampering — Connor 
Engineering Corp., 500 Fifth Ave., 
New York 36. Designed for institu- 
tions, sanatoriums and other places 


where tampering may be encountered, 
the unit is mounted flush against 
the ceiling with air discharge through 
slots which fit firmly against the out- 
let plate; outlet presents unbroken 
exterior to discourage attempts at 
damage. Capacity and performance 
are same as for standard models. 


Room Air Conditioner 


“SUPREME” MODEL 34 hp, 714 amp 
room air conditioner which plugs into 
any 110 volt outlet-—Fedders-Quigan 
Corp., 57 Tonawanda St., Buffalo 7, 
N. Y. Decreased amperage is de- 
signed to relieve overloaded circuits. 
Unit also features “weather wheel” 
arrangement which permits 360 deg 
control of direction of air flow. Other 
equipment released includes “Elec- 
tronic Purifier” electrostatic filter de- 
signed to remove smoke and impuri- 
ties from the atmosphere. 


Air Conditioning Coil 

FURNACE BONNET air conditioning 
coil designed to convert forced air 
furnace duct systems to summer 
cooling — Refrigeration Appliances, 
Inc., 903 W. Lake St., Chicago 
7. Three models are in 24,000, 
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NEW S4cump/rey RADIANTFIRE CIRCULATORS 
FOR 1956 FEATURE 


NEW FINGER-TIP TOP CONTROL 


Cool... Convenient... Safe 
A Great New Convenience for the User 


A Wonderful New Sales Feature for You 


TOPTROL is the most exciting new sales 
feature in the gas heater field! The 
top-mounted heat control that breaks the 
control barrier and proVides conveniences 
of operation never before offered on 
this type of heater. 

TOPTROL eliminates squatting and 
squinting to adjust gas valve or thermo- 
static control inside the heater. Now, 
for the first time, Mrs. Housewife can 
dial the heat she wants, from table-height, 
as easily as turning on a radio! 
TOPTROL the NEW Humphrey feature 
that appeals to all buyers—that gives you 
a competitive sales advantage over all 
other brands—that’s sure to increase your 
sales and profits on the Humphrey line. 


TOPTROL is standard equipment on all 1956 
Humphrey Radiantfire Circulators either 
manually or thermostatically controlled. 


Write for free literature. 


GENERAL GAS 


LIGHT COMPANY 
KALAMAZOO, MICHIGAN 


CIRCULATORS wird Jor Tot 





POWER DRAFT 
Makes the difference! 


Quickdreafé wit 12-41. vent Pie 
ELIMINATES 65-FT. CHIMNEY FOR 

Bill’s Commissary 

North Canton, Ohio 


Appearance, efficiency and economy ... are the advantages Bill’s 
Commissary gained by venting a gas fired steam boiler at roof 
level with a QUICKDRAFT commercial power draft unit. The 
unsightly appearance of a 65 ft. chimney towering above a one- 
story building, was eliminated. For safety and maximum effi- 
ciency, gas cannot be turned on in this 2,250,000 Btu boiler until 
after full draft has been established. In addition, Quickdraft was 
selected to overcome the 0.1 in. (1/10”) negative pressure within 
the building that could be caused by exhaust fans over ovens and 
ranges, in event of failure of warm air fans in heat changer. 
POWER DRAFT WITHOUT FANS These advantages, unobtainable by gravity draft, were most 
OR MOTORS IN SMOKE LINE important on this installation. In addition, power draft venting 
cost $2,598.00 LESS than a 65 ft. chimney. 


This installation is typical of the advantages Quickdraft offers 

a for residential as well as commercial installations. A standard 
22 in. Quickdraft unit was used . . . housing and pipe can be 

‘ built by local sheet metal contractor. Write for complete details 


and engineering data. 








Commercial 


models for smoke P QUICKDRAFT HAS MANY USES 


outlet diameters 12, 


14, 16, 18, 20, 22, V enting commercial and residential heating plants . . . exhaust- 
24 and 30 inches. & 


ing noxious and abrasive industrial fumes ... with or without 
a chimney! Recommendations will be made without obligation 
upon receipt of rough sketch, notes on fuel used, unit input 
capacity, size of exhaust outlet, length, height and clear inside 
area of vent line. 


Ouickdraft 


Residential models for smoke —_ 
outlet diameters 4, 6,7, 8, Dueber-Hampden Building 
9 and 10 inches. P. O. Box 87-D 

Canton 1, Ohio 








a 








| 

















Quickdraft Company N-319-QD 
Dueber-Hampden Building 
P. O. Box 87-D Canton 1, Ohio 
Please send complete information about Quickdraft for: 
Commercial Buildings [}] Residences 
Firm 





Individual 





Sweet oo 





Zone —— State — 
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36,000 and 60.000 Btuh capacities, Unit is in V-bank 
coil arrangement; tubing is copper electro tin plated ; 
fins are multi-tube heavy gage aluminum. the company 
reports. 







Gas Fired Highboy Furnace 
Move. JFG-O gas fired highboy furnace rated at 95.- 
000 Btu input, designed primarily for builders Heil 
Co., 3000 W. Montana St., Milwaukee 1, Wis. Suitable 


for installation in closet or alcove. the unit occupies 









about 4 sq ft of floor space ; serviceable parts are ac- 
cessible from the front and return air duct may be con- 
nected to base or to either side. Featured is two tone 
jacket of gray and blue-green with louvered access 
panel to protect the unit’s fully enclosed burner. All 
models are factory assembled and wired, according to 


the manufacturer. 






Air Cooled Air Conditioners 








AIR COOLED remote air conditioners in 2 hp, 21,000 
Btuh, and 5 ton, 60,000 Btuh models Marvair Div.., 
Muncie Gear Works, Inc., 700 N. Wysor, Muncie. 
Ind. Each model has condenser-compressor section 
which can be installed anywhere within 60 ft of the 


cooling section. “Oversize” air coil in condenser is 









said to give satisfactory heat exchange performance up 
to 120 F outdoor temperature. Compressor is in an 
insulated cabinet with the condenser section: sirocco 
. type fan is designed to further reduce noise. Evapo- 
rator sections have 4 row coil assembly. “_" type is 
installed directly above or below any counterflow or 
highboy furnace and needs no separate blower or fil 


ters; horizontal air flow unit may be located in main 










furnace duct. in attic or closet using its own duct 
work, or as a free hanging unit with filter and blower. 
Four way louvers are standard equipment. All controls 
are in watertight housings within the condenser cabi- 
net, the company states. Line is designed for residential 


as well as commercial applications. 


‘Modern Scully Aids 









UNDERWRITER'S APPROVED 


One labor-saving unit combin- 
ing the famous VENTALARM 
Whistling Tank Fill Signal with 
a tank gauge. One item to in- 
stall, instead of three! Unit case 
acts as a reducer. Sizes: VG-A, 
2” x 1%”. VG-B, 116” x 1%”. 


























Specify tank depth when ordering. 











Designed for fast accurate 3-dimensional adjust- 
ment of burner electrodes, Gauge cup slips over 
burner nozzle. Permits setting by degree angles 
or by inch measurement method. Special electrode 
benders included. All in a handy pouch kit. 




















... the New — 


Scully Safety Vent Cap 











Guarantees full venting. Floating screen guards 

against insect clogging. Clutch-head screw locks 

cap on pipe, making it theft-proof. Size: 1%”. 
Handy-Pack of 6 to a box. 












... the Original and Dependable 


VENTALARM 


WHISTLING TANK FILL SIGNAL 














Provides for speedy, accurate oil 
delivery, night or day, without home 
entry. With it, fuel delivery becomes 
truly automatic for the homeowner, Full variety 
of models and sizes for old and new tank installa- 
tions — residential, commercial or industrial. 


Over 4,000,000 VENTALARM Signals now installed. 


Scully Products are manufactured under U. S. 
and Foreign Patents and Patents Pending. 


PURCHASE FROM YOUR FAVORITE SUPPLIER 




















SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 


Canadian Branch: Scully Signal Ltd., 286 King St. W., Toronto, Ontario 


1955 









SIGNAL CO, % 
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Ratings for Home Air Conditioners 


ARI InteRtmM STANDARD 620-56, Published Ratings for 
Residential Air Conditioners (25 cents) defines the 
method of arriving at published ratings for residential 
air conditioners — Air-Conditioning and Refrigeration 
Institute, 1346 Connecticut Ave., N. W., Washington 
6, D. C. The standard outlines the four types of resi- 
dential air conditioning equipment to which it applies 
and states that cooling capacity ratings shall be based 
on tests conducted in accordance with ASRE Standard 
16-56 to include total cooling capacity rating stated 
in Btu per hr at the ASRE standard rating conditions 
as applied to both water cooled and air cooled units 
and covers input ratings and tolerances. The standard 


does not apply to room air conditioners or heat pumps. 


Heating and Cooling Units 


BooKLet entitled Making the Weather Behave presents 
the features of combination heating-cooling units, add- 
on cooling units, and gas and oil fired highboy, low- 
boy, horizontal, counterflow and gravity furnaces 
Mueller Climatrol, 2005 W. Oklahoma Ave., Mil- 
waukee 15. The booklet is available in two forms - 


one with a 16 page insert containing specifications 





“ 





and dimensions for distribution to dealers, architects 
and builders and the other without the specifications 
insert which is designed for consumer distribution. 


Fans for High Velocity Applications 


CataLoc DS-348-C covers “Class III” fans designed 
for high velocity air conditioning systems — The 
Trane Co., La Crosse, Wis. The fans are also suitable 
for industrial use. Air capacity ratings range in static 
pressure from 5 through 111, in. in 1% in. increments, 
with a total high pressure limit at 1214 in. The fans 
are catalogued in single and double width arrange- 
ments, in sizes 18 through 73. Send requests on com- 


pany letterhead. 


Control Parts 


CONTROL PARTS CATALOG lists supplies used in repair 
and rebuilding of oil burner, gas burner, stoker and 
heating controls —- Bert Cowan Co., Dept. AA, 852 
Rogers Ave., Brooklyn 26, N. Y. Also listed are heat- 
ers, relay and transformer coils, resistors, etc. 


. . 
Aluminum Mill Products 
INFORMATION on aluminum mill products and services 
is contained in a 24 page booklet — Kaiser Aluminum 
& Chemical Corp., Industrial Service Div., PR 256, 


VITROLINER 








Vitroliner Prefab Chimneys 


5 DIAMETERS—for all types of installations 
—from ranch houses to 2 story homes, 
commercial and industrial buildings. 

FOR ALL FUELS—oil, gas, coal and wood. 
SELECTION of DESIGNS—The STANDARD 
Top and Housing, for homes and buildings. 
The ‘‘DELUXE’’ Top and Housing for larger 
type homes and buildings. 


Offer Complete Flexibility 


THE STANDARD Housing is available in a 
Flat Surface Finish, factory painted a solid 
grey, or a red or buff ‘‘Brick Effect’’ Finish, 
that looks like real brick. 

THE ‘‘DELUXE”’ has a flat grey finish and can 
be painted to match the roof color on the 
job. 

For quotation, send us ‘‘X’’, ‘‘Y’’ and roof 
pitch dimensions. 


VITROLINER PROVIDES COMPLETE CHIMNEY FUNCTIONS 
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Literature 


Write today 


CONDENSATION 


ENGINEERING CORPORATION 
1511 W. POTOMAC AVE. CmICaGO $1, ILL 


for illustrated 
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Power These 
Fuel-Thrifty 
Units 





Winter Air-Conditioner 


TORIDHEET 
Rotary Wall Flame Oil Burners 


— 
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| 
| 
| 


‘ 
! 
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Model ORA 
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Model ORD 
Counterfiow 





Model ORU 
Boiler 








Model ORM 
Water Heater 
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You make useful friends out of customers when you sell 
time-tested TORIDHEET Rotary Wall-Flame equipment. The 
operation is so reliable and quiet, the fuel economy so great, 
that customers tell friends and neighbors—actually become 
part-time salesmen for you. 


Proved fuel savings up to 40% _ to sell—a profitable line for your 
and trouble-free operation (only = customers to buy. If you’re not 
1 moving part) make TORID- selling TORIDHEET you're 
HEET a profitable line for you _—missing a bet! 


COMPLETE UNITS AND CONVERSION BURNERS— OIL OR GAS 


Wall-Fiame Oil Burners e Gun Burners e Wall Flame Boilers e Furnaces and Water Heaters 
Gun Fired Boilers and Furnaces e Gas Conversion Burners and Gas Fired Furnaces 
Low-Boys e Hi-Boys @ Counterflows e Comfort Cooling Equipment 


SOME DESIRABLE DEALER FRANCHISES AVAILABLE— 


YOUR INQUIRY IS INVITED 
oan Sk es oe) 


se -_ 7. = 
ir-yal-lil-ttamlhatii-y i 
auromaiertavine CLEVELAND STEEL PRODUCTS 
omen 2 208 @ Banel. 


16035 Brookpark Road ¢ Cleveland 11, Ohio 


Affiliated Canadian Manufacturer: Aero Tool Works Limited, Toronto, Ontario 





Clirl 
LVL 


yourself a bigger 
share of the pie! 


Now, “one time”’ installation customers can be turned into 
steady customers by adding furnace cleaning to the services 
you offer. 

When you offer a cleaning service, you’re back in that cellar 

. and that’s when you can sell that customer repairs and new 
installations or sign him up for oil sales. 

Pullman Never-Clog® Vacs are the choice of professional 
furnace cleaners because they’re dependable. The multi-stage 
turbine fans scoop up stubborn soot, scale, ash and debris 
quickly, efficiently. Performance is guaranteed because Pullman’s 
Never-Clog® Vac with its special 
double filter system . . . never clogs 
under any cleaning conditions. 

Truly portable. 





Standard Equipment 
At No Extra Cost 


@ 27” metal crevice tool. 

@ Power blower nozzle. 

@ Handy scraper tool. 

@ Flexible metal asbestos 
packed hose. 

@ 10’, 114" LD. heavy duty 
hose. 











You're IN with 
a dependable... 


Pu pikeda 
INIEWWEIRELCIEOIG 


PULLMAN VACUUM CLEANER CORP. 
25 Buick Street, Boston 15, Mass. 


Rush me complete details on how the Pullman Never-Clog® 
Vac will give me a “bigger share’’ of the pie. 


AA-10 


Name 
Company 
Address 
City State 
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1924 Broadway, Oakland 12, Calif. The brochure 
offers data on aluminum alloys, forms, mechanical 
and physical properties, applications, fabricating and 
finishing techniques and availability. Products de- 
scribed include sheet, plate, rod, bar, forgings, ex- 
trusions, roofing and siding and shade screening. 


Air Conditioning Supplies 


WHOLESALE CATALOG for air conditioning dealers il- 
lustrates and describes over 10,000 items including 
electric motors, parts, etc. — The Harry Alter Co., 
Dept. G, 1728 S. Michigan Ave., Chicago. Ask for 


“Dependabook” on company letterhead. 


Central Air Conditioning Systems 


FACTS ABOUT CENTRAL air conditioning are presented 
in a booklet entitled If It’s More Comfort You Want 
— Perfection Industries Div., Hupp Corp., 7609 Platt 
Ave., Cleveland 4. The booklet lists some of the ad- 
vantages of year ‘round air conditioning, discusses 
the proper sizing of equipment, and tells how the 
system operates. 


Gas Fired Highboy 


GAs FIRED “PARKWAY” highboy. winter air condi- 
tioners, rated at 95,000 Btu input, are described in 
Bulletin AH-56500 — The Heil Co., 3000 W. Montana 
St., Milwaukee 1. 


unit, the furnace is compactly designed, competitively 


Offered primarily as a builders’ 


priced and suitable for installation in many small and 
medium size homes. It occupies a little more than 4 
sq ft of floor space, is completely factory-assembled 
and factory wired. All serviceable parts are accessible 
from the front of the unit, and the return air duct 
may be connected to the base or to either side. 


Centrifugal Blowers 


BuLLETIN 102 contains technical specifications on 
“IPF” unplasticized rigid polyvinyl chloride blowers 

Industrial Plastic Fabricators Inc., Endicott St., 
Norwood, Mass. The blowers are designed to with- 
stand most chemical fumes and polluted air in a tem- 
perature range of 40 to 140 F. They are available 
in four impeller diameters: 914, 1334, 19 and 27 in. 
Performance tables cover models which provide a 
range from 143 to 7722 cfm. Chemical resistance 
charts are also included. 


Flexible Metal Ducting 


BULLETIN 12-EB-2 gives engineering information on 
“Thermaflex” laminated flexible metal ducting de- 
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the new 


a 


From the makers of famous 
Universal Gas Ranges... 


the first 
really new 
home heater 
in 20 years! 


So revolutionary it guarantees constant 
floor-to-ceiling comfort at all times... 
just like costly central heating! 


No more customer complaints about cold floors and burning 
hot ceilings. Never another nasty word about drafty-off- 
and-on heat blasts. The new Universal Constant Comfort 
Gas Heater brings the most modern central heating principle 
of constant heat circulation to “space heater’? homes. Auto- 
matically maintains even temperatures throughout the rooms 
at all times. Yet it costs Jess than some ordinary ‘‘space 
heaters”’ and requires no extra installation. 








New sales appeal in every new feature! 


Never in home heating history has there been a heater with 
so many features customers have long hungered for. 
Fiberglas insulated cabinet, always cool and safe to 
touch. Beautiful new space-saving design. Complete 

air filter system—and many more that make the 
newest “‘space heater”’ you've seen old-fashioned. 


Rush the coupon for details today! > 


c oO mn ST 7.‘ NT National advertising is all set for the early Fall 


selling season. The replacement market alone 


" will be tremendous plus fast-growing new de- 
, COMFORT 8 


mand for use in motels, house trailers, recreation 
rooms and hundreds of otherlocations. Youcan’t 
afford to miss a moment of it. So act now. 





Cribben & Sexton Co. 700 N. Sacramento Bivd., Chicago 12, Ill. 


Gentlemen: Please rush complete information about the 
special money-saving advantages of placing my Universal 
Constant Comfort Gas Heater order now. 





your name 





firm name 
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signed for use as “run-outs” in both high and low 
pressure air conditioning systems — Flexible Tubing 
Corp., Guilford, Conn. Dimensions and physical char- 
acteristics of the ducting in diameters from 2 to 12 
in. are given. A chart graphs the friction loss per 
100 ft in inches of water gage at various velocities in 


cu ft of air per minute. 


Year ’Round Air Conditioning 


CONSUMER BOOKLET illustrates and describes the fea- 
tures of year ‘round home air conditioners — Worth- 
ington Corp., Harrison, N. J. Advantages provided 
such as cleanliness, comfortable sleeping conditions 
and finger tip control are described, and typical in- 
stallations in basements, closets and garages are il- 
lustrated with line drawings. Cutaway views show com- 


ponents of both heating and cooling units. 


Arc Welders 


Tue reatures of “Idealarc” are welders designed to 
produce four types of are—a-c or d-c soft are and a-c 
or d-c forceful are—are described in Bulletin 1343 

The Lincoln Electric Co., 22801 St. Clair Ave., Cleve- 


land 17. Photographs show the unit as used for down- 


hand position work, for intermittent work and on 
jobs where there is poor fit-up. Features claimed in- 
clude constant current output, simplicity of installa- 
tion, and no-voltage protection. Optional features are 
power factor correction, low-voltage contactor, stand- 
ard accessory set, and 115 volt push button circuit. 


Multi-V Belt Care and Maintenance 


ILLUSTRATED MANUAL on the care and maintenance 
of industrial V belts covers the following topics: de- 
signing the new drive; double matching; installation 
of belts; how V belts grip; importance of tension; 
drive alignment; how to clean; and storage—The B. 
F. Goodrich Co., Industrial Products Div., Akron, O. 
A V belt service chart which illustrates typical causes 
of belt failure is featured. Photographs show what 
belts look like after failure due to various causes and 
ways to prevent such causes are outlined. Also avail- 
able is a data sheet covering multi-V belts featuring 
grommet construction. Included is a chart showing 
standard and high capacity V belt numbers, sizes and 
pitch lengths. 


Glass Fiber Insulation 


Fotper WAF-1 describes “Microlite” and “Super- 
Fine” glass fiber insulation for heat control and 
sound absorption—L.O.F Glass Fibers Co., 1819 Madi- 








NO DOUBT ABOUT IT! 


The most complete line on today's market. 


BRANDES’ 


WALL BASE HEATING 


Those who have exacting Wall Base Heating re- 
quirements are sure to find just the right sized 
model in Brandes’ expanded new line. Three distinct 
lines and a total of fourteen different sizes to 
choose from gives Brandes the most complete se- 
lection on the market today. With Brandes’ Wall 
Base Heating you get the utmost in beauty and 
performance ... . at reasonable prices, tool 


*PATENTED 


THE BRANDES COMPANY 


2046 WINNEBAGO STREET, MADISON 4, WISCONSIN 
WRITE FOR CATALOG 


BRANDES 
WALL BASE 
HEATING 


. +. warm air 
blankets the 
wall... 





radiates along 


OUTSIDE WALL 








NA 


\ ®— WARM AIR DUCT FROM FURNACE 
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For fast, economical installation 


... use time-tested Transite, 
standard for the Industry 


» 





It saves in many ways— 
New booklet shows how! 


Transite® Gas Vent Pipe, for venting domestic gas- 
burning appliances, enjoys nation-wide acceptance among 
heating engineers, plumbing and heating contractors, 
architects and code officials. With it and its full line of 
round and oval fittings, you can meet—economically and 
efficiently—the requirements of practically every job. Both 
Type B and Type B-W carry the Underwriters’ Labora- 
tories symbol, the Type B being the only pipe of its kind 
bearing that mark of approval continuously since 1932. 

In a new 28-page extensively illustrated booklet, you 
will find detailed information about the entire line of 
Transite Gas Vent products, its installation and perform- 


Johns-Manville 
TRANSITE GAS VENT PIPE 


an asbestos-cement product 
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ance advantages. Photographs show simplicity of pipe 
assembly. Center line dimensions make layouts easy to 
“rough in.” Diagrams provide helpful hints on supporting 
and bracing. Cross-sectional drawings on all fittings give 
design data. Chart illustrates ease of following rules 
of good venting. Complete tables give sizes, Tha 
weights and dimensions. Send the coupon for 5 
your copy today. " ll 


Johns-Manville, Box 60, New York 16, N. Y. 
Please send me your new booklet TR-119A, “Transite Gas 
Vent Pipe.” 


Name uma Titie_ 
Company_ 
Street address 


City 








GLASS-LINED 
eetelot—jan ee sr Te 


FOR HOTTER WATER 
CLEANER, FASTER! 


'@{ @) = 3 53 HS 4 
model CP-3S30 


FOR MAXIMUM EFFICIENCY - 
LONGER LIFE! 


STYLED FOR STREAMLINED GOOD LOOKS! 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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son Ave., Toledo 1. Charts explain acoustical perform- 
ance and thermal conductivity, and a table shows 
widths and thicknesses available. When used as duct 
covering, any of the customary fastening methods 

adhesives or clips—may be used as required. As duct 
liner, the insulation absorbs noise and vibration from 
fans and motors and helps prevent noise transmission 


from one room to another through the duct. 


Gas Pilot Valve 


BULLETIN No. 212 gives data on gas pilot valves avail- 
able with or without throttle adjustment—Thermac 
Co., 800 E. 108th St.. Los Angeles 59. The valve con- 
sists of a brass body and aluminum plug and is made 
in four principal models with connections for Yg in. 
NPT by 14 in. compression and with 3/16 in. gas 
way connections. 


Flexible Duct 


BULLETIN 60 gives information on flexible duct for 
use in moving air, dust, fumes, etc. by pressure, suc- 
tion or gravity—The Flexaust Co., 100 Park Ave.. 
New York 17. The duct may be used for elbows and 
lead-in ducts in air conditioning; for exhausting weld- 
ing fumes; for collecting dust from grinders; and for 
furnace cleaning. Additional neoprene coatings are 
available to increase resistance to weathering and to 


provide air sealing at higher pressures. 


Metal Protective Coating 


FoLpeR describes “Rubalt” red primer suitable for 
coating cooling towers, exposed ductwork, ventilating 
systems, etc.—Alfred Hague & Co., Inc., 227 34th 
St., Brooklyn 32. The primer protects steel, iron, gal- 
vanized iron, porous surfaces, etc. It may be applied 


by brush, spray or roller. 


Hole Punching Equipment 


PUNCH PRODUCTS catalog describes and _ illustrates 
“Unipunch” unitized hole punching and _ notching 
equipment—Punch Products Corp., 3800 Highland 
Ave., Niagara Falls, N. Y. Series A perforating units 
for press and press brake setups punch round or 
shaped holes in sheets or angles up to 14 in. thick. 
These units have a shut height of 83¢ in. and die 
height of 31% in. Series B units punch round and 
shaped holes in metal up to 14 in. thick and have a 
51% in. shut height with 2 19/32 in. die height. This 
series is designed for presses having relatively small 
strokes that cannot accept the 83 in. shut height of 
Series A units. Press and press brake mounting equip- 


ment for unitized tooling is also covered. 
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Blowers and Fans 


BULLETIN SPE-103 describes material handling blow- 
ers designed for removing waste materials such as 
sawdust, shavings, and dust from grinding and buffing 
wheels as well as conveying and handling hot air and 
gases in industrial processes—Chicago Blower Corp., 
9869 Pacific Ave., Franklin Park, Ill. Three special 
wheel types are designed to give maximum efficiency 
and length of service. Also available is bulletin A-102 
describing “Airfoil” centrifugal fans. The fans are 
engineered around a backward curved, non-overload- 
ing type centrifugal wheel utilizing a hollow sectioned, 
aerodynamic shaped airfoil blade. This blade design 
is said to provide an even, smooth flow of air, entirely 
eliminating eddy currents that create turbulence and 
noise. The fans are especially applicable to forced and 
induced draft systems such as those used in high pres- 


sure air conditioning, according to the company. 


Self Contained Air Conditioning Units 


SELF CONTAINED air conditioning systems are described 
in a 36 page illustrated booklet—United States Air 
Conditioning Corp., 3300 Como Ave., S. E., Min- 
neapolis 14. The booklet traces the history of comfort 
cooling in non-technical terms from the days of the 
Romans and discusses the evolution of present day 
techniques. Discussing the basic components of central 
air conditioning, it describes the operation of the 
refrigeration cycle and its application in central air 
conditioning systems. It then explains how the same 
principles have been applied to the development of the 
company’s “RK” unit. A three page pull-out shows 
the treatment of a building using the “RK” system. 


Centrifugal Fans 


BuLLeTIn C-102 gives details of backward and for- 
ward curved centrifugal fans — Chicago Blower Corp., 
9869 Pacific Ave., Franklin Park, Ill. Both types are 
available with direct or V-belt drive. Performance 
tables are included. 
letterhead. 


Address requests on company 


Brazing Aluminum 


PRACTICAL SHOP DATA and recent developments in 
aluminum brazing are presented in a 134 page, il- 
lustrated book Aluminum Company of America, 
774 Alcoa Bldg., Pittsburgh 19. Data is included on 
relative suitability for joining and typical mechanical 
properties of wrought and casting alloys. Tables pre- 
sent information on the composition and melting range 
of parent metals and filler alloys; melting range and 
use of brazing fluxes; properties of brazing sheet, 


etc. Address requests on company letterhead. 
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better COOLERS 


for the 


COOLER 


Investigate the huge untapped source of air 
conditioning sales. The NEW market of plants, 
factories, and laundries, where high cost re- 
frigeration is not warranted, is ready for low 
cost ALTON EVAPORATIVE COOLERS. The 
Alton is engineered for maximum circulation of 
cool fresh air . . . is built to last . . 
very economically . . . is effective in all climates 
Seize your ALTON sales’ opportunities today. 
*Latex-Coated Filters (Alton 
deliver cleaner, cool air 
steadily. 


° operates 


Exclusive) 
faster, more 


*Aquasprae Unit wets all the filtermat 
surface effectively. 


*Squirrel Cage Blower distributes maximum 


quantities of fresh air uniformly. 


WRITE US FOR THE FACTS 
DEALER TERRITORIES AVAILABLE 


ALTON MANUFACTURING COMPANY 
1112 Ross Avenue, Dallas, Texas 


BUSINESS NAME 
ADDRESS 
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built in Levittown, Pa. Mr. Wampler described the 
we hear that... 


contract as the air conditioning industry’s “major 
breakthrough into the volume housing market.” He 





said the builder’s decision to make air conditioning 
standard equipment “will have a profound effect on 
the entire home building industry. It may well estab- 
lish central air conditioning as a ‘must’ for all volume 
builders in the future.” 


> A-P Controts Core. has merged with Soreng 
Products Corp. The new corporation will be known 
as Controls Corp. of America and will be headed by 
Roy W. Johnson, president of A-P, as chairman of 
the board, and Louis Putze, president of the Soreng 
firm, as president. The two companies will retain their 
individual identities and will continue to operate as 
divisions, under their present names. 


, _ Willis W. Mansfield has been elected vice president 
WILLIAM J. LEVITT (right) studies residential 
air conditioning methods with Cloud Wampler, Sits Paar . ‘ 
chairman and president of Carrier Corp. The con- fore joining the division, Mr. Mansfield was associated 


and director of manufacturing of the Soreng Div. Be- 


. ° ° . ) 7 - p ope res 
trol panel records tests of residential equipment with Penn Controls for 22 years. 
under development in Carrier's “Research House” 


laboratory > Ovin Maruieson CuHemicat Corp. plans to enter 


the aluminum industry with an initial investment of 
$120,000,000 — approximately $90,000,000 for an 
>» Croup Wamp-er, chairman and president of Car- aluminum plant and $30,000,000 for power facilities. 
rier Corp., has signed a contract with Levitt & Sons, The alumina plant, the reduction plant and the rolling 
Inc. providing for the installation of “Weathermaker” mill will be located on the Ohio river near Clarington, 


central air conditioning systems in 702 homes to be O. The power piant will be upstream on the West 





, 


Conductor L. Bow says: 


GIVE YOUR CUSTOMERS 
THE BEST ELBOWS AVAILABLE--- 
CINCINNATI ELBOWS!! HOT-DIPPED IN 
ZINC AFTER FORMATION TO GIVE LONG- 
ER RUST-RESISTING LIFE — SHAPED 
AND TAPERED TO FIT ANY STANDARD 
SIZE PIPE—AVAILABLE IN ANY SIZE, 
ANGLE, GAUGE OR METAL, INCLUDING 
COPPER , ALUMINUM, STAINLESS 
OR GALVANIZED STEEL 
ASK YOUR yoBBER/! 








CINCINNATI ELBOW CO. 


4730 MADISON ROAD @ CINCINNATI 27, OHIO 
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Virginia side at Cresap Bottom and will be connected 
to the aluminum facilities by a high tension trans- 
mission line. According to Thomas S. Nichols, presi- 
dent, the new operation will mark the first time in 
the history of the aluminum industry when coal mined 
directly on the site is used to provide the large power 
requirements for the reduction of alumina to pig 
aluminum. 


> THe Generat Evectric Co. is conducting a series 
of three day classes on the application and servicing 
of home heating and cooling equipment for distrib- 
utors, dealers and independent servicers. By the end 
of April, schools will have been held in over 111 cities 
in the United States and Canada, and more than 
12,000 persons will have participated in the training 
program. The schools are conducted by local distrib- 
utors in cooperation with G. E. field and factory 


representatives. 


>» Morrison Street Propucts, Inc. has acquired 
Packaged Comfort Heat, Inc. of Cleveland. A division 
for the new operation has been set up in the Morrison 
plant in Buffalo. Samuel S. Robinson, former presi- 
dent of Packaged Comfort, has been named manager 


of the new division. 


>» New Horizons was the theme of the first of Crane 
Co.’s district sales meetings held Feb. 7-8 at the Edge- 
water Beach hotel, Chicago. Approximately 350 branch 
and district managers and their salesmen participated 
in an elaborate program featuring cartoons, skits and 
timely discussions by Crane officials, slanted toward 
training, selling and promotion. A feature was a take- 
off on the radio-TV show, “This Is Your Life,” honor- 
ing a mythical heating salesman and tracing his selling 
career from a dismal beginning through his attendance 
at a sales school from which he emerged a polished 
and wealthy salesman. The same program was held 
at other district meetings in Atlanta Feb. 13-14, Pitts- 
burgh, March 1-2, San Francisco March 12-13 and 
Tulsa March 19-20. 


> Arwin B. Newron, chief design engineer and 
member of the board of directors of the Coleman Co., 
has been named vice president in charge of the com- 
pany'’s design and research activities. In this capacity 
he succeeds Boyd W. Tullis, who has reached retire- 
ment age but will remain with the firm as special 
assistant to the president. Mr. Newton, who has been 
with the company for three years, was formerly vice 
president of Acme Industries, Inc. 


> Over 100 pisTripuUTORS and distributor personnel 
from the eastern, southeastern and central sales re- 
gions attended a recent regional sales meeting held 


by Bryant Div. of Carrier Corp. New products were 
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BURNERS 


REPLACED WITH 
THIS 


FUEL 
SAVER 











ECONOMITE 


POWER GAS CONVERSION BURNER 





In the small home development of 472 homes 
in Marquette Heights, near Peoria, Illinois, 
illustrated above, Lo-BLAST Economite Power 
Gas Burners replaced oil burners originally in- 
stalled. The reasons are evident when the trouble- 
free performance and economy of the Economite 
are considered. 


Power burner design assures perfect combus- 
tion, regardless of natural draft conditions— 
saves an average of 10% in fuel—ideal for down- 
draft heating plants. The Economite burns so 
smoothly you can’t tell when it’s running. 

Every Economite is factory-tested on gas and 
shipped assembled, fully equipped with fool- 
proof safetys. 


Lo-BLAST Power Gas Burners are available in 
capacities from 70,000 to 20,000,000 BTU 
input. Write for literature. 


MID-CONTINENT 


\ Boe 0 Pe 2°10) DB) OL On hm © OP 
1960 N. Clybourn Ave., Chicago 14, III. 
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presented and advertising plans for the year were 
discussed. Guest of honor was Richard N. Jones, ad- 
vertising director of House and Home magazine, who 


spoke on “The Home Building Industry in Transition.” 


>» Propuction of its three millionth glass lined water 
heater was celebrated on Valentine Day by A.O. Smith 
Corp. with a review of the company’s progress in devel- 
oping its water heater line from “a wide place in the 
pipeline with a fire under it” to the current glass- 
fused-to-steel models. Representatives of national and 
regional manufacturers, utilities, press and others also 
heard the firm’s production story in the Permaglas Div. 
plant in Kankakee, Ill., which is currently said to 
produce an average of 50,000 glass lined water heaters 


a month. 


> THe Arrtemp Div., Chrysler Corp., in cooperation 
with affiliated distributors, sponsored over 50 special 
schools during January and February for distributor 
personnel, dealers, retail salesmen and _ servicemen. 
Additional schools will be held throughout the year 
in connection with the division’s expanded 1956 train- 
ing program. According to J. A. Clarke, director of 
sales training, the schools serve a twofold purpose. 
“First, the men who participate will be fully ac- 


quainted with all the most recent developments on the 


part of Airtemp and of the air conditioning industry. 
Secondly, familiarized with up to date training pro- 
cedures, distributors and dealers will be able to con- 
duct, and more effectively, a greater number of school 
programs on their own behalf.” 


> Tue ALLAN Mrec. Co. has formed an air condition- 
ing division that will operate under the name of Allan 
Air Products Corp. and will be located in Hicksville, 


LI, N.Y. 


> HunTeR Morrison has been elected to the newly 
created office of chairman of the board of Morrison 
Products Inc. His son, Thompson Morrison, was elected 
president, and his other son, Hunter Morrison, Jr., 
executive vice president. Other new officers are Al 
Galaba, vice president, engineering; R. W. Lowe, 
treasurer and assistant secretary; and Spencer Colett. 
secretary. 


» Tue rorat of Sid Harvey’s sales of rebuilt con- 
trols for oil and gas burners for 1955 was 20 percent 
greater than for the previous year. 


» Wooprorp D. MILLER, vice president and general 
manager of the Robertshaw Thermostat Div., Robert- 
shaw-Fulton Controls Co., has been made executive 
vice president in charge of the company’s eastern 
operations. Frank H. Post succeeds Mr. Miller as 


Your Dependable Source of Supply for... 
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Air Conditioning and Heating 
Pre-Fabricated 


DUCT and FITTINGS 


MAXWELL STEEL COMPANY 
P.O. Drawer 230 


Fort Worth 1, Texas 
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vice president and general manager of the division. 
George Mertz has been appointed assistant to the 
division’s general manager. Jean V. Giesler, an execu- 
tive vice president of the company, retired on Feb- 
ruary 1 as general manager of the Fulton Sylphon 
Div., in which capacity he is being succeeded by 
Freeman G. Cross. 


ee 


AN INSTRUCTOR points out the features of a 
Mueller Climatrol unit to sales representatives 


>» Muetter Ciimatrou held a week-long heating 
and air conditioning school just before its recent three- 
day sales conference. Forty national sales representa- 


tives and regional managers were in attendance. 


> James F. LincoLn, chairman of the board of the 
Lincoln Electric Co., reports that since 1933 approx- 
imately $58,800,000 has been distributed in incentive 
pay. Approximately $5,900,000 has been paid to 
purchase retirement annuities for all employees. These 
two make a total of $64,700,000 for workers over 


and above their regular pay. 


> Iron Fireman Merc. Co. recently held three dis- 
trict sales manager conferences one in Cleveland, 
one in Toronto and the third in Portland, Ore. Pur- 
pose of the meetings was to announce 1956 sales plans 
and to inform the field managers of new heating and 


cooling equipment available. 


>» Tuis year the Du Pont Co. will present more than 
$900,000 to over 100 universities and colleges — an 
increase of $100,000 over total grants made last year 


in the company’s annual program of aid to education. 


>» York Corp.'s southwest district, with headquarters 
in Houston, received the “Veep Award” — a silver cup 
filled with champagne — “for outstanding overall per- 
formance during 1954-55” at ceremonies held recently 
at the firm’s home office in York, Pa. The award is 
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PROGRESSIVE 
DEALERS PREFER 


TRADEMARK 
REG. U.S. PAT. OFF. 


- +» the “completely 
automatic" home 
incinerator 


Incinor gives you more... 


Profitable Dealer Advantages 


@ Above-average profits 
@ Unlimited prospects 
@ No costly trade-ins sales 


@ Top-brand name 
@ Increased gas equipment 


@ Strong utility support 
more... 


Powerful Sales Features 


@ Downdraft principle assures complete incineration. 


@ Completely automatic operation with “‘Incinitrol."’ Set it and 
forget it 


@ Full 2-bushel capacity. 

@ Complete safety—fully A.G.A. approved. 
@ Fiberglas insulation. 

@ Lifetime porcelain top cover and lid. 


Write for details today! 


APPROVED 


BOWSER, INC. 
INCINERATION DIVISION 
‘SALES OFFICES: 1335 W. RANDOLPH, CHICAGO, ILLINOIS 
5 Kactory: Cairo, Illinois 

bo Pioneers in gas-fired incineration 








Your ADELTA Jobber Offers 


it 


A COMPLETELY 
CARTONED LINE 


@ material comes to you cleaner 
te (-1--Meod ot alol- Mo) Me l-bact-Ce(-) 


re -y-1-) (=) ah coh ce) ¢- Pin -y-1-) (-) ah Comore) bb al 


ORIGINAL FITTINGS 


@ the one-piece snap-lock cleat 
@ universal take-offs 


@ pre-notched collars 


PROMPT SERVICE 


@ complete inventory 
@ immediate deliveries 
@ complete catalog service 


@ prestige line 


Original ADELTA ideas, service and the 
finest in standardized pipe, duct and fittings 
help take the work out of ductwork... 
let you get more heating and air condi- 
tioning jobs done, more profitably. 


See your ADELTA jobber today 


ADELTA MANUFACTURING CO., INC. 


21st & Ellsworth Sts., Phila. 46, Pa. 
PEnnypacker 5-7843 
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not given to an individual, but to all the people in the 
district — district office personnel, distributors, deal- 
ers, and salesmen. 


» Nationa Lock Co. plans the construction of a 
$5,000,000 screw and bolt plant on the outskirts of 
Rockford, Ill. Completion is scheduled for the fall of 
1957. The new plant will contain approximately 600,- 
000 sq ft and will increase the company’s total factory 
floor area to 1,600,000 sq ft, according to A. J. Strand- 
quist, president and general manager. 


> THE pirectors of Rheem Mfg. Co. have elected 
Donald L. Rheem, a co-founder of the company, chair- 
man of the board. He formerly was executive vice 
president and will be succeeded in that post by A. 


Lightfoot Walker. 


>» Bruce BaLutMan has been named executive vice 
president and general manager of Dahlstrom Machine 
Works. Mr. Ballman was formerly associated with 
Ryerson Steel Co. and Harnischfeger Corp. 


>» Unitep States Air Conpitioninc Corp. recently 
held sales promotion meetings in Houston, San An- 
tonio and other cities in the South and Southwest. 
Some 500 distributors and dealer-contractors attending 
heard Frank D. Klein, southwest regional sales man- 
ager, C. S. Kessler, national service manager, and local 


representatives describe sales plans for 1956. 


> CoBeLL INpustRIEs, INc., Ft. Worth, Texas has 
begun production of 3 and 5 ton gas fueled condens- 


ing units for air conditioning. 


> THe American Councit to Improve Our Neigh- 
borhoods (ACTION) is sponsoring a home informa- 
tion center in Cleveland in conjunction with Cleve- 
land’s “Operation Demonstrate.” Staffed by 
architectural students from Western Reserve univer- 
sity, the center offers free advice to interested persons 


on how to improve their homes. 


> Victor Mauck, who has been associated with the 
John Wood Co. for 65 years, has retired from its 
board of directors. Mr. Mauck bought the company 
from his uncle in 1899. Under his leadership, it grew 
from about $65,000 annually to today’s volume of 
about $40,000,000. 


>» PLANS FOR AN EXPANDED LINE of fans and blowers 
and increased production volume are under way at 
The Peerless Electric Co., with production starting 
in the firm’s new $350,000 fan and blower division 
plant. Walter A. Curtis, manager of the division, said 
that the new plant would enable the company to even- 


tually double production capacity. 
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WALTER BLAKE (right), dealer sales manager 
for the U. S. Machine Div., Stewart-Warner Corp., 
presents an engraved wrist watch to Everett Agan 
in recognition of his achievements as “salesman 
of the year” 


‘ 


‘sales- 
man of the year” by U. S. Machine Div., Stewart- 
Warner Corp. A combination of qualities and ac- 


> Everetr Acan, Indianapolis was named 


complishments, including dealer recruitment, initiative, 
dealer relations, relations with factory departments, 
etc., provides the basis for the selection according to 
Walter Blake, dealer sales manager for the division. 


>» Don V. Perrone, former president of Typhoon 
Air Conditioning Co., Inc., has been elected a director 
of the Hupp Corp. Also elected a director was James 
F. Dailey of Typhoon Prop-R-Temp Corp. William H. 
Haag, vice president of the Hupp firm’s Perfection 
Industries Div., was elected vice president for manu- 
facturing, and Mr. Petrone was elected vice presi- 
dent for sales of the corporation. 


>» THe WaTerMan-WaterBury Co. recently began 
a series of nationwide three day marketing schools. 
First of the schools was held in Boston. The meetings 
emphasize basic selling techniques, principles of re- 


tail marketing, advantages of quality equipment, etc. 


>» CruciBLe Steet Co. of America plans the instal- 
lation at its Midland, Pa. works of a $2,500,000 mill 
for cold rolling stainless and titanium strip to thinner 
gages than the company has previously produced. The 
installation is scheduled for completion in 1957. 


>» THe Rockwetit Mrc. Co. is adding three new 
plants to its facilities to meet higher production re- 
quirements. Two 100,000 sq ft plants have gone into 
construction in recent months — one at Russellville, 
Ky. and the other at Porterville, Calif. — and the 
company is negotiating for the purchase of a third 
plant. During 1955, according to Willard F. Rock- 
well, Jr., president, the company’s expansion pro- 
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the most refreshing 
cooling systems 
in the world are 


MODELS 30WP, 32WP, 40WP, 42WT 
LARGE COMMERCIAL COOLERS 


duplicating in office, plant or home the wonderful, 
healthful freshness of early morning... at the 
lowest operating cost, the easiest installation! 


If you’re a contractor or distributor, you'll be 
interested! Let us send you full information... 


Wational Buginerring 


& MANUFACTURING, INC. 
Sales Division 
SEDALIA. MISSOURI 


NATIONAL ENGINEERING & MANUFACTURING COMPANY 
SEDALIA, MISSOURI 
Gentlemen: 
1 om interested in further information on CHILL- AIR FANS 
DEALER AND DISTRIBUTOR INQUIRY INVITED. 
(] 1 AM A DEALER [] | AM A DISTRIBUTOR 


NAME 





STORE NAME 
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gram included the opening of a meter repair center 
at Atlanta, the improvement of production facilities 
in six of its plants, and the enlargement of its central 
research and engineering facilities at Pittsburgh. 


> THe Lima Recister Co. is building a new plant 
two miles west of its present location at Lima, O. 
When completed, the new plant will provide approx- 
imately 72,000 sq ft of production area and 6000 
sq ft of office space in one building. 


> A 17,000 sg rr appiTION to the Azusa, Calif. 
plant of the Lau Blower Co. has recently been com- 
pleted. The California plant is now producing grilles 
and registers and plans to begin the production of 


blowers and blower parts in the near future. 


>» Borc-Warner Corp. was recently honored as the 
“Company of the Month” for January 1956 by the 
Henry George School of Social Science. In announc- 
ing the citation, Edward W. Jochim, president of the 
school’s board of trustees, stated that Borg-Warner 
is the 18th company to be cited as illustrating “the 
functioning and high purposes of an economy based 
on the integrity, the freedom, and the aspirations of 
the individual.” 


> Tue 7,000,000TH hydraulic action control manu- 
factured by the White-Rodgers Electric Co. recently 
came off the production line. In honor of the occasion, 
which marked more than 18 years of control pro- 
duction, the “milestone” control was 24-karat gold- 
plated. 


> Tue Duc-Pac Div. Swett Bros. has begun con- 
struction of a new plant in East Longmeadow, Mass. 
which will house expanded facilities for producing 
unassembled duct and duct fittings. The new plant is 
located on a railroad siding and will have a truck 
loading platform. 


>» Dr. O. L. Barnesey, president of the Barnebey- 
Cheney Co., recently began a four month trip around 
the world in search of new sources of supply for nut 
shells which form the raw materials for the company’s 
activated charcoals. Dr. Barnebey will also lecture at 
numerous universities on the subject of air and gas 
purification. 


>» THompson anp Co. has completed a 7000 sq ft 
warehouse adjacent to the company plant. The new 
building will make possible the use of more space in 
plant working areas formerly used for storage. More 
production facilities will be installed and larger in- 
ventories will be carried. 
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Aerofin is sold only by manu- 
facturers of fan system apparatus. 
List on request. 





HEAT EXCHANGERS 


Exclusively! 


The pioneer in the field, Aerofin has concen- 
trated on one thing, and one thing only—highly 
efficient, easily installed, easily maintained ex- 
tended-surface heat exchangers. Aerofin’s de- 
sign, research, engineering and production 
experience and facilities are unequalled 
anywhere. 


For High Efficiency. Easy Installation. 
Low Maintenance and Servicing Costs... 


ASK THE AEROFIN MAN 


AEROFIN 1 CoRPORATION 


101 Greenway Avenue 


Syracuse 1, N. Y. 
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A LIVE FLAME demonstration of an oil burner { 
actually under fire is one of the exhibits in the 
Webster Electric Co.’s “Caravan of Service” ai 


> THe Wesster Evectric Co. is carrying demon- 
stration equipment to heating dealers throughout the 
country in a large van which has been converted into 
a showroom. Working exhibits of oil burner systems 
are designed to show inside-the-fire operations, and 
company engineers and salesmen traveling with the 
display furnish information regarding installation and 
maintenance of the equipment. 
>» WASHINGTON’S BIRTHDAY February 22 — was 
the date of a series of nationwide Crane Co. luncheon 
parties for heating dealers and their wives. The par- 
ties were sponsored by company branches and whole- 
salers. Highlights were a motion picture in color en- 
titled “The Changing American Market” and a sound 
slide film, also in color. During the meeting a co- 
operative advertising plan was offered to the dealers 
consisting of three large advertisements for local 
newspapers as well as animated store signs featuring 
life-size pictures of individual dealers’ faces. 


>» Stewart Inpustries INc. has developed a “Kitch- 
en-Aire” range hood display consisting of a cabinet 
fitted with copper hardware and featuring metal 
swatches of range hood finishes mounted on the door. 
Designed to be hung on a wall, the display is 45 in. 
long, 19 in. high and 19 in. deep. Mounted on it is 
a ventilator, 36 in. brushed copper hood and under 
hood light wired and ready for plug-in demonstration. 


» District MANAGERS of the Armstrong Furnace Co. 
are using station wagons to carry demonstration units 
to prospective customers. Mounted on runners in the 
beds of the automobiles are complete condensing units 
and evaporator sections of the company’s two ton air 
cooled residential air conditioners. The units are 
mounted so they can easily be pulled into full view 
on the tail gates of the wagons. 
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FLEXI-DUCT 


VIBRA-STOP 


* Mrant\")/ilson 


FLEXIBLE DUCT CONNECTIONS 


Stop system noise on Heating, Ventilating and Air Con- 
ditioning installations. Isolate mechanical rattles, starting 
vibrations, “on and off” cycle sounds, shaft whine, fan 
hum, etc. at their source. Apply either of the Grant Wil- 
son Flexible Duct Connections between blower or plenum 
and furnace casing, between take-offs and main or 
branches . . . the resultant quietness of system operation 
satisfies customers, leads to more 

jobs, without call-backs. 


FLEXI-DUCT +. = 


Grant Wilson’s Woven Asbes- 
tos Flexible Tape. The choice 
of those who want rock-bot- 
tom economy combined with 
top efficiency. Handy 50 foot 
rolls, 6 inches wide, and 150 
foot rolls, 8 in. wide, both 
with selvaged edges. Can be 
taped or bolted to equipment 
or duct work. 





VIBRA-STOP ... 


Asbestos or Canvas, 4” wide, 
factory seal to 4” No. 1 Prime 
Galvanized Metal on one side, 
3” on the other. Preferred by 
those who want the quickest, 
easiest installation. 25, 50 and 
100 foot rolls in handy “roll 
out” cartons. 


FLEXI-DUCT lifts out of carton 
for easy use. 


pee -_ 





Asbestos used is Underwriters’ 
grade and meets Federal specs. 
MIL-C-4177. Canvas, also Un- 
derwriters’ grade, meets Fed- 
eral specs. MIL-D-10860. 


Write today for full informa- 


tion, FREE samples and prices vypra. a il 
— ask for Bulletin 356-AA. “tol out cartons MOY 
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— | Boost your profit picture 
plete Majestic line — gas- 
fired models and economic- 

ee for utility room, basement, 
garage, or breezeway in- 

- stallation. There’s a sales 

as the success story of 

Majestic’s thousands of 


ys | | with full-profit incinerator 
sales by handling the com- 
al fuelless units, in designs 
story for each unit, as well 
satisfied users. 








* 


NATIONAL ADVERTISING — FULL SALES HELPS 


Features of Majestic’s “magic disposal” are told over and over 
again in the many sales helps Majestic can furnish. National 
advertising is building up a big demand for this complete trash 
and garbage disposal system. Make sure now that you have an 
ample supply of units amd the merchandising plans proved so 
successful in city after city. Gas-fired units approved by A.G.A 
for natural, manufactured, or bottled gas. 


See your distributor or write 
*Pat. No. 2,538,811 — other pats. pending 


Co., Inc. 


110-A Erie St., Huntington, Indiana 


wholesaler doings... 





SOME 150 HEATING and air conditioning dealers 
attended the recent meeting sponsored by Myers 
Furnace Supply Co., Inc. 


> Myers Furnace Suppiy Co., Inc., Wilkinsburg. 
Pa. wholesaler, recently sponsored a sales meeting 
for dealers in Pittsburgh and the surrounding area. 
A feature of the meeting was a demonstration of 
stalling and field-charging a remote air cooled air 
conditioner. 


> CoastaL Equipment Co., INc., York Corp. dis- 
tributor in Houston, Tex. has been acquired by York 
Corp. and is now a wholly owned subsidiary incor- 
porated as York-Houston Sales, Inc. 


> A PROGRAM OF DEALER meetings was recently 
started by wholesalers of Rheem Mfg. Co. assisted by 
regional and national executives from the sales and 
advertising departments of the Rheem firm. Based 
on the theme “Strike it Rich in 56,” the program 
features intensive instruction on dealer use of the 
advertising and sales promotion for heating and air 
conditioning equipment developed by the company. 


> Exmer F. Dresus has been elected vice president 

charge of purchasing for Demmler Bros. Co., 95 
year old Pittsburgh distributor of sheet metal, heat- 
ing and air conditioning products. Stewart H. Ballard 


was named a new member of the board of directors. 


> NINETEEN OWNERS, sales managers and other ex- 
ecutives of heating and air conditioning wholesale 
firms recently completed a five day training course 
conducted by Minneapolis-Honeywell Regulator Co. 
for the National Heating and Airconditioning Whole- 
salers, Inc. Walter Baak, sales manager of Minneapolis- 
Honeywell's wholesale division, said the course was 
designed to increase creative sales throughout the in- 
dustry by teaching company officials how they can 
apply basic sales principles to their heating and air 
conditioning sales problems. Materials were provided 
which they can use in organizing and conducting 
similar training programs in their own companies. 


>» Curtis Mrc. Co. is now appointing wholesale dis- 
tributors in large metropolitan areas to handle its 
packaged lines for residential and commercial appli- 
cations. 
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appointments... How and why 


>» Georce O. GouLp as chief executive engineer of 
Viking Air Products Div. of National-U.S. Radiator = ei] S 
Corp. In his new capacity Mr. Gould will share re- 


sponsibilities with the division’s chief engineer, John E. 





Harris. Mr. Harris will concentrate on the technical ° 

and production aspects, while Mr. Gould will oversee ie 0] ‘0 ems 

the administration and new product work of the de- 

partment. For the past seven years Mr. Gould has 

served as advertising manager for the division. Fred S. Foreign matter trap- Sadtacet danke 

Hudson has been named general manager of sales for ped on outside wall of traps particles of dirt 
i ‘ : ae ae oe strainer, and water, 

the firm’s heating and air conditioning division at 

Johnstown, Pa. Mr. Hudson joined the former National 

Radiator Co. in 1936, and when National Radiator 

merged with U. S. Radiator, became a district mana- 


ger for the new concern. 


George O. Gould A. L. Hospers 


>» A. L. Hospers as southern regional sales manager 
of the Union Asbestos & Rubber Co.’s Heating and 
Cooling Div. Mr. Hospers will supervise sales of 
heating and air conditioning equipment in 11 states, 
including Alabama, Florida, Georgia, Louisiana, Spite, Salas tieetner pbehk: aipsenietinn 
Mississippi, Tennessee, North and South Carolina, : securely in place, No vinyl plastic coated, 
Arkansas, Oklahoma and Texas. He will have head- cee Pee nee Saree, 


quarters at 1257 Parkridge Lane, N. E., Atlanta, Ga. 


> James BLANTON as general manager of Stoddard ee 3 ER aS ae 


Industries, Ine. Mr. Blanton was previously genera FOR ALL GRAVITY-TYPE and POWER BURNERS 
sales manager. using up to 5 gph of No. 1 or 2% gph of No. 2 fuel oil 


> D. H. Tueve as national accounts sales manager MMEDIATELY upon installation, 
of the general division of York-Shipley, Inc. For the Trap-It begins to “clean up” 
past four years Mr. Thiele has operated his own fuel oil by trapping all sludge a aes 
deposits, dirt and foreign parti- 7% nuts. 
cles on its 100-mesh strainer. No ~ 

worry about moisture in the oil 9% 2. Hold filter ele- 
either. Ends flame failure, slug- wc: Ay ge oe 
>» Crayron A. STAHLKA as director of advertising gish operation, erratic flows or minutes to remove 
and sales promotion for Morrison Steel Products, Inc. leakage due to dirty oil. a iaipaiees Rive 
Mr. Stahlka joined the company in May 1952 as ad- Make Model 243 SY Trap-It & 3. Empty weterend 
vertising manager and prior to that time had held a key installation on every space of cup — and 
heater or central heating job. iaencnae 


MH Cleans in 3 steps 


business, specializing in the sale and installation of 


heating and air conditioning equipment. 


several positions in various phases of advertising. 
Order from your distributor, DEPENDABLE (5. (70/2 
> Frank E. Nutt as sales promotion manager for or write: For Air © Liquids © Gases © Refrigerants 


Century Electric Co. Mr. Nutt succeeds Anthony fi-D CONTROLS (CORPORATION 


gE: ea tas aad della if 
Neher ve : rh ei In his new capacity > oe 2452 N, 32nd Street, MILWAUKEE 45, Wisconsin 
> responsible - sales pr ion activities including COOKSVILLE, Ontario NIJMEGEN, Holland 

be responsible for sales promotion activities including For Export: 13 E. 40th Street, New York 16, N. Y., U.S.A. 
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appointments 


(Continued ) 





advertising. Before his recent promotion Mr. Nutt 
served for several years as assistant manager of the 
Chicago office. 


> Wittiam W. Fo..ett as eastern regional sales 
manager for the Williams Div., Eureka Williams Corp. 
Mr. Follett will direct the company’s sales of home 
heating and air conditioning equipment in 11 states 
including Maine, Vermont, New Hampshire, Rhode 
Island, Massachusetts, Connecticut, New York, New 
Jersey, Pennsylvania and parts of West Virginia and 
Delaware. He will headquarter in New York City. 


> J. Wayne Bureson and W. T. Halket as assistant 
general sales managers of the Permaglas Div., A. O. 
Smith Corp. Mr. Burleson formerly was southwest dis- 
trict manager at Dallas and Mr. Halket was previously 
New England district manager for the division at 
Boston. W. A. Dunn was named manager of the New 
England area and metropolitan New York. Ken O’- 
Gorman was appointed manager of District 76 in the 
Midwest. Mr. O’Gorman was formerly manager of 
District 73 out of Pittsburgh, in which capacity he 
is being succeeded by Don Shafer. L. H. Hoelter, 


formerly manager of District 76, was named build- 


ing products manager for the division. John L. Stewart 
has been appointed West Coast heating and air con- 
ditioning specialist with headquarters at the firm’s 
plant in Oakland. He will cover nine western states. 


> Rowe Greenway, formerly with the air condition- 
ing division of RCA, as products sales manager for 
the McGraw Electric Co., Lonergan Mfg. Div. Mr. 
Greenway will head the division’s “Coolerator” pro- 
gram. Robert Wellman has been appointed sales pro- 
motion manager. Mr. Wellman was formerly with 
Clark Equipment Co. 


> Davin B. De.u as sales manager for the western 
division of Marvair Div., Muncie Gear Works, Inc. 
Clarence M. Ehrhardt has been named sales manager 
for the eastern division. Both will work out of the 
general offices at Muncie. 


> O. A. REITER as advertising and sales promotion 
manager for Cleveland Fuel Equipment Co. Before 
joining the Cleveland firm, Mr. Reiter headed the 


advertising agency of Reiter and Associates. 


> Kennetu B. LuskIN as administrative assistant to 
H. F. Rothwell, vice president of the Delavan Mfg. 
Co. Mr. Luskin was formerly with Westinghouse Elec- 
tric Co. 








In the New York market 
.». Where price is 

an important factor . . . 
and rigid building 

codes exist... 

Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


Sold thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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Wow handing you 
REAL SAVINGS 


Phone ROLLED STEEL PRODUCTS 
at ORchard 3-7400 Skokie, 
illinois, and save up to 20% on 


all your steel needs! 


Be it bar or sheet, hot or cold-rolled, or 
galvanized ROLLED STEEL PRODUCTS can 
be depended upon to deliver what you need 
when you need it—and save you money in 
the bargain. More specifically, your satis- 
faction is 


UNCONDITIONALLY GUARANTEED 


Call us today and let us quote you our low 
prices. There’s no obligation. All you risk 
is a savings! 





Another steel-buy typical of ROLLED 
STEEL'S VALUES: 
3,000 Tons Galvanized Sheets 


All below warehouse price. 





Satisfaction guaranteed. 








Rolled Steel Products 


Division of Emergency Stee! Service Corporation 


Distributors of: SHEETS —PLATES BARS —STRUCTURALS —STRIP 
GENERAL OFFICES & WAREHOUSE 
7415 St. Louis Ave. Skokie, Illinois 
ORchard 3-7400 
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Top Luality 
NEWCO) 7.\ i Kever 


Hardware 
makes a good product better 


| Ask About It For Use On 
| air conditioning equipment... 
| stokers...gas heating units... 
oil burners... humidifiers... 
space heating units 


61-441 a 


HANDLE 


Sa 


61-O95C STRIKE 


61-340 CATCH 


THREAD-CUTTING & ff 
SEMS 7 My 


‘ 


KEPS 
ad 
PRE-ASSEMBLED NUT and LOCK WASHER 


write for complete information 


NATIONAL LOCK COMPANY 
ROCKFORD - ILLINOIS | 


lee ORT SR ON MONE i VS | 


205 





appointments pacity at the New York and Philadelphia offices, and 
(Continued ) at the time of his recent promotion was sales specialist 
in applied equipment for the Philadelphia district. 





>» Ropert M. NELson as district sales engineer for 
Halstead & Mitchell. He will be responsible for sales 
and field engineering of cooling towers and condensers 
in parts of Illinois, Indiana and Michigan. His head- 
quarters are at 9525 N. Shermer Rd., Morton Grove, 


» Exmore T. Scneck, former Milwaukee area sales 
manager, as regional sales manager of Wisconsin, 
northern Illinois and part of Michigan for Mueller 
Climatrol. M. H. Thomas has been named regional 
the Chicago plant of Joseph T. Ryerson & Son, Inc. sales manager in Indiana, Ohio, western Pennsylvania 
Succeeding him as manager of inside sales is Donald and part of Michigan. Richard B. Schmidt has been 
E. Woodruff, formerly a sales representative. Mr. appointed Milwaukee area sales manager. 

Vrooman has been with the firm since 1936 and has 

served in various capacities, becoming manager of > Rosert D. Squire as sales manager of the mid- 
inside sales in 1954. Mr. Woodruff joined the com- west, northern great plains, and eastern Rocky Moun- 


Scott Vrooman Donald E. Woodruff 


>» Scorr VROOMAN as assistant manager of sales for 


pany in 1939. tain states area for Dearborn Stove Co. Mr. Squire 
will have headquarters in Chicago. 

> Hersert FE. Micier as branch manager for the 

Washington, D. C, office of the Unitary Equipment >» G. M. MawNeENSMITH as a district manager for 
Div. of Carrier Corp. Mr. Miller joined the firm’s en- Armstrong Furnace Co. covering the states of Indiana, 
gineering training school in 1947 and a year later Kentucky and Illinois. Mr. Mahnensmith succeeds 
was named district service supervisor in the Jackson, Ed Clifford who has been appointed to a new territory 
Miss. area. Subsequently he served in the same ca- in Michigan and part of Ohio. 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 





BENCH MODEL BOX AND PAN BRAKES 


Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 





: 4 . * + 


9 LP ete a De 
— ~eee 


Descriptive Literature on Request. 


UNIVERSAL BOX AND PAN BRAKES D R E i S R U P 


Capacities up to 12-gauge sheet metal MANUFACTURING COMPANY 
and bending lengths up to 10 feet. 7404 S. Loomis Boulevard, Chicago 36, Illinois 
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Automatic Draft Control with 
Full Protection at All Vital Points! 


QS 


WIREMOLD 


i] {ay me tested -proved-preferred 
>“ Royal Purple Model 


for Commercial 
Air Conditioning systems 





Think of it! A draft control that’s absolutely impreg- 
nable to soot, carbon, corrosion and dust . . . one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and only—draft con- 
trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated —they’re ex- 
clusively Walker because of pending patents. 

The shit Purple — Hit of the Philadelphia Show 


a 
/ INSIDE STORY S 
‘The weight adjustment ©" 
assembly on the ROYAL 
PURPLE model is sealed 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from F 
dirt deposits. Unre- J 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
adjustment assembly. operating parts assure ease of 
Clean, corrosion-free adjustment at any time. 
This front view of an actual installation 
shows location of pivot pins which control 
vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. j — 





For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 


Sales Corporation. 


Another Outstanding Walker Development 
VENTURI-TOP CHIMNEY CAP 


Walker Seeiibering and Sales Corp. 


1730 Penn St. 


AMERICAN ARTISAN, 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. 
Directional vane keeps throat of vent 
facing into wind for maximum draft 
control. Sloping-throat design prevents 
back drafts and actually increases draft 
effectiveness by constricting it as it 
passes over chimney opening. Unit 

‘ rotates on a friction-free, hardened- 
steel ball bearing. Pivot is also of 
hardened steel to assure lifetime opera- 

- tion. Ring guide bearing in pivot post 

’ keeps cap absolutely perpendicular— 


doesn’t sag or lean. Streamlined design | 


is both attractive and functional —a 
combination which makes it a favorite 
with today’s architects. 


St. Joseph, Mo. 


Marcu 1956 


WIREMOLD Flexible Air Duct was developed 
to meet all requirements for flexible connec- 
tions in air conditioning systems as specified 
by leading manufacturers of air distribution 
equipment. 

WIREMOLD Flexible Air Duct’s exclusive con- 
struction and a specially coated Fibreglas 
fabric assure maximum longevity. Fabric com- 
ponent is mechanically locked into the strong, 
steel spiral — no glue or other adhesive to dry 
out or crack. 





WIREMOLD AIR DUCT for air 
conditioning applications was de- 
veloped through two years of lab- 
oratory testing; service-proved in 
many prominent buildings. Recom- 
mended by leading makers of air 
distribution equipment. 


For further information 
write for Data Sheet $-3. 


The WiREMOLD Company 
HARTFORD 10, CONNECTICUT 





YOU Need This 
Nia Oceolaleliivelaliatcm Or-tt-ilere| 


Wholesale Only 


Fain 


OVER 10,000 ITEMS 
Ua j 


CONDITIONING hii ool 
e sell you — your 
REFRIGERATION customers. And we sell for 
less. Buy — by mail — 
ELECTRIC MOTORS with confidence from our 


DEPENDABOOK catalog. 


Py rts a nd g upp AY Prompt deliveries of 


fresh stock — for less! 
Write for your copy today on your letterhead to 


The HARRY ALTER CO... INC. . 
1717 S. Wabash Avenue, Dept. G, Chicago 16, Illinois 


Automatic Humidifier 


Fits any straight side 
~ warm air furnace | 


Series 555 


Corrosion Resistant 
Stainless Steel 
Vapor Pan 4” x 15” 


ONE SIZE .. . ONE KIT ASSURES LOWEST 
COST INSTALLATION AND MINIMUM 
INVENTORY EXPENSE 


Vaporite No. 555 Humidifier comes completely assembled in 
one package. No extras to buy... no parts to assemble... 
no extra holes to cut...no pan leveling or tricky mounting. 


NEW IMPROVED VALVE — Provides more positive drip- 
feed thermostat operation. Water drips fastest when furnace 
is hottest... pan is dry when furnace is cold. Adjustable 
for precise vaporization needs of each installation. 


Write for Catalog A-3 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 


appointments 


(Continued ) 





> Patrick N. Morcan as manager of heating and 
air conditioning sales for the Home Equipment Div., 
Combustion Engineering, Inc. Mr. Morgan was pre- 
viously a sales representative for the company in the 
Ohio-Michigan territory. E. B. Paul has been appointed 
to succeed him in the Ohio-Michigan area, and Allan 
Barry will cover the Illinois-Indiana area. Ken Mc- 
Laughlin will handle sales in the Kansas-Missouri area. 


>» Water Bowra, Jr. as sales representative in the 
Brooklyn, Queens and Long Island area for Thatcher 
Furnace Co. Mr. Bowra will assist D. J. Buckley, chief 
sales representative for the territory. 


> Witiiam L. Mayo as sales engineer in the mid- 
western states for Thermac Co. Mr. Mayo will make 
his headquarters in St. Louis. 


> JoHN TuTTLE as assistant regional manager for 
the Detroit sales district of the Airtemp Div., Chrysler 
Corp. Prior to joining Airtemp, Mr. Tuttle was mid- 
west sales representative for Henry J. Tully and Co., 
Inc. 


> Epmunp V. RiorDaN as sales respresentative for 
the Janitrol Heating & Air Conditioning Div. of Sur- 


Cut ANY Shape in Metal... 


\ 
with o BEVERLY THROATLESS SHEAR* 


® Make clean, knurl-free cuts in any 
metal to capacity 


® High Carbon High-Chrome Blades 
@ Built to last a lifetime 


® Capacities to 3/16” in mild steel 


Here’s What a 
Beverly Can Do! 


Cuts made in 
18 ga. metal 
with Model B-1 


Beverly Shears are the 

most versatile metal 

shearing tools you can use. Model B-3 
Unique shoulder design permits any with Ball 
cut... rack and pinion gives Bearing 
great power with little Hold Down 
effort. Alloy steel body for 

maximum rigidity and strength. 

Made in 4 models. 


Write for illustrated circular —or see your Beverly Distributor. 








Geuerly SHEAR MFG. CO. 


3020 W. 111th Street Chicago 43, Ill. 
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Use Ste Kip > for 
Insulation installation 


ON AIR CONDITIONING AND VENTILATING SYSTEMS 
FOR COLD STORAGE PLANTS, BUILDINGS AND SHIPS. 


yes 


TYPE B with Locking Plate 
TYPE B 


Available in 

2 Ranges: 
0-1000 Fr./Min. 
90-3000 Fr./Min. 


A proctical, accurate air velocity meter for heating, air conditioning, and 

tilating work. Indisp for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems. 





Accurate velocity readings, automatically averaged over a 3” dia. 


free area, instantly indicated in feet per minute. SPRING TUBING CLIP (14, ” and 34° 


5 

6 HOLDING PLATE used with Type A and B 

7 TYPE N with Speed Washer 

8 INSERT BASE Securing Signs, Wall Cabinets, etc. 


1 

2 
Extension handle facilitates positioning of instrument away from the 3 TYPEA 
observer for readings in hard-to-reach locations, or where the observer's 4 TYPE S ADHESIVE 
body would Eterine with the cove ay Gennmaes. Stic-Klips permanently bind almost any insulating ma- 


terial to masonry, wood, metal — flat, corrugated, curved, 
unusual-shaped. This modern method eliminates drilling, 
puncturing metal — saves time and money. 


For illustrated booklet on any of these applications, 
write Dept. AA 


Sticky MANUFACTURING CO 


52 Regent St., Cambridge 40, Mass. 


A. WHITNEY LEVER PUNCHES 


For Every Shop and Tool Box 


Unique scale lock makes possible to retain scale reading when desired 
until the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


Leather case is furnished as standard equipment for added protection 
when the instrument is not in use and for convenience when carrying 
it in the pocket. 


Ask your Jobber for the FloRite or write for Leaflet 760. 
BACHARACH INDUSTRIAL INSTRUMENT CO. 


7301 PENN AVENUE—PITTSBURGH 8, PA. 




















; : ™ Also game 
puncH | with bree 
PRE-FABRICATED anure Theos 


punches an 


M j 

aon onn® three dies in a 
DUCTS and es $2 ete Me carton 
FITTINGS 


: Qun 
Pprere sir 











For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 





No. 4B Punch 
All parts drop-forged. 
Most sturdy punch built for size. 


FORCED AIR and GRAVITY INSTALLATIONS!. 
@ Precision Made 
@ Highest Quality 
@ Quickly Assembled 


WRITE TODAY for line catalog giving full 
data. 


AJAX FURNACE FITTING CO. 


216-220 E. Front St., Cincinnati 2, Ohio 
Division of The Cincinnati Sheet Metal 
and Roofing Co 
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Capacity — 1%,” hole through 16 gauge metal 
Length — 81/7," Depth of throat — 2” 
Weight — 3 Ibs, Stock size punches 1/16” to 
9/32" by 64ths. 
Write for catalog —then contact your jobber. 


Tihlaa noma) 


636 RACE ST. ROCKFORD.ILL. 





P-K hardened Masonry Neila 


do the work of plugs and expansion bolts 


at a fraction ISS Sy 
of the cost! = 


Built to drive straight 
and stay tight 


No pilot holes needed in soft masonry 


Drive easily into pre-drilled holes in 





harder materials 





Won't loosen—even under shock or 
vibration 


iF IT'S P-K...1T'S O.K. For the finest 
fasteners made, insist on Parker-Kalon 

. the name you can trust. Get samples 
from leading distributors who stock P-K 
Masonry Nails . . . or write: 


TRADE MARK 
PCG. US. PAT. OFF. 


PARKER-KALON fasteners 


Parker-Kalon Division * General American 


Transportation Corporation * Clifton, New Jerse 


Out. Grout 
va OA a 
re a 


($\e-4 
b rarper + BroG, ae, YP 
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face Combustion Corp. Mr. Riordan will serve the 
southern Missouri, Illinois and Arkansas area. He 
was formerly with the Amstan Div., American Radi- 
ator & Standard Sanitary Corp. 


> R. V. Car as sales manager of the New Products 
Div., Acro Mfg. Co. Formerly with Penn Controls 
Co. as manager of heating control sales, Mr. Clark 
has had 25 years of experience in the automatic con- 


trol field. 


Richard D. Hall 


» Ricnarp D. Hatt as sales representative for the 
Heating Appliance Controls Div., Robertshaw-Fulton 
Controls Co. Formerly Mr. Hall was with Southern 
California Gas Co., serving in various capacities in 


MEW IMPROVED 


SQUARE 
DUCT HANGER 


With new "Positive Lock’’ cam 
action feature No Spe- 
cial Tools! Hammer does 
the Job! Available 


in six lengths. 








- Round Pipe Hanger used when 
joist is offset from duct 

. Simple Application of Square 
Duct Hanger as shipped to you 








@ Sharp prong 
pierces 

@ Insert 
“Positive 
Lock tap 











in place 





“SS SQUARE. DUCT HANGER aREoaaiaas 


— 


hag 
il 
< set your SUPPLIER a 
for FREE samples 


TEST THEM YOURSELF 4 ouct# 
Square Duct Hanger ON THE JOB! : 
twisted and in place 


pucts 


A. M. HEXDALL CO. Sheet Metal Specialties 


MORRIS, ILLINOIS pS a 
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the customer service department. His office is located 
at the company’s Grayson Controls Div., Long Beach, 
Calif. 


>» Emit Rasa as district sales manager for the O. A. 
Sutton Corp. Mr. Rasa will supervise the sale of “Vor- 
nado” air conditioners in the Cleveland area which 
includes Detroit, Toledo, Buffalo, Syracuse and Roch- 
ester. He was formerly with Worthington Corp. and 
has also 


served as eastern district sales promotion 


manager for Westinghouse Electric Corp. 


>» W. F. Winter as sales representative for the Ber- 
ger Furnace Corp. Mr. Winter was previously asso- 
ciated with the May Co. 


> Wicuiam F. Watson as sales manager for the Pitts- 
burgh region by Trion, Inc. Mr. Watson was formerly 
Pittsburgh sales manager for Pabco Products. 


» J. A. Harwe.t, Nashville, Tenn. as representative 
for the Connor Engineering Corp. handling the sale 
of “Kno-Draft” ceiling air diffusers in eastern Ten- 
nessee. The Norris Blanchard Co., Inc., Omaha, has 
been named representative for Iowa, Nebraska and 
South Dakota. 


TIME SAVING 


1 ty 4+) 
DAMPER REGULATORS 


PERMIT 
INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 


Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


M.A.GERETT Corp. 


724 W. Winnebago, Milwaukee, Wis. 


(Shown— head piece of #27 E-Z-ON) 


it’s the little things tha? 
make the Big difference! 


STYLE & SIZE 
Famous E-Z-ON standard 
design No. 27 


head piece and wing nut — 
%" bearing. 

Superior E-Z-ON 
Stocked in CANADA by “*Snap-Tite"’ Design No. 29 
THERMIDAIRE CORP. cmp ond’ boarite, “tarveded 
7-9 Cumberland Street, Toronto head piece and wing nut — 

¥%" bearing. 
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Solid end tail piece, threaded | 


Proved way fo cut assembly costs 


P-K> hardened 


@ Eliminate tapping, soldering, 
riveting, bolting 


® Stay tight under vibration 


®@ dependable, uniform quality 


Save time and money 
in fastening metals— 
plastics—laminates 


Type Z Slotted or Phillips 
A 
“Kr O.K. 


TRADE MARK 


iF IT'S 


PARKER-KALON 
THE ORIGINAL SELF-TAPPING SCREWS 
Parker-Kalon Division -* General American 


Transportation Corporation. * Clifton, New Jersey 


There’s a PROPER SIZE Monmouth 
for every Heating Unit 


Monmouth does not offer just one size Humidifier for all heating 


units. It provides a complete range of sizes and capacities to do 
the job properly — for the correct size pan and correct number 
of plates are essential to efficient operation. This is especially 


| vital with modern automatic forced air heat, with relatively low 


bonnet temperature, where sufficient diffusion to convey moisture 


| to the volume of air handled is absolutely necessary. When you 


install the proper size Monmouth, your job is not half done, but 
ALL done. The complete line includes various Flotrol Models — 
the No. 310 for your smaller jobs and the Monmouth gas-fired 
Humidity Conditioner for all radiator systems. Write for de- 
scriptive Bulletins. 


THE CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Avenue Cleveland 3, Ohio 


MONMOUTH 
HUMIDIFIERS 








» we LE LL 
THE BLOW PIPE 
SUPPLY HOUSE 


ONE-PIECE BLOW PIPE ELBOWS 
BALL JOINTS e HOODS 

FLOOR SWEEPS e FLEXIBLE TUBING 
CUT OFFS « ANGLE RINGS 
CYCLONE COLLECTORS & SUPPORTS 


From one source you ¢an 
get all types of blow pipe 
parts and components... 
made in production quan- 
tities by Kirk & Blum. 
Depend on K & B manu- 
facturing experience for 
superior blow pipe parts at 
less cost than hand made 
parts. 


Write for Literature and Prices 


THE KIRK & BLUM MFG. CO. 
3180 Forrer St., Cincinnati 9, O. 





BOSTON DRAFT STABILIZER 


WORLD'S MOST ACCURATE DRAFT CONTROL 


Guarantees 

Constant Draft 
and protects your § 
heater against draft 
variables that de- 
stroy efficiency! 

Now Available 
in 6", 7", 8", 9" and 
LARGER SIZES up 
to 24". All available 
with or without TEE 
section. TOPS in 
ability to hold draft 
yet the EASIEST 
to install. 

No Weights To 
Adjust. Can be 
properly set, even 
without instruments. 


OPERATE YOUR HEATER AT PEAK 
EFFICIENCY with ACCURATE DRAFT CONTROL 


BOSTON DRAFT STABILIZER 


1. Slows down travel of gases thru the heater to a desired 
CONSTANT speed so heater can absorb the heat before it 
reaches the stack. 

2. Holds a constant draft because variations in draft-pull 
result in changes of air delivery from the burner fan, causing 
changes in smoke content and CO, of your combustion. 


Write for complete details 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, .Lynn, Mass 





appointments 


(Continued ) 





> FRANK Perez as representative for International 
Sales Co. handling the sale of furnaces in the northern 
California area. Mr. Perez was formerly northern Cali- 
fornia factory representative for General Water Heater 
Corp.’s heating division. 


> CHesTeR ARTHUR BRUNNER as district sales rep- 
resentative in the Buffalo, N. Y. area for the Air 
Conditioning Div., American Radiator & Standard 
Sanitary Corp. Mr. Brunner will work with distributors 
in the Buffalo area. 


> Matcotm W. Brack & Co., Inc., New York as 
sales representatives in New York City, Westchester 
county and northern New Jersey for Dollinger Corp. 


> J. Ropert MontcoMery as manager of the San 
Francisco Sales office of the Coleman Co., Inc., suc- 
ceeding Lawrence G. Ingram. Mr. Montgomery joined 
the company in 1947 and has served in various capac- 
ities, most recently as regional manager for heating 
equipment sales in the Great Lakes area. 


>» J. Bustap as field representative for the Los An- 
veles branch of General Controls Co. Mr. Bustad, who 





ENGINEERING OPPORTUNITIES 


in fast-growing field of residential 


year-round air conditioning 


FRIGIDAIRE 


Division of General Motors 


has attractive openings 
with excellent advancement prospects 


for qualified men. 


Senior Project Engineers 





having at least 5 years experience. 


Project Engineers 





and 


Test Engineers 


having 2 to 5 years experience. 


Engineering degree desirable but not essential 


Send resume to: 

Personnel Department 
Frigidaire Division 

General Motors Corporation 
Dayton 1, Ohio 
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GOOD JOBS NEED GOOD TOOLS 


For Longer-Lasting, Cooler-Handling use the 
“FITRITE” SPECIAL ALUMINUM MOP HANDLE. 














Light weight, unbreakable, economical. Will not burn. It's job- 
tested, engineer approved, and offers many exclusive features 
that make it the most popular Roofers’ Mop Handle made. Of- 
fered in 6', 7', and 8' lengths. 


A MECHANIC’S THIRD HAND 


““FITRITE”’ A necessary tool 
for every sheet 


3-WAY d _ metal man. Use it 


for on-the-job 
CLAMP + bending, forming, 
seaming, straight- 


Throat 3544" deep ening. 
Jaws 3'/o" x %" Price $3.55 


‘“‘FITRITE’’ SAFETY HOISTING HOOK 


The Sliding Sleeve 7 
is gravity operated A new hoisting 
and drops into posi- [szus hook for 
tion automatically safely hoisting 
keeping any item buckets and 
safely locked in other materials. 


while hoisting. Price $2.50 








For |" rope or cable. 


To protect the trade, please use your printed stationery 


DAVID LEVOW 223 "ai3 


— CHELSEA 3~ 2400-2401 





Bret > Insto-Gas 
LIGHTING re ero 5 var on 


SOLDERING IRON HEATER 


Sheet metal contractors can 
now have hot i 


irons 
in 2 minutes and with Insto- 


Gas they can be kept at the 
desired temperature all day long with- 
out even looking at the heater. Insto- 
Gas saves 40% on fuel cost and enough 
time to pay for the entire equipment 
in one week’s operation. 

The Insto-Gas soldering iron heater 
when attached to the cylinder by 50-ft 

e can be operated on a scaffold or 
roof without moving the cylinder. 


INTERNALLY FIRED SOLDERING 
IRONS 


These Insto-Gas soldering 
irons are designed for con- 
tinuous operation with no 
stopping to change irons. 
Made in two sizes; the No 
1-S (2) for fine work and 
the No 2-S (5) for heavy 
soldering. 

Listed by Underwriters Lab- 
oratories and Factory Mutu- 
als Laboratories 

Write For Free Folder 
INSTO-GAS CORPORATION 


DETROIT 7, MICHIGAN 
ASK FOR NEW FOLDER ON INSTO-HOT 
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See the large Duro-Dyne ad on page 179 ik 


Make lowest cost residential 
flexible connectors with 


ECON -O-FAB 





FINISHED CONNECTORS 
COST LEAST WITH ECON. 
O-FAB because NO OTHER 
PRODUCT HAS THESE 
LARGE DIMENSIONS. 
Double-Loc Seam prevents cut 
fabric and call-backs. Avail- 
able in 50 ft. and 100 ft. rolls. 





800-B Third Ave., New Hyde Park, New York 





MAKES 
BETTER 
CONTROLS? 


See page 20 


New! Factory Assembled 
GUN TYPE 


° 7° . — ‘ ie 
I ‘ire 4 im | HRN ACE 
y > FF y 


¢ 


ih 











Can Be Installed in 3 or 4 Hours 
BURNS NO. 2 FUEL OIL 


Equipped with Min lis dt] 
* Safety Controls samme 

A compact steel floor furnace, effici- 

ently designed with a pressure atomiz- 

ing oil burner. Do not confuse this unii 

with kerosene burning floor furnaces. 


QUIET AUTOMATIC BURNER CORP. 


33-35 BLOOMFIELD AVE 


NEWARK 4, N. ) 





FLANGES THE DUCT 
with Amazing Speed | 


Less than 5 seconds on short 


and lighter pieces 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. / 
Quickly pays for itself in time, 4 
material and labor savings. 


No. 12 Smith's Cleat Bender 
(12” wide) . . $49.80* 
No. 18 Smith's Cleat Bender 
(18” wide) . . $78.60* 


the use of a screwdriver. 
*F.0.B. Waukegan, Illinois TREM 
Shas odie dunes ENDOUS SAVINGS 


oieaiaein in erection time and labor. 


— R. E. SMITH 


~ 
1124 Elizabeth Avenue e Waukegan, Illinois 


PERFECT 
DRIVE CLEATS 
fit the duct without 


llindmaster The Modern Draft Control 
that’s “QUICKER ON THE DRAW” 


and 
“FASTER In The SADDLE”’ 


indmaster 


Corporation 


43 Vine St. 
Columbus 15, Ohio 


appointments 


(Continued ) 





has been with the company since 1952, will handle the 
sale of controls in the San Fernando Valley area. 


> Lawrence H. HirscHBacn as manager of market- 
ing for General Electric Co.’s home heating and cool- 
ing equipment. Mr. Hirschbach was formerly manager 
of modernization sales. He has been in the heating 
industry since 1933, and at one time was associated 
with Controlaire, Inc., heating and cooling distributor 
of Fort Lee, N. J. He is the author of a number of 
papers on heating and air conditioning and has 
recently been working on the development of a stand- 
ard for air conditioning ratings within the industry. 


> Marion MILLER as midwestern regional manager 
for The Perfection Industries Div., Hupp Corp. He 
replaces F. J. Rudolph, who has been assigned to the 
division’s home office in Cleveland where he will serve 
as assistant to the general sales manager. Mr. Miller 
was manager of the Atlanta district before his recent 
promotion. Harold Kiefer has been named western 
sales representative and will cover the states of Wash- 
ington, Oregon and Idaho, as well as the provinces 
of Alberta, Saskatchewan and British Columbia. For 
the past 10 years, Mr. Kiefer has been a sales divi- 
sion representative in the Midwest. 








“CORRECT PRACTICE 
in OIL HEATING’ 


NOW AVAILABLE TO YOU! 
A complete reprint of the valuable series 
by J. J. Mirabile 


This practical series covers every angle of oil burner work, 
including arrangement of shop . . . stocking of parts .. . 
record-keeping ... installation procedures . . . the han- 
dling of crews . . . how to make heating surveys . . . how 
to size combustion chamber . . . how to install thermostat 
. . « how to start the burner . . . how to use testing instru- 
ments . . . and how to operate a service department. It 
contains, as well, a complete list of causes and cures of oil 
burner troubles that will serve as a reliable guide in 
making service calls. 


Every shop handling oil burner jobs should own this book. 
Full size, 81% by 11 inches — 57 pages of practical helps. 
Send $1.00 for a copy to the address below. 

KEENEY PUBLISHING COMPANY 


6 No. Michigan Avenue Chicago 2, Ill. 
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SoderingAluminum is easy 


a 


WRITE Permanent aluminum sodering is 
made simple and easy with AL- 

TODAY LEN Alumi-Soder. Complete 
FOR FREE in itself, flux and soder are 
combined in exactly the 

SAMPLES right proportion in 
aconvenient 
“handy-to-use” 





L.B. ALLENCO.inc. 


6702 Bryn Mawr 
Chicago 31, Ill. 
— 





AUTOMATIC 
SHUTTER 


for Unit Blower 


3 





Self-contained in adapter 
sleeve for attachment to blow- 
ler. Louvers of light gauge alu- 
minum with felt silencer strips. 
iRustproof hinge rods. Weath- 
erstripped. Built to fit your 
blowers. 








Write for circular and prices 





See the large Duro-Dyne ad on page 179 . 








When 
You've 


To save on round dampers — 
Use the prefabricated 


JIFFY DAMPER 


Complete, ready-made 
damper with Jiffy Reg- 
ulator pre-attached to 
galvanized iron blade 
~for immediate instal- 


Got to 
e 
Figure lation in ductwork. 
SAME’ DAMPER 
dats Job SHOP COSTS” CON. 


SIDERABLY MORE. 

Two styles: JDS—with \ 
Spring-loc bearing; & . 
JD—without Spring- wy = 
loc. Pipe sizes 4”, 5”, JDS 
ho oh oe 














ELGO SHUTTER & MANUFACTURING CO. 
per 2738 W. Warren Detroit 8, Mich. 
CATALOG 








SIZES 4”, 5", 6” 
-B B- END CAPS GALVD. COPPER, STAINLESS. 
“C"’ SOLDERLESS “C’’ WIDE FLANGE 
“E’? SOLDER TYPE 


Manufactured by 


BERGER BROS. COMPANY 
229-237 Arch Street Philadelphia 6, Pa. 

















MANUFACTURERS OF 


FURNACE PIPE 
AND FITTINGS, 
Prefabricated Ducts, 


also conductor pipe, eaves 
trough, drip edge, rake strip, etc. 


THOR METAL PRODUCTS CO., INC. 


Box 118 Eastwood Station . Syracuse, N. Y. 
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ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 
If you don’t have catalog K, send for it NOW. 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 








m= 
SWE 

SiWl= 
SwEi 
mM=W= 





Look Better — Last Longer 
Superior workmanship and finish in heavy-gauge 
metal assures installations of lasting beauty. 
Most designs stamped in any thickness, up to 
one-fourth inch, from any metal. Catalog No. 
36 illustrates all designs and gives complete 
working data. Free on request. 


Diamond Manufacturing Co. 
Box 34 Wyoming, Pa. 


Sales representatives in all principal cities 








CLASSIFIED 
ADVERTISING 


Classified Section: Rates for classified advertising are 12 cents for each word 
including heading and address. One inch $6.00. Count seven words for keyed 
address. Minimum $2.00 for each insertion. Cash must accompany order. 








agents wanted... 





situations open... 


business opportunities . . . 





REPRESENTATIVES needed in many midwest 
ern, southern and western states by national 
manufacturer of a complete line of oil and 
gas-fired heating equipment. Interested in rep- 
resentatives serving wholesalers and/or dealers. 
Send complete information. Address Key 1032, 
American Artisan, 6 North Michigan Ave., 
Chicago 2, Ill 





DISTRIBUTORS WANTED 
There's more business, more profits for you 
when you handle our complete line of profes 
sional shears, trimmers, and tinners’ snips! 
Here's why: established name, exclusive prod 
ict features, and promotional aids give you 
a running jump on competition! Write us to 


day and we will rush you all details 
W. H. COMPTON SHEAR COMPANY 


318 Camden Street Dept. C3 Newark 3, N. J 








Seldom in the lifetime of a manufac 
turers’ rep is a line available that offers 
the potential for a middle five figure 
income 


Our line is a heating accessory that rep 
resents a jobber cost of between $40 and 
$60 per furnace installation and can be 
used on every installation oil, gas or 
COAl 


Our line is nationally advertised in 
Better Homes & Gardens’’, House & 
Gardens Book of Building “House 
Beautiful Building Manual’, Small 
Homes Guide Practical Builder’’ and 
ot course, the trade magazines as well 
as Sweet's Architectural File 


The average warm air wholesaler will 
buy in excess of $20,000 worth of our 
product per year 
This line, however, is not a pushover 
The representatives are required to make 
dealer promotional calls in addition to 
the usual jobber calls. Most jobbers are 
ling and anxious to hold dealer meet 
ings for which we provide a thirty min 
ute sound and color motion picture as 
well as the finest array of sales helps 
and promotional material that you have 
ever seen 


Our representatives are and the new 


ones we select, must be self-starters 
aggressive and willing to work hard to 
build up the acceptance of our product 
Our representatives do not handle any 
major lines of “brand’’ equipment. Their 
lines are chiefly ‘‘accessory They work 
a concentrated territory 


This line may be available in 
ritory. If you are interested 
fulfill the above qualificatio 
giving a complete resume 
and your operations to Key 1 
can Artisan North Michi 
Chicago 2, Il 





WANTED—Assistant Sales Manager for com- 
pany manufacturing line of gas heating equip- 
ment and evaporative coolers. Position requires 
both inside sales administration and outside 
contact with trade and own salesmen. Offers 
unlimited opportunity to man with imagination 
and enterprise. Experience in gas heating sales 
desirable but not necessary, if other experience 
compensates. Midwest location. Salary open. 
Address Key 1036, American Artisan, 6 N 
Michigan Ave., Chicago 2, Ill. 





Growing manufacturer of automatic heating 
equipment is seeking a man who has had sales 
experience in merchandising heating and air con- 
ditioning equipment to the heating and sheet 
metal dealer. Territory open in Southern Indiana 
and border cities and towns in Ohio, Kentucky 
and Illinois. Remuneration based on company 
furnishing travel expenses, salary and commis- 
sions. Address Key 1027, American Artisan, 6 
North Michigan Ave., Chicago 2 





for sale... 


FOR SALE—Opportunity for capable ambitious 
man. General sheet metal shop in Massachusetts. 
If you want to own your own business, net 
$7000-8000 and can invest $6000, write Key 
1033, American Artisan, 6 N. Michigan Ave., 
Chicago 2, Ill. 





Warm Air Heating, Air Conditioning and Sheet 
Metal shop. Central Ill. Est. 25 Years. Nice 
Building, Trucks, Machinery and Inventory all 
for $32,000.00. Profit in 1955 $17,000.00. Books 
open to bonafide buyer. Owner retiring. Address 
Key 1037, American Artisan, 6 North Michigan 
Ave., Chicago 2, Ill. 





lines wanted... 





MANUFACTURER'S REPRESENTATIVE seek- 
ing one or two additional lines of machinery 
or supplies. Contacting jobber trade Illinois, 
Wisconsin and Minnesota. Twenty years ex- 
perience this field. Address Key 1035, American 
Artisan, 6 N. Michigan Ave., Chicago 2, Il. 











I. C. Coke tin for sale, 25% discount on 
‘otal purchase, F.O.B. our shop, each box 
contains 56 sheets and are ideal for 8, 9, 
10 and 12 inch furnace pipe. 


21 boxes 24 x 26%2” $13.75 per box 
12 boxes 24 x 2942” $15.20 per box 
14 boxes 24 x 3242” $16.55 per box 
14 boxes 24 x 3942” $20.55 per box 
Address Key 1038 


American Artisan, 6 
North Michigan Ave., : 


Chicago 2, Ill 





A new sales organization now being formed 
by two men with national sales and engi- 
neering experience in heating, ventilating and 
air conditioning. Large dealer following. Look- 
ing for manufacturers to represent in the Phil- 
adelphia market. Address all replies to Key 
1034, American Artisan, 6 N. Michigan Ave., 
Chicago 2, Ill. 











V4” Ribbed Wire Glass, Stock Sheets. 30c sq. ft., 
cut sizes slightly extra, plus boxing, F.O.B. our 
warehouse. Atcheson Glass Co., 920 Main St., 
Buffalo, New York 





FOR SALE—Skelley Industrial stoker with auto- 
matic controls, 1200 lbs. per hour hard or soft 
coal, excellent condition, priced to sell. Address 
Key 1029, American Artisan, 6 North Michigan 
Ave., Chicago 2, Illinois 





agent wanted ... 





Manufacturer of automatic heating equipment is 
looking for sales representative calling on heating 
and sheet metal dealers in Southern Wisconsin, 
Southern Minnesota, Iowa and Northwestern 
Illinois. Company offers complete line of auto- 
matic heating equipment and a very attractive 
sales program for franchised dealers. Address 
Key 1028. American Artisan, 6 North Michigan 
Ave., Chicago 2, Ill 





REPRESENTATIVES now calling on distrib- 
utors and dealers in the heating trade we 
have the most efficient register on the market 
today a 4 way diffuser making possible ONE 
register for EVERY air pattern provides the 
best in perimeter heating and cooling. Finger 
tip control, adjustable in all directions, simpli- 
fies balancing problems; positive volume shut- 
off Write GENTLE-FLO Co., Dept. A-401, 
Boro Ave., Clifton Heights P. O., Delaware 
Co., Penna 











THE SERVICE SECTION OFFERS A REAL OP- 
PORTUNITY TO COMMAND NATIONAL ATTEN 
TION FOR YOUR ADVERTISEMENT AT EX- 
TREMELY LOW COST. WE’LL ASSIST YOU IN 
PREPARING AN ADVERTISEMENT CLOS- 
ING DATE, TWENTIETH OF MONTH PRECEDING 
WRITE NOW 








Manufacturers 
Agents 


Are you interested in securing addi- 


tional lines? 


We are occasionally asked by our 
manufacturer advertisers to suggest 
the names of manufacturers’ agents 
in various sections of the country 
whom they can contact in regard to 
representation of their residential 
heating, air conditioning, and sheet 
metal products. 


If you would like your name 
listed in our records for inquiries 
we may receive on your territory, we 
invite you to write us. There is no 
charge in connection with this serv- 


ice. 


AMERICAN ARTISAN 


6 N. Michigan Ave., Chicago 2, III. 
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sr ova, | SERVICE SECTION 


At ONCE! 


A »stal regulation relating to . . P 3 : ‘ 
in are Mee oes Pree . Rates for display space in the Service Section are $12.00 per 
may result in some issues of inch per insertion. One-inch minimum space accepted. Closing 


American Artisan being thrown date — twentieth of the month preceding issue. Plan now to 
away instead of being returned to 


. move your pro i onomi ith consistent 
us — as they have been in the past y P ducts quickly and ec mically — 

— for remailing to your new or advertisements in this section. 

correct address. 


To avoid missing any issue of 
American Artisan it is more im- 


portant than ever to report both Drive '] HANDY TOOLS AND EQUIPMENT 


your new and old address to us Cleat 
and your post office. Deadline is Notcher Quick Set 
the 18th of the preceding month Dividers 
for the next issue. Send changes — 
and new local postal delivery zone New 
— to Clip Punch 
For fastening slips or seams 
AMERICAN ARTISAN on ducts. Will push a “half Fastest and 
a moon” through 3 thicknesses mest eccurate on 
6 N. Michigan Ave., of 18-ga. steel. No hammer- the market. Two sizes 
Handles up to 3” wide, ing or flattening out to fas- for circles up to 36” and 

CHICAGO 2, ILL. 22 Pa or an, Se ten slip to the duct, 48”. Removable steel! points, 
or foot operation. Mounts _N h. 
on bench, or on job with COMPLETE LINE OF SHEET a oo 
clamps, or bolts and METAL MACHINERY 
screws. 


REINER & CAMPBELL CO., Inc. Post Office Box 5035, Newark 5, N. J. 























RUBBER 
LADDER SHOES WODACK ELECTRIC HAMMERS GIVE 


for safe climbing MORE SERVICE FOR YOUR MONEY 
eee The first cost is not the full cost of the electric 
hammer you buy. That's determined by the service 
it gives, the time it saves, and the cost over the 
LADDER SHOE co. years of keeping it at work. Wodack Hammers are 
long lived and easily serviced. They do drilling 
cutting, grooving, chipping and many other ham- 
Eau Claire, Wisconsin mering jobs. Hammers you can depend upon. Your 
next electric hammer should be a Wodack. Ask 
for Bulletin 510-AA. WODACK ELECTRIC TOOL 
CORP., 4627 W. Huron St., Chicago 44, IIl., 
U.S.A. Phone AUstin 7-9866. 
ELECTRIC 
HAMMER 











. 
RUST PROOF 
9 
nacre we auc WON'T BURN OUT! 
e 
40 YEARS MAKING WODACK® ELECTRIC TOOLS 














ADJUSTABLE ELBOWS 
Registers and Grilles 
Deliveries from Stock 


A Juniper Elbow Co. Inc. 
72-15 Metropolitan Ave. 


GOOD Middle Village, L.1., N.Y. 
LAW _ ao 
TO | SHEET METAL agile 
BREAK MACHINES & TOOLS GRATE 


The law of averages says that Lockformer Machines Peer Spot Welders bore 
: Chicago Hand Brakes Reed Power Rolls HANDLE 

cancer will kill one out of every Chicago Press Brakes Wysong Shears 

i j Pexto Power Shears Whitney Punches 

six Americans. But the law does ee ae oe Whites Geet frescos 

not have to prevail. You can help Pexto Rotary Machines Pexto Mechanic's Toots 

break it in two ways. By having a Pexto Slip Rolls Black & Decker Tools 


thorough medical checkup every year Smith thay ae Marshealtown Presses The COLE HOT BLAST 
...and by sending a contribution to ates 4 HOME INCIN ERATOR 


your Unit of the AmericanCancer Society SEND FOR CATALOG MANUFACTURED BY 
or to Cancer, c/o your town's Postmaster. 


Fight cancer with a checkup and a check, | CENTRAL-WEST MACHINERY CO. COLE HOT BLAST 


\ 335 $. WESTERN AVE. CHICAGO 12, ILL. MANUFACTURING COMPANY 
AMERICAN CANCER SOCIETY Pe emmarket 1-008 3817-35 S. RACINE AVE. CHICAG( 
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conditioning. 


The 10 H.P. Copelametic motor-compressor fits neatly 
into a compactly designed unit. For greater capacity, two 
motor-compressors can be installed for flexibility in 
operation. 

Use of suction cooling and Freon-22 give the 10 H.P. 
Copelametic high capacities with low power input. As in 





SINCE 1918 


CORPORATION, Sidney, 


a 


all time-proved Copelametics, belts, seals and manual 

oiling are eliminated. Being accessible, adjustments and 

parts replacement can be made on the spot with minimum 

loss of operating time. 

Everything required in package air conditioning is fea- 

tured in the 10 H.P. Copelametic. It is compact . . . rugged 
. efficient . . . quiet-running . . . accessible. It has the 

protection of positive lubrication. 

A comprehensive, detailed engineering packet describing 

the 10 H.P. is available. SEND FOR YOURS. 


Ohio 








10H.P. Lopelametic 


There was plenty of interest in this 10 H.P. Copelametic 
when we introduced it at the ARI Show in Atlantic City. 
Many features make it ideal for quality, packaged air 


LJ 














y ompletely 
* silent GAS VALVES! 


Complete Line Includes.. 
Seven Sizes: 3”, 14"S, 14" L, 34”S, 34”L, 1”S, 1”L. 
Available for use with or without Plug-In Pilots 
® Manual Operator Optional: Automatic recycling or non-recycling 





Write for 
specifications 


Absolutely Quiet. . . Never again will customers 
complain about valve noise. The White-Rodgers 
CS* gas valve has no plunger, no relay “snap” to 
create the slightest sound. 


Easy To Install...8 terminals 
are accessible for easy wiring... 
standard valve lengths make them 
easy to use for replacement. 


Plus These Features... All CS* Valves con- 
tain a built-in bleed-valve filter. No changes in 
thermostat are necessary because valves draw .4 
ampere, as do all White-Rodgers primary controls. 
CS* valves are for use with all gases. 


And Competitively Priced, Too! 


Remember... *CS means Completely Silent 


WHITE-RODGERS Ceatzols 


FOR MODERN COMFORT - HEATING - REFRIGERATION ~- AIR CONDITIONING 








